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LUMBER’S 
HOUSE 


at Century 
of Progress 
Exposition 


No tricks are being used in the design of 
the lumber exhibit house now building at the 
Century of Progress Exposition in Chicago, 
says the architect, FE. A. Grunsfeld, “but rather 
wherever 
The fact that 
—with the exception of the hardware, nails and 


the straightforward use of wood 


wood can be satisfactorily used. 


glass—wood or wood products have been the 
materials of the house in its entirety, is due to 
the nature of wood as a building material, and 
not to any preconceived idea of Forest Prod- 
ucts Industries or the National Lumber Manu- 
facturers’ Association to use wood regardless 
of its suitability.” 

“Houses built in this manner are practical,” 
the architect continues, “from the point of view 
of strength, insulation and appearance, and can 
be built at a lower cost in about half the time 
of the ordinary type of domestic construction 
how often invoked.” 

The architecture of this one-story, five-room 
house is modern but not stylized. Its design 
depends for effect upon its extreme simplicity. 
The plan makes an excellent living unit, al- 

















Front Elevation of Lumber’s “Sunlight” House 


though the size is slightly larger than would 
be required for actual living quarters. By rea- 
son of being an exhibit house, the halls, vesti- 
bules etc., have been increased to accommodate 
a crowd. 

The three functions of the house—that is, the 
service quarters, living quarters and sleeping 
quarters—have been segregated, although none 
of the rooms are distant from each other. The 
plan is flexible, in that the living room and 
dining room can be consolidated, or, by means 
of a folding wall, separated in the usual man- 
ner. This means that the family can have a 
house suited alike to entertaining or to the 
privacy of ordinary living. 

House Uses No Piaster 


The chief innovation in design of the house 
is that it is a plasterless house, and can be 
erected directly, cleanly and quickly. In order 
to carry out this design successfully, the wood 
walls are being treated as far as possible in 











Rear View of Exhibit at Century of Progress 


simple fashion, without elaborate graining, and 
the wood is not being stained. The ceilings 
are made of plywood, and will be calcimined to 
reflect maximum light. In spite of the use of 
various kinds of woods for the walls of the 
different rooms, they are being treated as a 
The effect sought is that of 
an interesting texture to the walls, without 


background only. 


elaborate architecture, which would serve only 
to detract from the room as a whole. 

Holophane 
lenses located as a rule in the ceilings. No 


The lighting is being done by 


curtains will be used in the house, but Vene- 
tian blinds will control the daylight in a room, 
keep out the weather, and admit air. 

The aim in the house has been to demon- 
strate that wood is still the most flexible build- 
ing material, and can form a conservative 
and interesting background for the interior 
treatment of a house. 

All. branches of the lumber industry. were 
represented in the cash contributions for the 
building of the “Sunlight” house, and many 
American species of wood will be built into it. 
Not only has the lumber been donated for the 
residence, the insulation, shingles and Vene- 
tian blinds, but the non-lumber materials and 
equipment have been given, including plumbing, 
heating, electric plant, electric refrigerator and 
incinerator. 

The house is located on a beautiful site on 
the exposition grounds facing Lake Michigan. 
The main rooms have a lake exposure, and 
Construction is 


open on a_ shaded terrace. 


expected to be completed by June 1. 





— — — Demonstrates Advan- 
tages of Wood for Every Phase 
of Residential Construction 
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Dealers with 
Low Stocks 


are invited to get acquainted with OK mixed cars 
—how we can load in one car window, door and 





cellar frames, random or cut-to-length mouldings, 
casing, base, paper wrapped cut-to-length in- 
terior trim and finishing lumber—with such spe- 
cialties in cartons ready for quick assembly as 
lawn chairs (straight or rocker style), lawn settees, 
folding built-in ironing board cabinets, bathroom 
cabinets, kitchen tables, breakfast tables, etc. 


Omak Kwality mixed cars enable the dealer 
to order in limited quantities—keeping invest- 
ment low. All of our products are made from 
famous Okanogan Soft Pine—finest quality Pon- 
derosa, beautiful, velvet-like texture. 


Send today for complete informa- 
tion and suggested mixed car order. 


Biles-Coleman Lumber Co. 
OMAK, WASH. 
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A Georgia Sawmill 
meets conditions 






, mill, low investment, yet thoroughly 
up-to-date! : 


You see no “yard” for lumber to air dry. The 
entire cut is kiln-dried in a Moore Reversible 
Cross-Circulation Kiln. No tied-up capital, in. 
ee surance or carrying charges on air drying 
stocks! 
This Georgia sawmill operates close to the 
order file — it has met modern conditions with 


a modern kiln. 


Write for information concerning the Moore 
Reversible Cross-Circulation System — whether 
for a new kiln installation or remodeling your 
present kiln. 


Moore DryKiILNCOMPANY 


World’s Largest Manufacturers of Dry Kilns and Equipment 


KILN BUILDERS FOR MORE JACKSONVILLE, FLORIDA 
THAN HALF A CENTURY NORTH PORTLAND, ORE, 




















3 Yard Leaders 
In ONE Car 


Many dealers in all parts of the country 
depend upon us regularly for their require- 
ments in these big value woods. 





When you order from Anaconda you not 
only get reliable quality, soft, easy-working 
stock, but also lumber that has passed the 
critical inspection of a Western Pine Associa- 
tion inspector. That means better values in 


PONDEROSA PINE, FIR, 
MONTANA LARCH 


LUMBER—LATH—MOULDINGS—BOX SHOOKS 


Take advantage of our 
mixed car service and order 
just what you need mixed in 
the same car. 









Mraconda Copper Pfining (ompany 


Lumber Depar tment 
: Bonner 


Montana | 
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Urgent Need for Loosening of 
Bank Credit 


Hk: 
business 
three 

minds the question: 
emerge into smoother waters, or are 
we to encounter yet more tempestuous 


ROUGH 
ship 
years has 


VOYAGE of the 
during the last 
raised in many 
Are we soon to 


seas before the haven is reached? 
Kven thus the hardy seamen who 
manned the caravels of Columbus 


wondered from day to day whether 
their westward voyage across an un- 
charted sea was to end in a plunge 
over the rim of the world into oblivion, 
or whether they were to reach the 
golden shores of fabled India. They 
did not reach that goal, but, better 
still, a new world was their reward. 
Perhaps therein is a parable of the 
days through which we are passing. 

The country has weathered a bank- 
ing crisis of the first magnitude, and 
though the storm has left plenty of 
wreckage in its wake, the safety of 
billions in deposits has been preserved 
—though the drastic measures re- 
quired have created other problems 
which now must be solved. Foremost 
among these is the necessity for the 
loosening of credit, so that business 
may proceed in as nearly normal 
fashion as may be possible. Today many 
sound merchants and manufacturers 
are at their wits’ end to find funds to 
keep their businesses going. Their cash 
resources have been exhausted, and 
their accounts receivable realized upon, 
so far as possible under present condi- 
tions. Plants, experience and special- 
ized knowledge of production and dis- 
tribution, are real but unrealizable as- 
sets. Their stocks are depleted, and 
expenditures for advertising and other 
sales promotion are needed to get the 
individual business, as well as industry 
in general, “off dead center.” The tool 
needed is credit, and where else is the 
business man to turn but to the banks? 
No governmental agency stands ready 
to furnish funds—if we except the re- 
discount facilities supplied indirectly 
through the Federal Reserve system— 
though these business men may stand 
in as great need of relief as does the 
farmer. 

One hundred percent liquidity of 
bank deposits of course is fine for the 
depositors, as such, but what becomes 
of the reservoir of banking credit 
which is the lifeblood of business? If 
our banks are to function merely as 
warehouses for money, where is the 
small or large merchant to secure 
loans for replenishing his stocks, for 
extending necessary credit to his 
sound and solvent customers, and for 
the many other current needs inherent 
in the conducting of a _ business? 
Thereupon, too, hinges the matter of 
employment. When the retailer can 





get needed loans his orders help the 
manufacturer, who in turn supplies 
employment to labor, the working man 
buys goods, and we are again on the 
way to the balancing of individual 
budgets. 

This need is recognized in a recent 
publication of the Haynes Corpora- 
tion, management engineers, Chicago, 
from which we quote two paragraphs: 

“Whatever the tenor of the new 
banking legislation, it would seem at 
this time that any sound bank, di- 
vorced from investment activities, will 
be forced to turn its attention to indus- 
trial needs as the most _ profitable 
source of earnings. Perhaps then the 
business man will have a chance to 
come into his own and do his share to- 
ward directing the flow of capital into 
productive activities rather than into 
unproductive manipulations and specu- 
lations.” 

Who is going to solve this problem? 
Not the President, although he is en- 
deavoring to perform his part. The 
initiative must be taken by the indt- 
vidual business men of every com- 
munity. It is of prime importance that 
every merchant and manufacturer 
shall talk this matter over with his 
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banker. Don't be afraid of him. He 
has made.as many mistakes in the 
past as you have—perhaps more; jp- 
asmuch as many lumbermen also are 
bankers, serving as officials or direc. 
tors of local institutions. While the 
banker may have slipped from his 
pedestal, he still can be a good friend 
and helper. He usually possesses 
sound judgment, and is familiar with 
conditions, both local and _ national. 
He needs business and he needs 
friends, just as you do. 

Here’s another phase of the same 
subject: Is there not need in your 
community for new structures, or for 
repairs? Surely such needs exist, 
Talk them over with the owners, with 
the workmen who would be benefited, 


and with the bankers. Keep up the 
planning and the conferring. Not 


every prospect will develop into a job, 
but some will. Thus you will be doing 
good, not alone for yourself, but also 
tor others. The readjustment now in 
process calls for the co-operation of 
everyone. 

The warm spring days are here, 
bringing householders and others out 
of doors, where they can not escape 
seeing the need for improvements, 
Encourage clean-up and repair work, 
thus creating jobs. 

Will you talk these things over with 
your banker this week—today ?—for 
“tomorrow never comes.” The future 
largely is in our own hands. 





Curtailment Expected in Federal 
Services to Lumber 


Wasuincton, D. C., April 11.—Possible loss 
of both the Lumber Division, and the National 
Committee on Wood Utilization, as services 
of the Department of Commerce, are forecast 
as a result of the stringent Federal economy 
measures being enforced. The Commerce De- 
partment appropriation will be scaled down 
from 40-50 million to 36 million dollars or 
lower. Oil, lumber and other groups have 
made known to Secretary Roper their depen- 
dence on facts gathered by the several commod- 
ity divisions. Secretary Roper may recommend 
combination of the Lumber Division and the 
Utilization committee, with staffs and functions 
measurably reduced. There has been some gen- 
eral suggestion that the practice of permitting 
businesses to support in a measure Federal serv- 
ices particularly set up for their benefit, should 
be encouraged. It is believed such a program 
would meet with Administration favor. 





To Urge Prompt Action 
On Rate Cut Plea 


WasHINGToN, D. C., April 11.—The Inter- 
state Commerce Commission has set for April 
24 the hearing on the application of the lum- 
ber, agriculture and other industry groups for 
an immediate and sharp reduction in freight 
rates, to bring them more in keeping with the 
present price level. While it is believed the 
case will be pushed forward, there is nothing 
in the commission order to indicate that it will 
be expedited as rapidly as desired by the peti- 
tioners, or as present difficulties seem to re- 
quire. Following the hearings, which will con- 
sist principally of the filing of exhibits with 
brief oral explanation, the commission must 
study this evidence, set a date for and hear 
arguments, and then give further study to the 
cause before announcing its decision and pro- 


mulgating any new rates. Whether this can 
be accomplished before mid-summer is prob- 
lematical, though the petitioners are prepared 
to urge again upon the commission the critical 
need for urgent and prompt action. 





Refuses to Allow Surcharge 


LoutsviLtLe, Ky., April 10.—The Kentucky 
Railroad Commission has issued an order deny- 
ing railroads operating in Kentucky the right 
to add the surcharge, or emergency rate in- 
crease, from now to Sept. 30, on intrastate 
business. The Interstate Commerce Commis- 
sion extended the time for collection of the 
15 percent additional. The State commission 
has steadfastly claimed that it was illegal in 
the matter of State shipping. The Federal 
Courts recently dissolved an injunction issued 
preventing the Interstate Commerce Commis- 
sion from enforcing this regulation. No effort 
is being made to carry it to the Supreme 
Court, as the period of assessing would be 
over by Sept. 30, and the case probably could 
not be heard before that time. In the mean- 
time the commission, by refusing the railroads 
the 1ight to collect it from shipper or receiver, 
puts the railroads on the defensive. 


Organizes for Remodeling 


Granp Rapips, Micu., April 10.—A citywide 
remodeling and repairing campaign, modeled 
after the Philadelphia plan, has been announced 
by Leroy J. Thompson, president of the As- 
sociation of Commerce. Harry C. Leonard, 
former executive of the Leonard Refrigerator 
Corp. has been made chairman of the campaign 
committee. John W. Blodgett, president of the 
National Lumber Manufacturers’ Association 
and a resident of Grand Rapids, has been nam 
to the civic committee in charge of the cam- 
paign, among others. 
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QUERY AND COMMENT 


. . 
Orangewood Manicure Sticks 

We would like to find out where we could 
get orange sticks for manicuring purposes, and 
would thank you to advise if you know a 
company Manufacturing orangewood sticks. 
Inquiry No. 2946. 

[To this inquirer, located in an important 
town in Tennessee, have been given the names 
of five concerns listed as manufacturers or dis- 
tributors of orangewood manicure sticks. To 
anyone interested, who is in position to supply 
orangewood sticks for manicure purposes, the 
name of this inquirer will be given upon re- 
quest —Ep1Tor. ] 


Ash for Baseball Bats 


Please give us the names of concerns that 
puy ash or other woods for the manufacture 
of baseball bats.—INQuIRY No. 2937. 





[To this inquirer, a manufacturer of piling, 
poles and ties in Pennsylvania, were given the 
names of several concerns who manufacture 
baseball bats. The name of the inquirer will be 
supplied on request to readers who may be in- 
terested. Ep!ToR, ] 


Hard Maple for Duck Pins 


Can you give us the names of concerns that 
furnish hard maple suitable for making duck 
pins?—INQUIRY No. 2944. 


[To this inquirer, a large lumber manufac- 
turer and wholesaler located on the Atlantic 
Coast, have been given the names of a number of 
producers of hard maple stock who probably 
can supply hard maple suitable for making duck 
pin. To any reader who may be interested 
and in position to supply this material, the 
name of the inquirer will be given upon request. 
—EpiTor. ] 


Who Uses White Oak Staves? 


Will you kindly furnish us with names of 

concerns that use white oak staves in the 
manufacture of beer kegs and _ barrels?— 
INQuIRY No. 2943, 


[To this inquirer have been given the names 

of some manufacturers of tight barrels and 
kegs. To anyone interested in getting in touch 
with a source of supply for white oak staves, 
the name of this inquirer, who is located in 
Pennsylvania, will be given upon request.— 
Eprtor.] 


Making Shingles Out of Poplar 


We expect to make some shingles out of 
poplar timber and will be glad to have you 
advise us what you think about this. What 
will be the life of the shingles made from 
poplar and how will they compare with pine 
or cypress shingles?—-INQuirY No. 2940. 


[Finding in none of the technical books on 
trees and the uses of lumber any mention of 
shingles made from poplar, this inquiry was 
submitted to the Forest Products Laboratory, 
Madison, Wis. In reply, George M. Hunt, in 
charge section of wood preservation, said: 
Yellow poplar lumber has a good reputa- 
tion for weather resistance but I am ac- 
quainted with no evidence on its ability to 
resist decay. I doubt that it is as decay re- 
sistant as the heartwood of southern yellow 
Pine but the average run of mixed heartwood 
and sapwood in the two species might seem 
to have similar decay resistance. Sapwood, 
of course, has low decay resistance. We 
have no records on the life of shingled roofs 
made with southern pine or yellow poplar 
Shingles. They should be moderately dur- 
able under average exposure conditions. 
Heart cypress shingles would last much 
longer than pine or yellow poplar shingles. 
Cypress shingles containing a large propor- 
tion of sapwood would be little if any su- 
Perior to pine or yellow poplar. Shingles on 
Side walls will last longer on the average 
than on roofs. Shingles of all the woods 


mentioned should give satisfactory life on 
side walls under all ordinary conditions. 


Information from any reader, based on expe- 
rience or knowledge of the life of poplar shin- 
gles, is invited, in order to give this inquirer 
the benefit of this information. The inquiry 
comes from a manufacturer of veneers in Geor- 
gia.—EDITor. | 


Horse Paddocks in Kentucky 


We suppose there are more “horse paddocks” 
in our County, Fayette, than in any other in 
the country. We have supplied millions of 
feet of the fencing such as is used around 
here. There are several types, each farm hav- 
ing its own ideas. However, they all use white 
oak plank and locust posts. Most of the “stud 
paddocks” are constructed of 1%4x6-inch, 10- 
foot white oak plank, in mortised posts set 
about 9 feet apart, and the ends of the plank 
are tapered and lapped in the mortised post. 
For the regular paddocks for mares and their 
colts, the fence is usually constructed of 1x6- 
inch, 16-foot white oak plank, with mortised 
posts set about 15 feet apart and a nail post 
in the center. On some the fence is nailed on 
all posts, with one side faced and a batten 
put over the post where ends of plank meet. 
A few of the farms use 14-foot plank instead 
of 16-foot. The fences vary in number of 
rails, being 4, 5 or 6 high. The posts are 7 
feet, 6 inches. — McCracken & McCall, Lex- 
ington, Ky. 

[This letter came in response to inquiry No. 
2933, published in the April 1 issue, the infor- 
mation being desired by a retail lumber and 
building material dealer in Minnesota. The 
letter is published here for the benefit of other 
readers of the AMERICAN LUMBERMAN who 
may be interested in securing this information. 
—Epiror.] 


Interested in Small Greenhouses 


One of our members has asked where in- 
formation can be obtained on the construction 
of small greenhouses and the names of manu- 
facturers of greenhouses.—INQUIRY No, 2945. 

[This inquiry from the secretary of one of 
the important retail lumber dealer associations 
is just another evidence of the growing interest 
among dealers in equipping themselves to sup- 
ply all of the needs of their communities in 
any sort of building. It indicates also increas- 
ing interest in the construction of small green- 
houses by individual home owners. - Available 
information is somewhat limited, but to the in- 
quirer was given the name of one -company 
that makes a specialty of supplying green- 
houses and greenhouse material. through the 
retail lumber dealer, and the inquirer was re- 
ferred also to the Southern Pine Association, 
which has published a leaflet entitled “Joy Built 
Into a Small Greenhouse.” To anyone inter- 
ested and in position to supply the information 
desired, the name of the inquirer will be given 
upon request.—EpITor. | 


A Mistake in the Invoice 


This refers to your issue of March 18, page 18, 
entitled ‘““A Mistake in the Invoice."" The proper 
thing for the dealer in question to have done, 
after receipt of the lumber, would have been to 
make his complaint for the consideration of the 
shipper, who would then have had the privilege 
of an official inspection, if the shipper considered 
the claim unreasonable. The dealer should also 
have furnished a tally of the lumber, showing 
the run-over. As he failed to do this, it is: our 
opinion he should now pay the additional amount 
requested by the shipper.—J. M. MILLER, Brad- 
ley, Miller & Co., Bay City, Mich. 
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Hudson’s New Directory of | which steady the front or cut-|less labor, and in felling trees 


Sawmills in the United States 
and Canada—This new and im- 


portant work is the most com- | 


prehensive of any yet  at- 


tempted by the publishers of | 


the LumMBERMAN. 
a list of all the sawmills in the 
United States and Dominion of 
Canada, compiled from wholly 
original. sources. It makes a 
large volume of over 240 pages, 
containing the names and loca- 
tion of upward of twenty 
thousand mills. 
oa * * 

A new dam and mill are be- 
ing built at Cadyville, N. Y., 
in the Saranac River district. 

* *# # 

The points of superiority ar- 
rived at by Messrs. E. P. Allis 
& Co., of Milwaukee, Wis., in 
the production of the Reliance 
Gang Edger, are durability, 
accuracy and convenience. The 
readiness with which the saws 
may be removed, well fitted and 
replaced constitutes one of its 
chief claims upon the attention 
of saw millmen. Another fea- 
ture claimed by the manufac- 
turers is the construction of 
guides to the saws, by means of 
which they will run straight. 
These guides are wooden pins, 


It comprises | 


ting edge of each saw, insuring 
a straight and uniform cut, ob- 
viating all tendency of the saws 
| to crowd or heat. 


*. » * 


: ’ 
An Improvement in Cross- 


i|Cut Saws. The Lumberman 
|presents an improvement in 
|cross-cut saws. Such saws 
were originally made of a 
straight plate of steel of even 
thickness throughout, with 
|teeth cut on one edge. Expe- 
|rience soon discovered that a 
jcurved cutting edge was de- 
\sirable, both as to ease of 
|working, and to -quality of 
|work produced. The fact that 
a log would sag or drop a trifle 
when nearly cut in. two, bind- 
ing on the saw, and retarding 
or entirely stopping its move- 
ment through the log, suggested 
the necessity of making the 
back edge thinner than the 
tooth or cutting edge. The im- 
provement consists in grinding 
the saw in crescent lines, par- 
allel, or substantially parallel, 
to the cutting edge. By actual 
experiments in the Northwest- 
ern pineries, the  crescent- 
ground saws cut from 10 to 15 
percent more timber than the 
straight ground, and with much 








are especially advantageous. 
These saws are manufactured 
by the Simonds Manufacturing 
Co., of Fitchburg, Mass. 

+. . * 

How Wood Will Last—The 
oldest timber afloat is prob- 
ably in a ship now sailing from 
Holland, that was built in 1563, 
when the Prince of Orange was 
fighting Phillip II of Spain. 

* * aa 


Log Slide—Parmelee & Son, 
Malone, N. Y., are logging on 


the slope of a _ precipitous 
mountain, near Lake Titus, 
Adirondack region. To get the 


logs down the mountain they 
have constructed a slide one- 
third of a mile long. It is said 
that the momentum of a can- 
non ball is hardly equal to that 
with which the spruce sticks are 
hurled from the lower end of 
the slide. 
* #* 

The Sawyer-Goodman Co., at 
Marinette, Wis., is making im- 
provements. A new blacksmith 
shop and an addition to the 
office are being built. The five 
boilers of the mill will be 
lengthened eight feet each, and 
a 100-foot smoke stack will be 
erected. 
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Unusual Farm Raises Turkeys 


In the town of Wellman, “The Biggest 
Little Town in Iowa,” as it calls itself, an 
unusual industry has grown up which has 
become important to the town and to the 
local lumber company. The department met 
E. C. Hambright, of the Gardner & Ham- 
bright Co., at the Minneapolis convention 
and learned something about the great pro- 
duction of turkeys by the Maplecrest 
Turkey Farms; and at the first opportunity 
we visited the town. Mr. Hambright and his 
partner, C. C. Gardner, told us about the 
industry and their share in it. 

A. C. Gingerich, who operates the Maple- 
crest farms, is a local man who worked 





The two members of Gardner & Hambright Co., 
Wellman, lowa. Left—E. C. Hambright. Right—C. C. 


Gardner 








of the unusual lowa farm that specializes in raising turkeys 


gradually into the business. At present his 
policy is to hatch the young turkeys in huge 
incubators in a plant located in the town, 
Some of them he raises on his own farms, 
some he sells to farmers. He then buys 
back the mature birds at the close of the 
season, has them picked and dressed, and 
ships them all over the United States and, 
if we remember correctly, to some foreign 
countries. Last year he shipped out a few 
more than 100,000 dressed turkeys, and had 
to refuse orders for more. This year he 
plans to produce about 150,000. A new de- 
velopment is the sale of “turkey fries,” birds 
old enough to be real turkeys but not grown 
beyond skillet size. 


BROODER HOUSES FOR 
"YOUNG TURKS" 


The Gardner & Hambright Co.’s share in 
the enterprise consists of selling brooder 
houses and shelters for these enormous 
flocks. Mr. Gingerich has worked out with 
them a standard portable brooder house that 
measures about 12 by 18 feet; tall enough 
so that a person can stand erect inside, but 
not too heavy to be moved about. It is di- 
vided into two rooms; one for the brooder, 
and the other a “cooling room.” The struc- 
ture is built on runners of dimension, and 
weighs about 2,500 pounds. Some of these 
buildings are erected in the yard, and are 
sold ready to use. They can be loaded on 
a truck and delivered. Shortly before our 
call a man came in with a tractor, hitched 
two of them behind and dragged them out 
to the farm. Most of these buildings, how- 
ever, are erected on the farm; and the lum- 
bermen in that event of course sell just the 
lumber and supply the plan. 

They also supply materials for shelters; 
structures consisting chiefly of a roof. The 
young turkeys must have protection both 
from sun and rain. 

Some four years ago, Gardner & Ham- 
bright bought out the second yard in Well- 
man. They have recently sold the main 
shed to Mr. Gingerich, who uses it as a stor- 
age for the special feed which he prepares 
for the turkeys. He sells this feed to the 
farmers who raise the turkeys; making little 
direct profit on it, but assuring in this way 
that the birds will be properly fed. Mr. 
Gingerich is of course a specialist in the 
raising of the birds, and he is available to 
give advice if things should go wrong. This 
department always supposed that the rais- 
ing of turkeys was a difficult task; one in 
which but a small percentage of the birds 
lasted through to maturity. This, we are 
told, is a mistaken idea; that they are not 
harder to raise than chickens, provided of 
course one knows how. We understand that 
they are a bit exclusive, and don’t do well 
on a farm that also produces chickens. The 
portable buildings that can be moved to 
clean ground, are also necessary to success. 

During many weeks last winter, Mr. 
Gingerich employed eighty or more men and 
boys, picking and preparing the birds for 
shipment. If, this next Thanksgiving, you 
purchase a turkey that has a metal wing 
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Trip Through lowa Shows That 

Most Farms Need Much Repair 

Material—Buying of Necessities 

Would Create a Large Demand 
on Lumber Dealers 


band carrying an enameled disc with a pic- 
ture of a monumental gobbler and the 
words, “Maplecrest Extra Fancy Turkeys,” 
you'll know that you have one of Mr. 
Gingerich’s finest products, and one that 
grew to turkeyhood in the shelter of the 
Gardner & Hambright Co.’s portable houses. 


ABOUT THAT DEFERRED FARM 
BUILDING MARKET 


It isn’t so very nourishing, at this stage 
of the game, to talk further about deferred 
and dammed-up markets. As these lines are 
written, the banking situation is running its 
course. You will know much more about 
that situation when you read these lines 
than the department knows as they are 
being written. A market depends upon 
capacity to buy as well as upon needs. 


While a lumber dealer is not in the posi- 
tion to find buying power for his farm cus- 
tomers, save occasionally helping them to 
establish credit through loans of one kind 
or another, it must be part of his prepara- 
tion for the future to know what their de- 
sires are. On the little trip to Wellman, the 
department saw market needs on every 
farm. These needs simply cried out to the 
passer-by. This is a splendid farming coun- 
try; marvelous soil and evidences of high 
production. Corn was stored on every farm; 
sometimes in temporary cribs open to the 
sky, sometimes piled in a wagon shed or 
even on the ground. Groups of farm build- 
ings were extensive and often quite preten- 
tious; indicating prosperity not so many 
years ago. But every building needed paint, 
and many stood in need of obvious repair to 
keep them from rapid deterioration. 


IOWA'S FARMS NEED 
$200,000,000 REPAIRS 


Harry R. O’Brien, writing in a farm paper, 
quotes an authority to the effect that Iowa 
needs to spend $1,000 on each of its 200,000 
farms, just to forestall deterioration. \l- 
lowing for labor costs and materials not sold 
in lumber yards, this means upward of 
$100,000 for every yard in the State; and 
this includes just the vitally necessary re- 
pairs so that farms and their structural 
equipment may hold their own. 


It is quite plain to anyone who talks with 
mid-western farmers (long enough so that 
they get through the complaints which all 
of us make, and reach specific cases) that 
they have a keen eye and a well formed de- 
sire to save and improve their buildings. 
Some merchants used to complain that 
farmers were all too ready to neglect basic 
needs in a pursuit of luxuries and needless 
capital investment. That may have been 
true onee; but farmers at present are not 
Dining especially for luxuries. They have 
no notion of getting rich quickly by invest- 
ing in oil wells and wildcat projects; but 
they do have an intense conviction that they 
can’t farm efficiently without buildings. 
They want and need other things; harness 
and machinery, for instance. But you don’t 
talk with them long until they themselves 
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Two views, turkey's eye and close-up, of SHELTERS, consisting of roof and perch 


introduce buildings and fences. This one 
market on the nation’s farms is big enough 
and insistent enough to restore general pros- 
perity if it could be released. 

Some farmers are finding the money or 
the credit to make some repairs and addi- 
tions. We noticed near Wellman quite a 
number of these turkey brooder houses sold 
by Gardner & Hambright. These things are 
necessary if the farmers are to take advan- 
tage of the opportunity offered by Mr. 
Gingerich’s turkey industry, and farmers 
find the means to get them. 

The department is especially gratified by 
the efforts the Nebraska dealers have been 
making for a number of years to get into 
active and co-operative touch with farmers 
through the agency of the State farm col- 
lege’s extension service. Even though there 
is no ready-made cure-all for the farm prob- 
lem, an active and 
personal contact with 
it will aid in partial 
solutions; and under- 
standing and co-opera- 
tion will lay the foun- 





A TURKEY BROODER 
HOUSE here forms the 
background for E. C. 
Hambright. This portable 
brooder house design was 
worked out co-operatively 
by the retail concern and 
the turkey farm owner. 
Measuring 12 x 18 feet, 
it weighs about 2,500 
pounds and is moved 
about on runners 


dation for mutually beneficial activities 
when the dam does begin to go out. 


Buys Big Lot of Longleaf for 


Bermuda Estate 


BocaLusa, La., April 10.—A notable order 
recently booked by the Great Southern Lumber 
Co. was for 120,000 feet of export prime and 
heart longleaf yellow pine, to be used in con- 
struction of the new estate of Vincent Astor 
at Bermuda. This order was booked through 
the American Pitch Pine Export Co., which 
handles all the export sales of the Great South- 
ern Lumber Co., the buyer specifying in his 
order Bogalusa brand, which he felt repre- 
sented the best possible quality he could secure 
in longleaf pine. This order covered the entire 
lumber bill for the Astor estate in Bermuda. 
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When the Lumber Dealer Advertises | 


Some Examples of How He Does It 


"Eternal Vigilance Is the 
Price of Safety" 


That phrase was first coined out of concern 
for the safety of a nation, but it applies with 
equal force to the safety of a lumber dealer’s 
roofing business. For the itinerant roofer does 
not give warning, if he can help it. He prefers 
to hit a town quickly, while the retail lumber- 
man is still asleep, enjoying the nightmare of 
“nobody’s got any money for anything,” and the 
stranger, ignorant or oblivious of the lack of 
money, gets the order and gets the money, too— 
plenty of it. 

In some towns, that is. 
Iowa. The dealer there is not asleep at the 
switch. L. E, Wilson, manager of the Eclipse 
Lumber Co.’s yard, also is too wise to rely 
upon last-minute, hurry-up, whirlwind drives to 
get his roofing business, for he knows that mo- 
mentous decisions like putting on a new roof 
are not reached by the average man in such a 
hurry. So he keeps his eyes open all the time, 
and as a result knows just about which people 
in Washington really need a new roof. He 
keeps in contact with most of them, in regard 
to that proposition, and as a result they take 
him into consideration, for their own sake rather 
than for his, when they actually reach the point 
of buying the roof. When an “Arab” approaches 
one of these men, with exclamations of how low 
his prices are and how good his quality, the 
customer already has been approached by the 
local lumberman with a story at least as good, 
so he feels impelled in his own self-interest, to 
see what the local man has to offer before he 
consents to buy from the wanderer of the house- 
tops. That is the local man’s opportunity, and 
Mr. Wilson takes advantage of it. 

Because of the great number of previously 
contacted people, some of whom are sure to be 
approached very early in an itinerant roofer’s 
sales campaign, they act as outposts for the 
lumberman, giving him prompt warning of such 


THE “ARABS” ARE 
COMING! 


“AN PRR CARES THAT INFRST THE DAY 
SHALL, FOLD THEIR TENTS, LIKE THE ARKAuUS, 
‘AND AS SILENTLY STEAL AWAY.” 


Not in Washington, 





Tramp Nail Drivers, itinerant roofing 
rungs are infesting the land—“‘here to- 
day, gonw tomorrow” fellows, who may 
show sou a fine shingle, pet en a poor- 
er one, charge you double price, and then 
leave town: 


There's a lot of satisfaction in’ busing 
from home fulks, becansy you always 
know where to find them if anything 
gues wrong 


INVESTIGATE BEFORE YOU INVEST and 
you will find that ECLIPSE shingles, put on with 
HOME LABCR. make a MUCH BETTER ROOF 
AT LESS COST 


It will pay you to ASK the ECLIPSBE for Re-roof 
prices and Re-roof FACTS YOU OUGHT TO 
KNOW 





REPAIR — REMODEL— RESTORE 
at today’s BARGAIN PRICES for Ma- 
terial and Labor. 
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competition. Mr. Wilson recently got several 
of these “storm warnings,” and so he promptly 
put the advertisement shown here in the Wash- 
ington newspaper, with excellent effect. It is 
worthy of note that the ad appeals to the cus- 
tomer’s own pocketbook, and not to any senti- 
ment about the old home town, except in plead- 
ing for home-town labor, a strong appeal right 
now anywhere. Mr. Wilson’s conclusion is: 

“A survey made beforehand, and, as near as 
possible, constant contact with the customer— 
and above all his confidence—make an invin- 
cible defense against the ‘Arabs.’ ” 





This brief, compelling message, surrounded 
by plenty ot white space, appears on the title 
page of the F. G. Builder, house organ of the 
Fuller Goodman Co., line yard with head- 

Give your own home all those 
little personal touches that make 

a house a home. Don’t waste your 

finest impulses on somebody else’s 

house. 
quarters in Oshkosh. It is easily adaptable by 
any dealer anywhere to either house organ or 
newspaper advertising, and is a “different” way 
of saying “Own your own home.” 





Novel Use of Printed Helps 


Contractors, architects, purchasing agents and 
others especially influential in whatever local 
building is being done should be contacted by 
special efforts of some kind, most dealers be- 
lieve, and the John C. Iffland Lumber Co., of 
Torrington, Conn., has devised a method that is 
not only effective in keeping these gentlemen 
informed of the firm’s products but also is com- 
paratively inexpensive. 

Like most dealers that handle a wide variety 
of building materials, this firm was supplied 
with quantities of printed sales helps by the 
manufacturers of those materials and specialties, 
mostly in the forms of little booklets to pass 
out to anyone who would take them and of 
broadsides designed for mailing to the retailer’s 
customers. E. B. Mosier, advertising manager 
of the Iffland company, found that most of them 
could be so unfolded as to be in standard letter 
size, 8'4x11 inches, and still present their mes- 
sage effectively. Those which were small book- 
lets were pasted onto sheets of regular bond 
letter paper. 

Then he had a printer make a cover for this 
interesting collection of building information, 
and doubtless greatly surprised the follower of 
Franklin when he told him to print the cover on 
Sisalkraft, the well known building paper. On 
the front cover, in black and red, the words 
“Practical Suggestions for Your Home Im- 
provements with Quality Materials” were 
neatly arranged at the top, with the dealer’s 
name and the imprint of the Associated Leaders 
of Lumber & Fuel Dealers of America at the 
bottom. The back cover was given over to a 
discussion of the advantages which make Sisal- 
kraft “more than a building paper.” 

Inside, on the first page is an airplane view 
of the office, lumber yard and mill, and the sand 
and gravel plant of the Iffand company, with 
another picture showing the distinctive sign 
which marks the driveway leading to the office. 
The next two pages tell of the three guaran- 
ties—that of the dealer, the manufacturer, and 
the thousand dollar bond of this Associated 
Leaders member. The next page announces that 
the dealer has $25,000 to loan for repairing and 
modernizing homes, a page and a message that is 
stronger because of the picture of the company’s 


Successfully 


own beautiful office that looks like somebody’s 
bungalow. Part of the message is: 

We will take all the details off your hands 
and arrange for all labor, materials anq 
money. You simply pay a small amount 
down and the balance in monthly payments 
that best suit your income. Let us give you 
complete details. We will gladly explain the 
plan to you without any obligation on your 
part. Just phone 9218. 

The following page stresses the fact that 
present low prices present “probably the great- 
est investment opportunity in a score of years, 
in the construction of homes, garages, cottages, 
farm buildings, and the remodeling and repair- 
ing of old buildings and other property. A 
few dollars invested now will go a long way 
in bringing your family modern comforts and 
conveniences.” Near the back is a page which 
reminds customers that the Iffland company 
with the concrete mixer truck pictured, is in a 
position to supply “guaranteed concrete, deliy- 
ered ready-mixed, for sidewalks, foundations, 
cellars, floors and every type of construction 
work.” Next to this, under the company’s let- 
ter head on blue paper, is a mimeographed list 
of “reliable materials for concrete and mason 
work.” 

The manufacturers’ literature previously men- 
tioned makes up the remainder of the book. 
For it is a book. The leaves were slipped in 
place in the cover and stapled in the regular 
manner with a printer’s stapling machine. 
result is a book of distinctive appearance which 
is bound to make a good and lasting impres- 
sion on the contractor or architect who receives 
it from the dealer’s hands. 


Talk: "Make I+ Yourself" 


Most men and boys like to make things out 
of wood for themselves, and many have time 
for this now. 
advertising appeal to this trade, and that is to 
talk about variety—variety of materials and 
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Homecrafters 


Manual Training Students | 
ATTENTION! 


We Have 
NEW MATERIALS NEW IDEAS 
FOR YOUR HOME WORK SHOP 














DO YOU WANT TO BUILD— 
Work Bench — Tool Chest—Boa:— 
Bookcase — Chest — Desk — Dog 
I House — End Table — Fence — 
> Trellis — Bird House — Arbor — 
Flower Box — Chicken House—Feot 
Stool — Pantry Shelf — Play House 
—Doll House — Sand Box — Wager 


EXPERT BUILDING ADVICE FREE! 
Homecrafters’ Room Open Un:il 8:00 P. M. 
At Our Yard—Lockwood and Gray Asenues 
We can give you lots of ideas, help you get started, Sug: 
vest the best materials and tools to use.and give you good 
advice in using them 


Make Your Own Jig Saw Puzzles 


We_have Jig Saws and Wood for making your owe 
Jigg Saw Puzzles. 


Holekamp 





There is a way to make your | 
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yariety of things to make with them. Observe 
how well the Holekamp Lumber Co., of Web- 
ster Groves, Mo. (a suburb of St. Louis), works 
the variety idea into this advertisement for one 
of its yards. } ; 

Variety of materials is suggested by those 
words, “New Materials.” A man who wants to 
build his own is anxious to obtain the best and 
most adaptable material he can get for the 
money he has to spend, and so he will be glad 
to investigate that which is new, to see if it will 
permit him to make a better book case or trellis. 
In this case the new materials mentioned are 
those included in the Weyerhaeuser “Tom 
Thumb Lumber Yard,” and consist of a wide 
assortment of high quality short length Idaho 
white pine. It is “just the ticket” for such work 
as this. ; 

It is easy to see the added attraction of the 
free expert building advice in the “Homecraft- 
ers’ Room,” which is kept open, in a separate 
part of the office, for this purpose until 8 o’clock 
in the evening. A man might not want to seek 
advice on how to build something, but he often 
would want to know about something new to 
occupy his spare time. And some of them, too, 
will be glad to have the instruction, especially 
in the new and fascinating pastime of making 
jigsaw puzzles. 


Use the News 


Many lumbermen have discovered with satis- 
faction the added value their advertisements 
in the daily papers acquire by including in the 
ad copy some “catch phrases” waich immedi- 
ately attract the reader’s eye because of their 








Has Your Wife Wanted 


some Cuphoards or Book Shelves? 
Come and get the m2kin’s, cut to 
the shape and measure you want, 
ready to put together. 


CARLTON-RANS rusmcn ARD 


Interstate and Tillamook. Ph. TR 301 











importance in the news of the day, or in the 
interests of many people. 

When advertisements have such common- 
interest phrases as “Has Your Wife Wanted” 
and “Shorter Hours,” the space occupied be- 
comes of less importance, as one observes by 
noting his own willingness to read both of these 
little 1-inch ads inserted by the Carlton-Ran- 
som Lumber Co., Portland, Ore. Another one 
of this “Handy Yard’s” advertisements, which 
appeared in the papers shortly before the in- 
auguration, caught the public eye with the 
words, “Like the President, Build a Cabinet 


SHORTER HOURS —___. 
extra room ain pat Ay KB 
in the ent. yw and other 
Tateriais cost at present 
prices. Phove ua. 


Cariton-Ransom Lumber Co. 
The “Handy Yard” 
Interstate and Tillamook Sts. 
Phone TH 3015 
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Now.” This was followed by: “A convenient 
kitchen cabinet for your wife—a new deal that 
will make her day pleasanter. With our ‘Redi- 
cut’ material it’s fun!” 

The effect of this kind of advertising is to 
make the paper’s news columns do part of your 
advertising and pay part of the bill. But just 
a word of caution—make your adaptations good, 
and brief, or you may leave the reader a bit 
annoyed instead of chuckling. If you take much 
of his reading time by such subterfuge, he prob- 
ably won’t like it. 

——_— 
I FORGET goodwill advertising. The 
Wiles-Chipman Lumber Co.’s pioneer homestead 
display, described in our March 18 issue, acted 
as a “spotlight” to draw attention to the store, 
the manager said, for it had strong educational, 


curiosity and sentimental ‘value to insure wide 
publicity. 


Don’t 
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The Best Defense Is an Offensive 


Mail order competition is something real and 
to be reckoned with, and some dealers get 
panicky about it at times when they see some 
of the choice order “plums” in their trade terri- 
tories go to the catalog house. They wonder 
how to let their customers know that the prices 
in those catalogs are just as high as, or a little 
higher than, the prices in the home town yard. 
But generalizations and appealing to civic pride 
won’t do the work; for people, when they see 
such an appeal, often assume it is the local 
dealer’s plea for support even though his prices 
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line “Phone 232” separating the items: 

We have often expressed our appreciation for 
the many orders the Huffman Construction Co. 
has given us, but we are particularly grateful 
for the great volume of business they gave us 
last month. 

Our electric dustless floor sander will make 
your old floors new. 

William Adkins, jr., is a chip off the old block 
when it comes to boats. He just completed a 
punt that is unequalled for fine construction and 
design. The wide clear pine he used simplified 
the job. 

Worry is the interest on trouble and most of 
us pay before it is due. 




















are higher and they ask themselves, “Why Kenneth Burtch has been a busy man this 
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itself is concerned, but 

that the catalog houses keep him hustling to 
hold his hardware trade. Therefore, immedi- 
ately after the new spring mail order catalog 
was distributed he borrowed a copy and picked 
out representative items for price comparison 
with his own offerings, as shown in his adver- 
tisement. It aroused great interest when it 
appeared in both local papers, the papers them- 
selves commented favorably on it, and so did 
customers who came into his store. He in- 
tends to run similar ads about every six weeks 
this spring and summer, he says. 

One of the town’s newspapers was really 
stirred to action by the advertisement (nothing 
else works quite so effectively on a paper, of 
course), and discovered that the mail order com- 
pany spent in that section of Colorado about 
$3,000, of this $500 in Cortez alone, to advertise 
its products by catalog, in just one of its twice- 
a-year mailings. Of this advertising the Cortez 
Sentinel got not one cent, and by the resultant 
purchases the local merchants certainly profited 
no more. ‘We can not believe,” the paper’s 
editorial said, “that people prefer buying of mail 
order concerns. We believe they would buy at 
home if proper inducements were made.” 


What Can You Talk About? 


At a time when new building is practically 
at a standstill, lumbermen sometimes wonder 
what they can possibly have to talk about, that 
will be of interest to the people who read their 
advertisements and their house organs. It would 
be well for these distracted gentlemen to re- 
member that good old saying, “In the kingdom 
of the blind, the one-eyed are kings.” When 
there is little if any new building activity, added 
importance is given the repairing of a porch, 
the modernizing of a home, the purchase of a 
milk house or brooder house, a new roof, a new 
floor, or a new room in the basement or attic, 
or insulation where no insulation was before. 
Importance is not a constant; it is comparative. 
“Every dog has his day,” and this is the day 
of the “little dog” in home building. 

A lumberman, if he does any business at all, 
has plenty of worth-while things to talk about. 
Look at some of the items in the March num- 
ber of “Mill Ends,” the monthly mimeographed 
bulletin of the Alexandria Bay Lumber Co., 
Alexandria Bay, N. Y., a town in the Thousand 
Islands district of the St. Lawrence River, 
where boats are important. Here are some ex- 
cerpts from this attractive bulletin, which mixes 
kindly philosophy with building news, with the 





past month, using all of the 
we sold him. 

If some of you folks knew the number of boys 
—yes, and some adults—who are calling, daily, 
to exchange jigsaw puzzles at our office, you 


1%,-inch mahogany 


would send in any that you have no further 
use for. 
We made a few calls recently. First we 


caught Charley Estes building some of our ce- 
dar into a new skiff that is in a class of con- 
struction unrivalled in material or workman- 
ship. Then we crossed the street and took a 
peek at the mahogany boat Fred Duclon is busy 
on. We found Fred up to his old trick of using 
only the best material and doing a class of work 
that Fred knows how to do mighty well. Then 
we walked in on Ted Dingman and his father. 
We knew Ted was giving his boat a general 
overhauling by the amount of material he was 
buying. Well, we don’t know how a new boat 
could look finer. We made one more call and 
that was to the “novelty” shop of “Chub‘ Mas- 
sey. We found Glenn Furnace and Bill Massey 
had made a model cruiser out of our 2-inch 
clear pine. You ought to see this model! There 
isn’t a thing lacking. Len Massey was busy re- 
pairing an old boat, as Len knows how, that 
just made the old hull smile. We also found 
“Doty” Jones telling Ed Furnace how to build 
a bird house out of our 7/16-inch pine, that 
“Doty” has a contract for building for Ross 
Northrup. “Chub” was hammering out a brass 
steering wheel for the model cruiser. It cer- 
tainly was a pleasant hour and it was a sur- 
prise to find so much activity when there ap- 
pears to be an entire lack of employment. 

Maybe that new 18x20 garage, for which we 
furnished the material, at St. Cyril’s Rectory, 
has some details of construction that you would 
like to have in your new garage. Take a look 
at it. 

There is a large bunch of men who are grate- 
ful to Fitzgerald & Lee for work they have 
found at this model boat shop. We know we 
appreciate the many large deliveries of ma- 
terial we have made to this shop. 

We accepted Marshall Crawford's invitation 
and inspected his remodeled tenant house, for 
which we furnished many items. Marshall is 
proud of the result, and he has a right to be. 
Our price, material, and idea of construction so 
pleased Fred Van Brocklin that he gave us a 
large order for barn sash and frames. William 
Barnes took one look at our 1x8 pine and gave 
us an order for some, as well as some other 
material. Charley Stevens says you can’t beat 
Sheetrock for new ceilings. Charley ought to 
know, for he just completed one of his own. 
Lou Britton has cut out the jigsaws and now 
uses his spare time in building a brand new 
“kicker.” Lou found everything he needed for 
the complete job in our yard. 

A happy future awaits those who courage-. 
ously make the best of these mettle-testing days. 
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Keeping the Lumber Yard in the 
Public Eye 


Stunts, advertising and otherwise, help a 
lumber dealer to keep his yard in the minds 
of his customers, believes F. P. Mitchell, man- 
ager of the Center Lumber Co., Center, Colo. 
Two examples of how he works have come to 
the attention of the AMERICAN LUMBERMAN. 
At Center’s “Building Headquarters,” as he 
calls his store, he handles not only lumber, 
paints, glass, oils, wire, posts, implements and 
coal but also a complete line of hardware, in- 
cluding ammunition. In advertising this last 
item he brought Gus Peret, well known big 
game hunter and lecturer, to Center to show 
motion pictures of hunting expeditions, of 
course advertising Peters shells by so doing. 
He had an appreciative audience in spite of 
the fact that the showing was arranged on 
only a few hours’ notice, so Mr. Peret prom- 
ised to return to Center again in September to 
show ten other pictures. 

Another stunt cost the dealer nothing, and 
brought a large crowd, most of them women, 
into his display room. The local elevator con- 
ducted a cake-baking contest to increase the 
use of its flour, and on April 1 all the con- 
testing cakes were displayed at the lumber 
company’s office. Before the display date the 
dealer prepared an attractive window display 
of the prizes to be given, and also of cook- 
ing utensils. Naturally, while the visitors did 
not come for that purpose, many of them made 
purchases when they were at the exhibition 
of prize cakes, for the dealer saw to it that 
he had an appealing display of products inside 
his store. 


Getting Auto-Glass Trade 


It is quite easy, and decidedly profitable, for 
a live lumber dealer to get the bulk of the 
automobile glass business in his town if he has 
a good glass edger, even if there are other 
glass edgers in town, reports the manager of 
one of the South Texas Lumber Co.’s yards 
in a town of about 2,500-3,000 population. 

This man bought a Lange glass edger from 
the Henry G. Lange Machine Works, 156 
North May Street, Chicago, and relied solely 
on his own mechanical ability to learn how to 
cut and fit automobile glass. The cutting was 
easy, with the machine, and the fitting was, too, 
after he had experimented a while, for of 
course, he wouldn’t make the same mistake 
twice. He learned how to fit the glass, and 
his own merchandising ability has been giving 
him plenty of customers. He and his employees 
carry around handbills of various colors, and 
whenever one sees a car with any broken glass, 
he drops one of these handbills in it, informing 
the motorist that he can get new glass fitted 
at the lumber yard. Although several garages 
have glass edgers, too, now, they du not at- 
tempt to merchandise the service, so the lum- 
berman gets most of the business. The hand- 
bill idea works especially well on Saturdays, 
when the farmers all flock to town in their 
automobiles. 

Automobile glass is a high profit item in 
itself, more so than most specialties, this dealer 
finds, but it has an added advantage—most of 
the installing of auto glass is done on days 
when the weather is bad. “And,” says the 
lumberman, “we certainly are not busy then 
selling paint, wallpaper and other specialties, 
or lumber in any quantity, so it gives us some- 
thing to do at a time when we are not busy. 
All our employees have taken a deep interest 





in the work, and each man can measure, fit and 
install any glass; one of the biggest troubles 
seems to be that each one of the yard personnel 
wishes to do the work on every job—they all 
like it.” 


What Price to Set? 


One example of successful price cutting is 
passed on to AMERICAN LUMBERMAN readers 
for whatever they can get out of it. J. T. 
Grant, of Rolfe, Iowa, retail lumberman and 
president of the Northwestern Retail Coal 
Dealers’ Association, in a letter which told 
how his town’s peppy Promotion Club had 
perfected a scrip system for a bankless com- 
munity, told also how the same group took 
over the operation of the local movie theater, 
when the proprietor gave it up as a bad job. 
Says Mr. Grant: 


Recently we (the Promotion Club) took 
over the picture show business. Last sum- 
mer the local man threw up the business 


as he was losing money on every show. The 
writer at that time suggested that if he 
would cut the prices in two he would take 
in more money, but he didn’t think so. Now 
the Promotion Club is running the show. 
We buy the pictures, good ones, hire the 
man who was running it, putting on shows 
Saturday and Sunday afternoons and eve- 
nings, charging 5 cents on Saturdays and 
10 and 15 cents on Sundays. Are playing 
to packed houses and have made a profit 
on every show. Have had as many as 759 
people present on Saturday alone. We com- 
mend to the railroad companies the idea of 
reducing rates and taking in more money. 








If the printed sales helps supplied 
by manufacturers are to be of any 
value to a lumber dealer they must 
be displayed prominently so custom- 
ers who enter the store, for what- 
ever purpose, will see them and find 





it easy to take one or more booklets 
home. The O. M. Zeis Lumber Co., 
Chicago firm, uses this display case, 
shaped somewhat like a cash register 
(maybe because printed helps do 
bring in cash). It is built of %-inch 
Douglas fir plywood, with pockets 
ranging up like stair steps, and one 
similar to it is easily designed and 
constructed by any dealer. 











Here Are Plans for Low-Cost 
Small Homes 


“A million small homes might be sold in the 
United States during 1933 by retail lumber 
dealers, if the proper kind of small house plans 
can be gotten to the public,” the West Coast 
Lumbermen’s Association believes, according 
to its own announcement. The association is 
providing the plans, featuring modern three- 
and four-room homes in a cost range of $1,000 
to $2,000. Four of these homes are described 
in the first booklet of the association’s new 
architectural series, “West Coast Plans for 
Small Homes.” 

“Tf retail dealers will get behind this new 
plan service,” says the announcement, “by buy- 
ing plans and booklets and through local ad- 
vertising, a new set of this same kind—all 
homes of very low cost—will come out at 
frequent intervals.” The service includes: 

1. Booklets for distribution to the cus- 
tomers of retail dealers, delivered to the 
dealer in quantity postpaid at 4 cents each. 

2. Newspaper mats, two-column, showing 
one perspective made from a high-light 
halftone plate and one zinc floor plan, at 
$1 each. 

3. Plans, specifications and material bills 
—two sets for each house—at $5 a house. 
The plans are two 17x33-inch pages each 
and cover all ¢details. 

It is hoped that this service will furnish 
“ammunition” with which the dealer can create 
his own local prosperity. -By this means he 
can sell attractive homes at 1933 prices to 
the people of his community. He can compete 
with other merchants seeking the consumer's 
dollar—at least one of the homes is so inex- 
pensive that it can be built, with garage, 
plumbing, electrical wiring and painting in- 
cluded, for the delivered price of a fairly good 
automobile. 

A special contribution by the cedar siding 
mills of the association made the initial pub- 
lication possible, and copies of the booklet, 
with explanatory announcement, are now being 
mailed by these mills to dealers known to han- 
dle western red cedar siding. Other dealers 
will be sent sample copies of the booklet if 
they will write to the association at its Seat- 
tle, Wash., headquarters. 





How Miniature Display Houses 
Were Built 


“Those two miniature houses in my window 
are my advertisements. They make contacts 
for me. They have definitely increased sales. 
They get the eye of thousands of people using 
this boulevard.” 

So said D. Leguin, proprietor Alhambra Roof- 
ing Co., at 3044 West Main Street, Alhambra, 
Calif. 

The two models in his window are worked 
out to accurate scale, although neither is more 
than two feet in width or eighteen inches in 
height. 

One is a Spanish bungalow showing the house 
skeleton, and roof under construction. Not only 
is the house but all the tools and material con- 
tainers are done in miniature. P 

The other is an English type house, with 
roof of hexagon composition shingles, each less 
than an inch wide. The exact effect of the 
hexagon shingles is reproduced. Each shingle 
was cut out with a pocket-knife. 

The arms for the awnings were made from 
16-penny spikes, flattened, and smoothed with 
an emery stone. A sheet-metal worker was 
engaged to make the metal door and window 
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frames. He was recompensed by having his 
name lettered on the job card and being allowed 
to share in the publicity. Golf-course green 
felt was used for the lawn, and %-inch fibre 
hoard, marked in squares for sidewalks and 
driveways. Beads dipped in orange enamel were 
used to simulate oranges on the trees, while 
broom straws wrapped — with brown cotton 
thread made perfect cat-tails for the patio. Min- 
jature animals and dolls imparted life to the 
scene. . ‘ 

A plasterer co-operated in applying a real 
two-coat plaster job and a painter in applying 
a two-coat waterproof paint job. Again, pub- 
licity was their reward. : 

The two miniatures have been at times taken 
down town and displayed in store windows, 
and also have been loaned for special events. 

“A display like this,” says Mr. Leguin, “has 
value only when it is painstakingly done. The 
fact that no part was too small to receive 
attention gives the miniature its pulling power. 
Even the locks on the doors, the mail-box, the 
chimney, the door-step and every other detail 
are perfect.” 


Ever Go After This Market? 


In Mahaska, Kan,, a little town on the Ne- 
braska border, the boys in the manual training 
class at the high school are making wagon 
boxes for farmers, working on it as a class 
project. They sell a completed box for $10. 
The boys get practical training, the local lumber 
dealer gets some business and some pleasant 
contacts with the future buyers of farm lumber, 
and the farmers get their wagon boxes at low 
cost. It seems to offer possibilities for dealers 
in other communities, in the way of worth-while 
projects to suggest to their own local manual 
training instructors. 

e— 


Two Novel, Salable Sidelines 


Knock-down cedar chests and folding row 
boats made of plywood are proving good side- 
lines for the Bentley Lumber & Materials Co., 
of Glendale, Calif., according to George H. 
Bentley, president. 

The cedar chests come in various sizes, but 
the three most popular are 16 x 20 x 38 inches, 
selling for $9.55; 14 x 20 x 45 inches, selling 
for $10.30; and 18 x 24 x 48 inches, selling for 
$12.95. Included are two ornamental brass 
hinges and two brass chains with the screws 
and glue necessary to put the chest together. 
The process of setting up the chest is so simple 
that anyone can do it and the screw heads are 
concealed by the corner molding which is put 
on with glue. 

The customer can carry home the box in any 
type of automobile, and he usually does so, thus 
relieving the merchant of the cost of delivery. 

Mr. Bentley estimates that the prices offered 
on the knock-down chest are about 30 percent 
below the average retail prices for similar 
chests in retail furniture stores. 

The boats sold are made of 3-ply Douglas fir 
plywood. They all are made to fold so that 
they can be carried on the running board or 
top of an automobile. The weights range from 
sixty pounds to eighty pounds among the popu- 
lar sizes, but one boat weighing only thirty 
pounds is listed. The prices range from $27 to 
$39. There are two different styles offered. The 
two leaders are the 8-ft. square-stern boat, sell- 
os at $27 and the 10-ft. square stern, selling at 

The only promotional sales cost is that in- 
volved in an illuminated window display. Flood- 
lights are used to catch the eye of the evening 
motorists. The location of the yard is fortunate 
as 40,000 automobiles a day pass the display 
window, and gates at a nearby railroad cross- 
ing halt a good percentage of these automobiles 

or a few minutes each. 

Every little sideline bringing in a little vel- 
vet 1s welcome and consistent with good mer- 
chandising,” says Mr. Bentley, “and items that 
the motorist can carry in his car without incon- 
venience make good sidelines. Boats and chests 
that could not be carried but would have to be 
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delivered later by us I do not feel would have 
the appeal. Since the wholesaler is near at hand 
we do not need a large stock, hence our over- 
head cost is cut to the bone on these items. Not 
only are these articles selling but the number 
of inquiries tells me that the demand when 
times pick up will be very large.” 


Talk What Customers Buy 


Des Mornes, Iowa, April 10.—It is flooring 
that the Queal Lumber Co. buys from a 





flooring factory, but it is more than mere floor- 
ing that this progressive retailer advertises, 
displays and sells to its customers, as the ac- 
companying illustration shows. 

“A Tip on Reducing House Work” is the 
phrase that catches the customer’s eye and 


The Queal Lumber Co.’s window display sells 
by its strong appeal 


makes it stop, especially if the eye belongs 
to a woman. She is interested in any tip of 
that kind, any time. And the tip is, “Modern- 
ize your home with new floors over old.” 
Well, that puts the idea of a new floor in a 
new light, gives it new reason for existing. 
House work is made easier! Of course the 
women were interested. No wonder that, as 
L. R. French reports, the window displays 
“excited considerable interest and inquiry.” 

It was intelligent inquiry, too, for another 
part of the display announced that there are 
several different grades of flooring, by the 
simple statement: “These grades in stock— 
clear quartered, select quartered, clear plain, 
select plain, No. 1 common, No. 2 common.” 
Wouldn’t it be a little more difficult, after 
such a display, for a mail order house to 
capture a flooring job 
on price by the familiar 
dodge “No. 1 quality” 
to make the customer 
believe that No. 1 is the 
best available? And 
another part of the dis- 
play talks price—it an- 
nounces “Oak flooring 
for a 10x12 room, $2.88 
and up.” Another in- 
dication, that “and up” 
that there is a differ- 
ence in flooring quality. 
And yet there is not a 
mention in the displays 
of what others might 
offer—it just announces 
the Queal company’s 
offer. 
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That makes it easy for the customer to 
know what he wants and to know what to 
want. Another device for this same purpose 
is shown in the second picture. It is a mold- 
ing board, with orange-colored edges and black 
background, on which are samples of molding. 
“It is surprising,” said Mr. French, “how many 
people who want a certain molding are utterly 
incapable of describing it so it may be recog- 
nized. This board has obviated all that.” 
Both the board and the window displays, he 
added, are “the product of Gordon Soderburg 
of our company.” 


More Dealers on Cash Basis 

Retail lumber dealers of Chatham, Ont., have 
agreed upon a policy to sell only on a strictly 
cash basis, in the future. The policy went into 
effect on March 1. The firms adopting this 
plan are Hadleys Chatham (Ltd.), O’Brien 
Lumber Co., and P. G. Piggott Lumber Co. 


(Ltd.). 


Displays 1893 Wood Exhibit 


Eien, Itx., April 10.—A section of a big 
plank of cork white pine, 31 inches wide, 3 


inches thick and 4%4 feet long, has been put on 
display in the window of the McClure & Struck- 


man Co., local retail lumber firm. This pine 
was on exhibit in Chicago in 1893, at the 
World’s Columbian Exposition, and after the 
fair was presented to the Elgin dealer. It is not 
planed but “in the rough.” 

An interesting announcement of the lumber- 
man’s exhibit appeared in the Elgin Courier- 
News recently. Coneuuiite the wood itself the 
story said, in part: 

Cork white pine, a softwood, is found only 
in parts of Wisconsin and Michigan, and be- 
cause it is rare is quite expensive, quoted at 
upwards of $200 a 1,000 feet. This particu- 
lar piece was presented to the McClure & 
Struckman Co. when the 1893 fair ended, and 
more detail as to its history is being un- 
earthed by Henry L. Krumm, president of 


the company. 
—— 


Ever Have Brushes Stolen? 


In the March 18 issue of the AMERICAN 
LUMBERMAN the sales advantages of the 
Wooster Sampler, which is a specially pre- 
pared board display of paint brushes, were 
reviewed. One Ohio dealer in commenting 
upon this system commends it, but says he 
can use it in only two of his yards, because 
with the present necessity of keeping expenses 
down the yard personnel is often confined to 
only one or two people and sometimes the of- 
fice itself is deserted while the salesman is 
back in the yard somewhere. And it seems, 
he says, “there is a certain fascination about 
a paint brush, and while we have found other 
merchandise is not stolen there has been some 
loss of this kind in paint brushes.” 

This company utilizes the Sampler idea, but 
adapts it to one-man-yard conditions where 
necessary. The brushes are displayed in a 
wall case under glass. The case, similar to 
a built-in medicine cabinet, is located in the 
wall, in or near the paint shelving. The green 
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felt back shows the brushes off to good ad- 
vantage, and the brush is sold from the case, 
being replaced from stock. 

—_—_—_—_— 


Lumberwoman Is Strong Factor 
in Community Life 


Wewoka, Ox ta., April 10.—In the process 
of rising, by successive stages, from the posi- 
tion of bank bookkeeper utterly untrained in 
business, to acting cashier of that bank, to book- 
keeper for a retail lumber yard and then for 
ten years assistant manager of that yard—to 
find at the same time opportunity to participate 
in civic and social activities with such enthusi- 
asm as to win State-wide honors, is the remark- 
able record of Wewoka’s lumberwoman, Mrs, 
Marita V. McMullin, assistant manager of the 
local yard of the T. H. Rogers Lumber Co. 

It was in July, 1923, only a few months after 
she left the bank to become bookkeeper at the 
yard, that she was made assistant manager at 
the lumber company. She keeps the books, has 
charge of the collection department, and man- 
ages the paint and wallpaper departments. Of 
these duties she says: 


1 have found 


my work very interesting 
and attractive, and I feel that the future 
of the retail lumber business has in store, 
particularly for women, a wide and inter- 
esting field for them to explore, especially 
where they have vision and imagination. In 
the first place, I find that I am called on 
very frequently to suggest plans for small 
homes. Many times the customer will find 
a house plan in the plan book which suits 
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him er her in one particular but not in 
others. If a woman has vision and imagina- 
tion she will find it very interesting to help 
her customers to work over these plans to 
suit their needs. She should also have some 
knowledge of colors and color combinations. 


What can be more fascinating to a woman 
than to help her customers select suitable 
and attractive wall- 
paper with just the 


correct colors to paint 
their woodwork to 
bring out both the 
beauty of the paper 
and the paint? All in 
all, I think that the 
lumber business holds 





MRS. M. V. McMULLIN, 
Wewoka, Okla.; 
Lumberwoman and 
Civic Leader 





many possibilities for 
women to exercise 
their ingenuity, capa- 
bility, ideals and imagi- 
nation, all of which 
will help to bring 
about the desired re- 
sults—more sales. 





Mrs. McMullin guided her natural ability in 
this and along other business lines by studying 
at night school shortly after she went to work 
at the bank and by diligent use of correspon- 
dence school cofirses in the years that have fol- 


. 


New Products and Retail 


lt Happened in 1932 


“Those who are daunted by the bottom year 
of depression just past may find courage in 
contemplating the steadfast advance of engi- 
neering. For technical progress is the driving 
force which has brought the world up from 
the Middle Ages—so far up that, for the aver- 
age man, our worst depression, uncomfortable 
as it is, is better than the top of prosperity ten 
generations ago.” 

Think that over, Mr. Lumberman. Use it in 
your advertising, quoting S. M. Kintner, vice 
president of the Westinghouse Electric & Man- 
ufacturing Co., East Pittsburgh, Pa. It is part 
of a statenient made by him, which appears on 
the first page of a booklet which reviews the 
many engineering advances made by his com- 
pany during 1932. It is a most inspiring book- 
let, describing achievements in many varied 
fields from great hydro-electric power plants to 
vacuum cleaners, and from air conditioning to 
lining walls with sheets of Micarta, which now is 
made so thin that it can be cemented direct onto 
old walls and smoothed on with a rubber roller. 
In the same book one sees pictures of the 170,- 
000 h.p. Safe Harbor hydro-electric power 
plant on the Susquehanna River, and a tiny 
motor and drill, hardly larger than a fountain 
pen, for dentists to use in place of the present 
fearsome equipment; the huge switchboard in 
the new House of Representatives office build- 
ing in Washington, D. C., and the 130-pound 
switchboard of the airship Macon, sister ship 
of the ill-fated Akron; a 100 h.p. dynamometer 
to test automobile engines, and an ammeter so 
sensitive it can measure the sourness of an 
apple; short waves that kill wheat weevils, cure 
some diseases, and are seen as a possible cure 
for cancer: the rotor of a 75,000 k. w. steam 
turbine which turns so fast that the tips of the 
longest blades travel 13.8 miles a minute, 
thought to be the fastest moving mechanism 
made by man; air conditioning developments, 
new railroad car design, new marine power 
units for the S. S. Manhattan-and other Ameri- 
can ships; an emergency power unit that starts 
functioning within three seconds after inter- 
ruption of the regular supply (important if 
you’re a patient on a hospital operating table 


just when the lights go out); part of the work 
at Hoover Dam, where preparations will con- 
sume two years and a half before concrete 
pouring starts, and where “railroads, highways, 
tunnels, transmission lines and a city are built 
as construction tools.” 








Frameless Fly Screens 


Window screens that require no frames or 
roller equipment, and need only four screws 
for installation, have been made available by 
the Cincinnati Fly Screen Co., of Cincinnati, 
Ohio, and are described in an illustrated folder 
which the company will send to interested lum- 
bermen. This screen, supplied in either bronze 
or galvanized steel mesh, with black japanned 
top and bottom rails, needs no screen guides nor 
side frames, nor fitting, has no rolling parts, 
requires little storage space, and can be con- 
veniently washed each season. It is manufac- 
tured in stock sizes to fit standard openings, 
and is reasonably priced by this old and well 
known screen manufacturer. 





Faster, Better Sanding on the 
Job at Low Cost 


Many dealers are familiar with the advan- 
tages of a full-size floor sander, and keep one or 
more for their own use or for renting purposes. 

3ut now a smaller, lighter machine has been 
put on the market by Skilsaw (Inc.), of 3348 
Elston Avenue, Chicago, a company already 
familiar to users of portable saws. 

This sander weighs only 18 pounds, which 
extends its utility to smoothing operations in 
all sorts of places, including the tops of tables 
and workbenches, blackboards in schools, wains- 
coting and other wall surfaces, sash after as- 
sembly and removal of clamps, doors and other 
millwork, counters in stores, and a great many 
other uses besides the familiar job of sanding 
floors, whether new or old. It is flush with 
the edge of the sanding belt on the -right side 
of the machine, to permit the workman to work 
up to the edges of walls, and a noser attach- 
ment permits one to sand a floor, with the grain, 
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lowed. The AMERICAN LUMBERMAN asked her 
to tell of some of her opinions on the operation 
of a lumber yard, and the first requisite she 
listed was attractiveness, for she believes that 
the traditional dingy office and helter-skelter 
piling of stock must give way to modern mer- 
chandising methods of display for numerous 
products and neatness in the yard. “Neatness 
and attractiveness should be the watchword for 
all retail dealers,” she said. “This, coupled 
with honesty and integrity in all dealings with 
customers, a full and complete understanding 
as to manner and time of payment when sale 
is made, plus willing and pleasant service, will 
win the confidence and good will of old cus- 
tomers and bring new ones.” 

In the meantime, she has been busy in a 
civic way, too, thus contacting many people 
that she would not otherwise, and she has found 
that when she takes an interest in the com- 
munity, the people of the community take an 
interest in her. She has been a member of the 
executive committee of the Oklahoma Federa- 
tion of Business & Professional Women’s Clubs 
for four years and is now a district director; 
in the local B. & P. W. club she is chairman 
of international relations and of the park com- 
mittee. She also is State chairman of home 
extension work for the Oklahoma Federation 
of Women’s Clubs, and a director of the city 
federation. And she is a member of the civic 
committee of the Better Homes & Gardens Club. 
Politically she is an independent, and thinks it 
easier for a woman to take this stand than for 
a man to do so. 


Sales Helps 


to within %-inch of the baseboard. 

The belt is 4%4 inches wide, is quickly, easily 
and accurately centered, and is interchangeable 
in a few seconds, by simple adjustment, per- 
mitting use of the abrasive that fits the job. 
The 5¢ h. p. motor drives the belt at a free 
speed of 1,900 feet a minute. The company has 
prepared an interesting, well illustrated and in- 
formative catalog, showing its line of portable 
tools including saws, sander, and hedge trim- 
mers, which will be sent to AMERICAN LUMBER- 
MAN readers who request it. 

—_—_—_—_—_—_—_—_ 


lf You Would Sell Better 
Quality in Ladders 


There is no workable reason why a dealer 
should expect a customer to buy a product from 
him at a higher price than a cut-rate store or 
mail order company charges, unless he can show 
the customer why the spending of the extra 
amount is a wise investment—that there is a 
valuable advantage possessed only by the more 
expensive product. This applies to ladders as 
well as to any other product, and the W. W. 
Babcock Co. (Inc.), of Bath, N. Y., prominent 
ladder manufacturer, knows it. 

Realizing that the basis of all cut-price com- 
petition is the thought that “ladders are ladders 
—all alike,” this company has prepared an at- 
tractive little folder for dealers to distribute to 
their customers, to show this firm’s complete 
line of step, straight and extension ladders. 
While not mentioning low-price ladders and 
mail order offerings by any such bald names 
as that, it yet puts the idea across by a clever 
bit of merchandising. It stands out strongly 
in the description of step ladders. There are 
pictures and descriptions of the company’s fair 
and better models, and then of its “Competi- 
tion” model. It can be sold at a low price, and 
is a splendid ladder for this price level. But 


the customer, in looking over the folder, can 
hardly fail to see how very much better the 
other ladders are—it is made of basswood, they 
of air dried spruce; it has a straight steel rod 
under step, they a truss-like rod arrangement; 
it has a simple criss-cross and one tie on the 
rear leg, they are diagonally and horizontally 








— a 
Qe ee 





April 1 


braced | 
all this, 
see the 
printed 
think al 
offered 
petition. 
bermen 
some C¢ 


Co 


Equij 
in wint 
the des 


Lum 
flected 
market 
either 
not mi 
1932. 
week 
manute 
and re 
AMERI 

Rest 
of the 
suranc 
has be 
crease 
beer, 
terials 
the be 
or ne 
parts 
repair 
iore | 
advan 
ina: 
Indus 
erally 
or to 
expec 
has q 
lumb 
ume 
retur' 

Mc 
a ce 
base 
sider 
the t 
fore 
in ql 
what 
the | 
the 1 
Prog 
as g 
the 
two 


R 
indu 
doul 
only 
com 
by | 
rial: 
Ha 
rex 
four 
tica 
of 
whe 
cha 
but 
gay 
not 
per 
by 

wa 
Lu 
ove 








33 


ner 
ion 
she 
hat 
ter 
er- 
dus 
ess 
for 
led 
ith 
ing 
ale 
vill 
us- 


sily 
ble 
er- 
ob. 
ree 
has 
in- 
ble 
im- 
ER- 


ler 
‘om 

or 
OW 
‘tra 
Sa 
ore 

as 


lent 


ym- 
lers 


> to 
lete 
ers. 
and 
mes 
ver 
gly 
are 
fair 
eti- 
and 
But 
can 
the 
hey 
rod 
nt ; 


ally 











are -2 





April 15, 1933 


braced by several ties. The customer can see 
all this, in the pictures, and then he can also 
see the name of the model, “Competition, 
printed above it. It gives him something to 
think about, something to consider when he is 
offered a cheap ladder by a lumber dealer’s com- 
petition. It is an interesting folder, and lum- 
hermen should ask the Babcock company for 


some copies. 


Compact Air-Conditioning Unit 


Equipment for air-conditioning that heats air 
in winter and cools it in summer, and imparts 
the desired humidity in either season, has been 
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made available in one compact unit suitable for 
use with any warm air furnace, by the Lake- 
side Co., of Hermansville, Mich., a subsidiary 
of the Wisconsin Land & Lumber Co., promi- 
nent hardwood lumber and flooring manufac- 
turer. The equipment is simple and “foolproof” 
in operation, the company advises, and is ar- 
ranged so that the purchaser of the unit has 
all necessary equipment for conditioning the air 
of his home, church or small factory—a fact 
which makes it suitable for merchandising by 
lumber dealers. The manufacturer has prepared 
attractive folders which clearly describe how 
the equipment operates and why it is of value, 
and a catalog of complete guaranteed perform- 
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ance data, all of which are available to AMErRI- 
CAN LUMBERMAN readers on request. 





Beg Your Pardon 


In the April 1 issue of the AMERICAN LuM- 
BERMAN, in a description of the new log cabin 
siding recently announced by Frost Lumber In- 
dustries (Inc.), Shreveport, La., it was incor- 
rectly stated that patterns “A” and “B” had 
thicknesses of 1% and 7% inches respectively. 
3oth patterns are 1% inches thick and. 7% 
inches wide, the only difference being in the 
matching; “B” gives the effect of chinking be- 
tween the logs. 


Chicago Lumbermen’s Views on Business 


Lumber demand in the middle West, as re- 
flectel in the Chicago wholesale and retail 
market, was markedly better in March than in 
either January or February, and in many if 
not most cases it was better than in March, 
1932. This was indicated clearly early this 
week in the replies given by representative 
iuanufacturers, wholesalers, commission men 
and retailers to a set of questions asked by the 
AMERICAN LUMBERMAN. 

Restored public confidence after the lifting 
of the bank moratorium, with Government as- 
surance of the safety of any reopened bank, 
has been universally a strong factor in this in- 
crease, the replies showed. Legalization of 
beer, with resultant demand for container ma- 
terials, has been another powerful reason for 
the betterment of trade. There has been little 
or ne new home building, except in certain 
parts of the South, but widespread interest in 
repair and remodeling. Prices advanced in the 
iore part of March, in some respects held the 
advances, and where they receded were still 
in a stronger position than before the advance. 
Industrial plants have been buying quite gen- 
erally, chietly either for replacement of stocks 
or to protect themselves against price advances 
expected for the near future. Trade generally 
has quieted down some after the March spurt; 
lumbermen expect a gradual rise in both vol- 
ume and prices, rather than a sudden surge of 
returned prosperity. 

Most of the men believe that there will be 
a certain amount of currency inflation and 
base their hopes for better business on it, con 
sidering this policy inevitable. Others say that 
the tax situation must be eased noticeably be- 
lore there is any possibility of new building 
in quantity. The opinion is quite general that 
what the Government at Washington does in 
the next few weeks will determine absolutely 
the trend and volume of trade. A Century of 
Progress, 1933 Chicago World’s Fair, is seen 
as an important factor in reviving trade in 
the Chicago area, especially within the next 
two months. 


Extent of Beer Box Demand 


_ Reports on the effect of the rejuvenated beer 
industry were quite varied, but there is no 
doubt that this has been the outstanding, and 
only large, buyer in the industrial field. One 
company which did not wish to be quoted 
by name said its sales of beer container mate- 
rials had run well over a million feet. John 
Hanson, of the John Hanson Lumber Co., in 
reporting a sales increase of 75 percent in the 
lour weeeks just past, said that this was prac- 
tically all due to beer business. E. A. Thornton, 
of the E. A. Thornton Lumber Co., another 
wholesaler, said that while his total sales had 
changed little, he would have had a decrease 
but for the beer box orders which filled the 
gap left by other orders dropping off. <A 
noticeable part of the Union Lumber Co.’s 20 
percent increase in this period was occasioned 
by added sales of tank stock, much of which 
was for beer. V. J. Euler, of the V. J. Euler 
Lumber Co., in reporting a 50 percent increase 
over February business, said that much but 


not all of it came from box and bung manu- 
facturers. A. H. Ruth, who reported March 
business 50 percent better than that of Febru- 
ary, and April thus far maintaining the higher 
level, said that a sixth of the volume was for 
beer box material, but just as much to indus- 
trial plants for crating, almost as much to re- 
tailers, and twice as much to furniture fac- 
tories; like others he reported the railroads 
buying some for upkeep and repair. 

E. E. Abrahamson, in charge of sales at 
the Chicago office of the Hammond Lumber 
Co., reported the sale of half a dozen cars of 
tank stock, with others figuring and sales 
depending on the customers’ ability to raise 
the money. Walter B. Vanlandingham, of the 
Vanlandingham-Cook Lumber Co., commission 
lumberman, said that part of the increasing 
business unquestionably is caused by beer mate- 
rial sales, for he found that there was as much 
trade as the mills were able to care for, in 
cottonwood and other box materials. 


Competition for Wooden Boxes 


Most of the men interviewed remarked, how- 
ever, that the real beer box business is not 
being done in the Chicago area, and that the 
brewers here are not sure yet just what they 
will do or be able to do. A box manufacturer, 
who did not wish his name quoted, said that 
some brewers are going to corrugated boxes, 
and many do not know how they will package 
their product. The can manufacturers are sure 
that cans should be used, and the metal drum 
trade would like to see beer handled in metal 
drums instead of in wooden barrels. It was 
reported that a Rockford plant had received 
an order for thirty cars of k.d. corrugated 
hoxes, and one wooden-box maker said, “Think 
how many cars of wooden boxes that would 
mean!” One thing practically all the men 
agreed on was that the big surge of beer con- 
tainer business has passed its peak and is on 
the way down to the ordinary level to be ex- 
pected when the rush of new business has been 
cared for. 

Other industrial plants have been buying, 
chiefly to fill in depleted stocks at what prac- 
tically everybody realizes are the lowest prices 
likely to be accepted for many years to come. 
Furniture factories are buying some crating 
lumber, too, but it was reported that there has 
been a demand, remarkably widespread among 
all industries, for small quantities usually, for 
lumber for fabrication, not because of demand 
for the factories’ products so much as to pro- 
tect against price advances. They are finding 
the lumbermen cautious about accepting these 
orders, some of the large mills especially, and 
frequently the wholesalers and commission men 
are experiencing difficulty in finding a_ mill 
that has the stocks to fill the wide varieties 
demanded in mixed cars. 

Retailers are buying, but, like the industrials, 
this is for the purpose of filling in their stocks, 
to a great extent, in the opinion of whole- 
salers. On the other hand, dealers are doing 
more figuring than for a long time, and some 
of them are doing more selling, which is an- 
other reason why they want to buy lumber. 
John Moeling, of the Sterling Lumber & Supply 


Co., said that home owners are repairing and 
remodeling, doing some of the tremendous 
amount of this that is necessary, and that mer- 
chants after a lapse of two or three years have 
begun to fix up their stores, with new fronts 
and other new arrangements, to be ready for 
the expected or already experienced new sales 
volume. The large stores in the Loop are 
especially active in this way, partly to care for 
present business and partly to be ready for the 
World’s Fair, and they are utilizing the board 
type of materials, such as plywood and wall- 
board, particularly. The stores, he said, were 
‘Sammed to the hilt” Saturday and such indi- 
cations make the merchants get their stores 
ready. “The dealers,” Mr. Moeling said, “think 
they have a chance to make money now.” There 
is much talk of new home building, he added, 
but it has not materialized yet; people seem to 
want “something different” in a small home, 
anil Mr. Moeling said that he feels the West 
Coast Lumbermen’s Association booklet of new 
homes is “a good starter” in this direction and 
one that should be productive of results. He 
has it in his company’s plan book which cus- 
tomers use. 

Another evidence of retailer activity was 
given by the Red River Lumber Co., where a 
10 percent increase over February sales was 
reported, nene of it due to beer container busi- 
ness but to other industrials and to retail trade. 
There has teen some sale of lumber for ulti- 
mate remodeling use already, and a great in- 
terest in this, especially in the company’s new 
log cabin siding; 600 copies of “Paul Bunyan’s 
Log Cabin Pook” have been sent out from the 
Chicago office alone. H. Scott, manager, 
believes that in the near future there will be 
a tremendous business for the retailer who has 
been able to “stick it out” thus far. 


Trade Looks to Washington 


Ability of the consumer to get money with 
which to buy the liuilding materials he already 
knows he badly needs is the controlling factor, 
for there is a tremendous demand, and plenty 
of customers whe want to buy but can’t. For 
this reason lumbermen, both the manufactu: ing 
and wholesale trade and the retailers, are look- 
ing to Washington for legislation which will 
allow some degree of currency inflation, and 
which will also relieve the tax burden on real 
estate. C. B, Cunningham, of the Cunningham 
Lumber Co., summarized the situation like this: 

“Approximately six months ago we hit abso- 
lute bottom in the lumber industry. Since 
then the movement has been slowly but defi- 
nitely upward, its impetus appreciably accele- 
rated during the past six weeks. A new feel- 
ing of hope permeates the entire industry. 
Roth manufacturers and consumers accept the 
facts of badly depleted lumber stocks, brought 
about by nonproduction and continued stock 
consumption or sales without replacement pur- 
chases. The trade has witnessed the sharp price 


advances which followed an accelerated demand. 
Barring radical legislation at Washington, tan- 
gible results of the past few weeks indicate a 
major upturn in lumber prices, production, and 
consumption.” 
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Southern Pine Faces Big Problems 


Seeks More Harmonious Relations with Railroads and Retailers, and Plans 
Greater Aid to Users in Selecting Grades—Favors Co-operative Selling and 
Opposes Short Working Week—Continuance of Production Control Urged 


New Orveans, La., April 10.—Adoption of 
a modified form of charges for certificate in- 
spections, authorization of a committee to rec- 
ommend usages for specific grades in longleaf 
and shortleaf, and discussion of the decision 
of the U. S. Supreme Court in the Appalachian 
Coals case pointing to action along that line 
by the lumber industry—featured meetings pre- 
paratory to the formal eighteenth annual session 
of the Southern Pine Association, March 30. 
[A brief telegraphic report of these meetings, 
and of the scale of charges for inspections, was 
printed in the April 1 issue—EbiTor. ] 

Opening the session of the trade promotion 
committee, Chairman E. L. Kurth, Angelina 
County Lumber Co., Keltys, Tex., vigorously 
urged that militant trade promotion was never 
so necessary as now. “Certain types of middle- 
men,” he said, “have taken advantage of re- 
duced activity in our trade promotion to use 
influence and open attack in obtaining changes 
in specifications in Federal purchasing depart- 
ments, State highway departments and- else- 
where, in order to make substitutions possible 
as a means to getting the business on a price 
basis. As a result, millions of feet of lumber 
delivered under loose specifications are being 
found not the lumber that was wanted.” Con- 
tinuing, Mr. Kurth said: 


Loose Specifications Hurt Buyers 
As long as the SPA inspection department 


is not used to protect purchasing departments 
and designing engineers, substitution will be 


practiced. We have never discovered that 
the weakness lay anywhere else than in the 
failure of a specification writer to protect 
himself by the SPA inspection service. 
Although prior to 1929 there were some 
testing laboratories which made lumber in- 
spections, there is practically no testing 


laboratory or material inspection bureau 
which has not in the last two years presumed 
the ability to grade lumber. In several 
our trade promotion department has 
definitely shown that such inspections were 
as much as 20 percent in error, to the hurt 
of the purchaser of the lumber. If it were 
not for looseness in writing specifications by 
engineers and purchasing agents, and their 
lack of understanding of the service of the 
SPA inspection department, such inspection 
service or testing laboratories would not be 
given the opportunity to foist upon the pur- 
chaser a lot of lumber or timber not up to 
what he expected. 

Mr. Kurth concluded with a plea that sub- 
scribers consider the various pressing trade 
problems, have their sales forces co-operate with 
the association in combatting nefarious prac- 
tices, and also give serious thought to laying 
plans to be vigorously pushed when economic 
conditions have improved. 


cases 


To Guide Buyers on Selecting Grades 
W. T. 


Murray, Tremont Lumber Co., Ro- 


chelle, La., chairman grade rules committee, 
discussed conditions relative to certificate in- 
spections. He read a plan outlined by Secre- 


tary-Manager H. C. Berckes, that would cut 
inspection costs 40 percent, and also extend the 
services. [The charges for these services were 
outlined in the telegraphic report in the April 
1 issue.—Eb1Tor. } 

Upon motion of C. E. Klumb, J. J. Newman 
Lumber Co., Brookhaven, Miss., a resolution 
was adopted that the president of the South- 
ern Pine Association appoint a special standing 
committee of nine members—three representing 
longleaf, three shortleaf, and three operators 
cutting both species—to “study the species and 
grades, treated or untreated, which should be 


specified for as many uses as can be developed 
from time to time, and act as guide and mentor 
to the trade promotion department in all mat- 
ters relating to grade and species use recom- 
mendations.” 


Exhibits, Sales Literature Are Needed 


Presenting his annual report, J. F. Carter, 
trade promotion manager, pointed out the ur- 
gent need for intensive effort among the State 
highway departments and city purchasing de- 
partments, to assist them in their specification 
writing, so they may obtain a product that will 
not only fully answer their requirements, but 
will build up an element of good-will for lum- 
ber that will steadfastly maintain itself. He 
discussed projects that should be undertaken 
when funds permitted, and spoke of the need 
for new exhibit material for use at retail lum- 
ber conventions. He told also of the need for 
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uptodate literature and plan books, to offset 
the activities of competitive materials. 


Co-operation Benefits Railroads and Mills 


Parrish Fuller, Hillyer Deutsch Edwards, 
Oakdale, La., illustrating what can be accom- 
plished through co-operative efforts, told an 
intensely interesting story of how lumber manu- 
facturers in his section and the serving rail- 
roads made an allied effort to develop a better 
understanding of each other’s problems, with 
benefit to both carrier and shipper. He said: 

One of our first steps was to develop facts 
to show the railroads just what the lumber 
industry meant to them in the way of ton- 
nage and revenue, and how their patron- 
age to responsible mills on their lines would 
augment their revenue and further increase 
their earnings through a lowering of their 
maintenance costs. Our studies, for exam- 
ple, blasted a time-worn theory that sawn 
ties were not as efficient as hewn ties. We 
found that the contrary is true. From the 
actual time of laying the tie through a period 
of service, a sawn tie tends toward lowering 
the maintenance cost per mile. A question- 
naire circulated among 150 section foremen 
on different railroads proved that the line 
whose cost per tie was lowest had the highest 
maintenance cost per mile, while on the other 
hand the raiiroad whose cross ties cost the 
most in the beginning had the lowest pos- 
sible maintenance cost per mile. That is 





something worth a great deal to railroads 
and to lumber operators. It is information 
that we developed in our efforts to work more 
closely with the carriers, and means a tre- 
mendous saving to them in their operating 
costs. It is unreasonable to expect, therefore, 
that it would not be to their ultimate benefit 
for them to exercise greater care in their pur- 
chase of lumber by patronizing the progres- 
sive manufacturer who contributes not only 
such information in behalf of the railroads, 
but who provides a healthy portion of the 
tonnage and revenue. 


Urges Lumbermen to Support Railroads 


President C. C. Sheppard read a letter from 
H. W. Galbraith, president of the Lumbermen’s 
Association of Texas, in which he called upon 
southern pine producers to exert an effort to 
help the railroads to help themselves. He said 
that the railroads are good customers of the 
lumber industry, and its support of them would 
do much to stabilize the industry and aid in 
merchandising its product. Mr. Galbraith said, 
further, that if trucks are to be recognized as 
legitimate carriers, there is no reason why they 
should not be called upon to provide their own 
roads, as the railroads have done, and leave the 
nation’s highways, which were built for the 
comfort and convenience of the public, to serve 
their only purpose. 

Activities of the southern pine lumber indus- 
try in traffic and transportation problems were 
reviewed by Traffic Manager A. G. T. Moore, 
who said: “We have always assumed an atti- 
tude of friendliness toward the railroads in our 
negotiations with them, and shall continue along 
this line in all future contacts.” 

A resume of activities during the last year 
was presented by Secretary-Manager H. C. 
Berckes. Reduction in subscription fees. he 
said, is greatly strengthening the association, 
through the subscriptions of most of the larger 
manufacturers who heretofore have not been 
subscribers to the Southern Pine Association. 


Quit Temporizing; Get to Fundamentals 


In his annual address at the opening of the 
formal session on March 30, President C. C. 
Sheppard, Louisiana Central Lumber Co, 
Clarks, La., bluntly recommended that manu- 
facturers abandon “temporizing” and get down 
to “fundamentals” in order to eliminate incal- 
culable losses sustained through the “crude and 
haphazard way in which their product has been 
sold, or rather, auctioned off.” With equal 
force he admonished them not to increase pro- 
duction or put on new production because of 
higher order levels of the previous three weeks. 

Recalling conditions existing in 1931, when 
he assumed leadership of the association, Mr. 
Sheppard said: 

At that time we were well into the era of 
economic disturbance, and lumber manufac- 
turers were seeking a solution of their prob- 
lems, but were unable to agree on anything 
definite. My answer was to adjust produc- 
tion to demand and, without assuming an 
“T-told-you-so” attitude, that very thing has 
been forced upon us, and the result has placed 
our industry in a better condition to meet 
the future. 


Increased Production Not Justified 


The results accomplished through industry 
meetings during the last year, he styled “a 
brilliant example of what co-operation can do 
in an industry like ours.” Urging manufac- 
turers not to make increased sales of the past 
three weeks a basis for expanded production, 
Mr. Sheppard said: 


In my opinion this does not mean a gener- 
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‘s. E. MORETON, 
Brookhaven, Miss.; 


E. L. KURTH, 
Keltys, Tex.; 
First Vice President 


Second Vice President 


ally improved consumer demand. It does in- 
dicate a better general feeling all over the 
country, a little more hopeful attitude, a 
replenishment of retailers’ depleted stocks. 
I can see nothing in it that will justify any 
southern pine producer in increasing his pro- 
duction or putting on any new production. 


Should Consider Co-operative Selling 


Asserting that the task of bringing about 
more orderly marketing has been temporized 
with, because manufacturers have been unwill- 
ing to attack the fundamentals, Mr. Sheppard 
urged every producer of southern pine to read 
carefully the decision of the Supreme Court in 
the Appalachian Coals case. After quoting 
from the decision, he said: 

I have no idea how far manufacturers of 
southern pine may be willing to go in form- 
ing regional sales offices, but undoubtedly 
this decision does point out opportunities 
along this line. I certainly recommend the 
earliest possible consideration of it. I think 
there are opportunities along this line for 
many groups of our manufacturers, whose 
products and markets are quite similar, and 
to whom great benefit would come from such 
a sales organization. 


The Trend of Government 


In a stirring address, Earl M. McGowin, 
W. T. Smith Lumber Co., Chapman, Ala., a 
member of the Alabama legislature, said: “We 
must either stop the trend in government toward 
socialism by reverting to original principles, or 
- be prepared to face pure socialism,” He 
said: 


The Federal Government is burdened to 
capacity with appeals for aid from all sec- 
tions. which even demand aid when a major 
calamity occurs in a particular State or local- 
ized area. It has extended into the realms 
of business through the Reconstruction Fi- 
nance Corporation, bolstering up corporate 
and individual credits where formerly this 
would have been done by individuals. It has 


even given 
through seed 
tages, 


direct subsidy to 
loans and 
The net result 
receive from the 


individuals 
other direct advan- 
is that several States 
Federal Government much 
more than they pay for the support of the 
Government, and many counties get more 
from State funds than from all of their own 
county taxes put together. This trend has 
had the effect of destroying to a large degree 
local pride and local self-reliance. This leaves 
but two steps in the trend: One, for the 
municipality to lean on the counties, and the 
final one, for the individuals to lean on the 
municipalities. If and when that time comes, 
we will have reached the Utopian stage where 
everyone is supported by the Government— 
With a resulting collapse of the structure of 
our Government. 


After quoting statistics showing the increased 
costs of government brought on by these con- 
tinually increasing demands, Mr. McGowin said 
that although, during 1930 and 1931, the lum- 
ber industry sustained a deficit of $258,000,000, 
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it had to pay $75,000,000 in taxes. The only 
salvation, he said, is for responsible men to 
recognize their obligations to their Govern- 
ment and participate in solving its problems. 
He said: 

We may feel here that our own private 
affairs demand all of our time; yet when we 
see that we are having to pay in taxes as 
much or more than we pay to our stockhold- 
ers, then we are brought to the realization 
that the Government is also a master and 
that we must willingly work for it. 


Dr. Gus W. Dyer, editor Southern Agricul- 
turist, in an inspirational address, sounded the 
keynote “Keep your feet on the ground.” He 
sees in the “new revolution” taking place a 
“back to the land” movement. 


Forestry and Unemployment Relief 


The reforestation program, in connection with 
unemployment relief, as recommended by Presi- 
dent Roosevelt and adopted by Congress, is 
vastly important to the South, said E. L. Dem- 
mon, director Southern Forest Experiment Sta- 
tion. While the main objective of the plan is 
in the interest of increased employment, it will 
not only mean a much needed effort in forestry 
circles, but will do much to perpetuate the 
lumber producing industry. 


Protecting Wood From Decay, Insects 


. The possibilities of extending the use of 
wood through scientific treatment are unlim- 
ited, said R. M. Morriss, American Lumber & 
Treating Corporation, Chicago. [This address, 
practically in full, appears on page 26 of this 
issue.—EDpITOoR. ] 


Home Financing Aids Home Owning 


An always welcome speaker, and one who 
is familiar to southern pine audiences, A. J. 
Hager, Hager & Cove Lumber Co., Lansing, 
Mich., president National Homes Finance Cor- 
poration, declared that a change in the mental 
attitude of lumbermen is necessary to meet 
present conditions, and urged the influence of 
lumber manufacturers and distributors in the 
establishment of a system through which the 
purchase of homes can he accomplished to a 
greater degree. He recommended a deferred 
payment plan as the means of facilitating home 
ownership, and said the National Homes 
Finance Corporation has had much success, 
considering the times, in the sale of homes 
during the last two and a half years. He re- 
ported that nine southern pine manufacturers, 
and a substantial number of retailers, now are 
enjoying business that would not be available 
but for the financing effected by that corpora- 
tion. 


National Organization Is Necessary 


A brief review of essential activities of na- 
tional interest now being carried on by the 
National Lumber Manufacturers’ Association 
was presented by Wilson Compton, secretary- 
manager of that organization. He said: 

A national organization is needed because 
it enables the regions to handle national 
problems collectively, at a cost that is very 
low compared to the large outlays of money 
which would be necessary to handle them as 
individuals. Then, too, there are problems 
which can really be dealt with only through 
a national organization, such as tariff legis- 
lation, building code work, taxation matters, 
traffic and transportation without regard to 
regions, governmental relations ete. 

Mr. Compton said that, as a result of de- 
pressed conditions, regional associations which 
have supported the National have had to dis- 
continue this support, and that it now must 
look to the individual manufacturers for sup- 
port, on the same basis as has heretofore pre- 
vailed—1™% cents a thousand feet on shipments ; 
for the National trade extension fund the rate 
is 5 cents or 10 cents a thousand, depending 
upon whether the manufacturer owns his own 
timber. Mr. Compton indicated that, under the 
new plan, many manufacturers in all regions 
have pledged themselves toward the mainte- 
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nance of the National, and the continuance of 
its important work. 

Mr. Compton briefly described the use of 
modern metal connectors in timber construc- 
tion, this being conceded to be the most im- 
portant development looking to enlarged mar- 
kets for lumber that has occurred in many 
years. 

M. L. Fleishel, Putnam Lumber Co., Sham- 
rock, Fla., commented briefly on the work of 
the National and said: “We need the National 
and can not afford to let it go.” He said any 
man who has a substantial timber stand and 
plant should uphold that organization. The 
building code work alone, he said, had brought 
more benefit to his company than all the money 
it had put into the National, this also being 
true of the work on taxation. 


Oppose the 30-Hour Employment Week 


Vigorous opposition was expressed to the 
bill of Senator Black, of Alabama, prohibiting 
the movement in interstate commerce of ar- 
ticles manufactured or produced where labor is 
employed to work in excess of thirty hours a 
week, five days of six hours each. Approval by 
the Senate committee was reported by J. G. 
McGowin, W. T. Smith Lumber Co., Chap- 
man, Ala., who branded the measure as wholly 
impractical in application to lumber operations, 
and called for organized opposition to the bill. 
R. C. Fullbright, chief counsel, told of his 
appearance before the Senate committee several 
weeks ago, when he presented evidence to show 
how impractical the measure would be, insofar 
as the hundreds of lumber manufacturing plants 
in the South were concerned. He told the 
committee that 1.962 softwood mills in Ala- 
bama would be affected. He said: 

If no immediate action is 
subject, it may result in some of the worst 
legislation which has been foisted upon us 
in some time. We shoulc reach all repre- 
sentatives in Congress from the southern 
pine producing territory, and impress upon 
them the futility of the measure from the 
standpoint of lumber manufacture. 


taken on this 


Mr. Fullbright further suggested that if em- 
ployees of the sawmills were to voice their dis- 
approval of the measure, with the support of 
non-subscribing mills as well as other opposing 
industries, “our protest against such unfair 
legislation would carry more weight.” 

Fearing that, if immediate action is not 
taken, the bill likely would be railroaded 
through for passage, W. T. Murray, Tremont 
Lumber Co., Rochelle, La., urged the manu- 
facturers to go home and do all they could to 
secure the assistance of their friends in other 
industries, and get their employees to volun- 
tarily protest to their congressmen against pass- 
age of such a bill. Upon motion of C. C 
Sheppard, seconded by J. G. McGowin, the 
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meeting unanimously went on record as oppos- 
ing the Black bill. 
Other Resolutions of the Convention 


Other important resolutions adopted included: 


Endorsing President Roosevelt's reforesta- 


tion unemployment bill, and suggesting ex- 
tension of fire protection on timber, soil 
erosion work and speeding up of the timber 


survey of the South. 

Commending the 
tween manufacturers 
ing appreciation of the various retailer 
sociations and individual retail lumbermen 
for their co-operation, and soliciting contin- 
uation of these friendly contacts. 

Endorsing the expression of H. W. 
braith, Foxworth-Galbraith Lumber 
Amarillo, Tex., president of the Lumbermen’s 
Association of Texas, who urged that closer 
co-operation should be established between 
the lumber industry and the railroads, and 
pledging to the Texas group the support of 
the Southern Pine Association. 

Trade Acceptances Not Favored 

A resolution presented by V. A. Stibolt, fol- 
lowing a report made by him for a special 
committee on trade acceptances, recommended 
to all sellers and buyers of lumber the use of 
trade acceptances aS a means Of facilitating 
trade, eliminating undesirable practices, making 
available credit and currency of the Federal 
Reserve System, and contributing to the gen- 


closer relationship be- 
and retailers, express- 


as- 


Gal- 


€o.. 
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eral recovery of business as a whole. This 
resolution was rejected, following a discussion 
led by W. T. Neal, T. R. Miller Mill Co., 
Brewton, Ala., who recounted experiences con- 
nected with the sale of strawberry boxes last 
season, which resulted in the fertilizer interests 
getting the cash, and his company having to 
lift the trade acceptances at the bank. He 
also told of a $50,000 sale of crates to Puerto 
Rico, where the trade acceptances had to be 
lifted, only 40 percent having been met. 


Officers and Directors Elected 


Officers for 
as follows: 


the ensuing year were elected 
President—L. O. Crosby, Virgin Pine Lum- 
ber Co., Picayune, Miss. 
First vice An- 
gelina County 





president—E. L. Kurth, 
Lumber Co., Keltys, Tex. 
S. E. Moreton, J. J. 


Second vice president 





Newman Lumber Co., Brookhaven, Miss. 
Directors for 1933: 
Alabama: E. F. Allison, Allison Lumber 


Co., Bellamy; J. G. MeGowin, W. T. Smith 
Lumber Co., Chapman; and W. T. Neal, T. R. 


Miler Mill Co., Brewton. 
Arkansas: W. F. Ingham, Caddo River 
Lumber Co., Kansas City, Mo.; L. J. Arnold, 


Crossett Lumber 
Thomas, Southern Lumber Co., 

Florida: M. L. Fleishel, 
Co., Shamrock; J. 3S. Foley, 


Co., Crossett; and Z. K. 
Warren, 

Putnam Lumber 
Brooks-Scanlon 
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Corp’n, Foley; E. A. Hauss, Alger-Sullivan 
Lumber Co., Century; and B. E. Kenney, 
Brown-Florida Lumber Co., Caryville. : 

Louisiana: Q. T. Hardtner, Urania Lumber 
Co., Urania; W. T. Murray, Tremont Lumber 
Co., Rochelle; A. J. Peavy, Peavy-Wilson Lum- 
ber Co., Shreveport; and F. W. Reimers, Na- 
talbany Lumber Co., Hammond. 

Mississippi: F. L. Adams, Adams-Edgar 
Lumber Co., Morton; Charles Green, Eastman, 
Gardiner & Co., Laurel; and S. E. Moreton, 
J. J. Newman Lumber Co., Brookhaven. 


Missouri: Herman Dierks, Dierks Lumber 


& Coal Co., Kansas City; C. C. Sheppard 
Louisiana Central Lumber Co., Clarks, La.: 


and R. B. White, 
Co., Kansas City. 

North Carolina: J. W. Foreman, Foreman- 
Blades Lumber Co., Elizabeth City; and R. g. 
Turnbull, Rowland Lumber Co., Norfolk. 

South Carolina: J. M. Camp, Camp Manu- 
facturing Co., Marion; and F. G. Davies, A.¢, 
Tuxbury Lumber Co., Charleston. 

Texas: J. H. Kirby, Kirby Lumber (Co, 
Houston; Eli Wiener, Angelina County Lum- 
ber Co., Keltys; and R. W. Wier, Wier 
Leaf Lumber Co., Houston. 


Exchange Sawmills Sales 


Long 


Virginia: J. 
turing Co., 
Richmond 


L. Camp, Jr., Camp Manufac- 
Franklin; and T. J. Wright, Jr. 
Cedar Works, Norfolk. 
In a meeting subsequent to the general ses- 
sion, the board of directors elected H. C. 
Berckes as secretary-manager for the year, 





How Chemical Treatment Can Be Profit- 
ably Adopted by Lumber Manufacturers. 


Lumber manufacturers, retail dealers, 
lumber associations, and many engineers and 
architects, recognize the fact that there is 
a rapidly developing market for a high class 


lumber, well manufactured, and of such char- 
acter as to make it dependably durable, 
immune to the depreciation caused by na- 
tural decay, or the destruction caused by 
termite attack. The preservative treatment 
of wood, while long recognized as economi- 
cally desirable from every standpoint, has 
heretofore confined to certain limited 
fields of application for a limited clientele. 
Authentic statistics show that only 10 per- 
cent of all forest products is treated, and 
that only three-tenths of percent of 
building material is treated. 

As to the economy of using treated 
products, there can not be the least 
ment. The evidence is so plain and so 
vincing that it almost too obvious to 
discuss. Therefore, it is astonishing to learn 
that at no place in the United States can the 
home builder, farmer or small consumer of 
lumber purchase, for prompt delivery, chemi- 


been 


one 


forest 
argu- 
con- 


seems 


cally treated lumber that is clean, dry, 
dressed, without odor, non-corrosive and fire 
retardant. As badly as this source of supply 


is needed, it does not exist. 


Builder Can Not Procure Supply 


The present large commercial creosoting 
plants are equipped to furnish only treated 
cross ties, poles and other items in large 
quantities. They do not have kilns for dry- 


ing after treatment, or woodworking machin- 
ery to fabricate or finish the material before 
or after impregnation. 

To meet this demand, lumber of high qual- 
ity, well manufactured, and given unques- 
tioned treatment, must be available fo 
prompt shipment in both straight and mixed 
carloads with untreated items. It must be 
branded as to grade, and with a certificate 
of good treatment with preservative. It must 
be properly dried, ready for immediate use 
in construction and for painting. Items in 
which the slight raise of grain that generally 
results from chemical treatment would be 
objectionable, must be dressed or sanded 
after impregnation It should be possible to 
secure fabrication of heavy timbers and the 
more important items of large structures be- 
fore treatment. 

*Paper read 
Southern Pine 
March 30, 1933. 


before annual convention 
Association, New Orleans, La., 


Lumber Trade Must Do Marketing 

There is only one way to do the task right. 
That is to have the treatment become part 
and parcel of the manufacturing operation, 
and have the marketing of the product under 
the active jurisdiction of the lumber trade 
itself. The lumber manufacturer, his sales 
organization, the wholesaler and the retailer 
must all recognize what this means to the 
industry, and must pull together to acquaint 


the public, the architects and the engineers 
with the fact that treated lumber has come 
into the field, not to compete with untreated 
lumber, but to supplement it and serve as 
an element of permanent construction in 
those places where the untreated wood can- 
not quite resist abnormal exposure to decay 


or termites. 


Uniform, Thorough Impregnation Simple 


Without discussing the various preserva- 


tives that might be considered, just a word 
as to the manner of impregnation. Wood is 
not freely absorptive, but presents consider- 


able resistance to taking solutions into any 


depth of side penetration; and even end pene- 


tration is not more than a few inches unless 
a very long time is allowed in soaking. Fur- 
thermore, there is such variation in the time 


required for different pieces of lumber—even 
from the same species of wood, and to all 
appearances alike in structure—that it is im- 
practical to try to secure satisfactory treat- 
ment by any method that depends on natural 
absorption to secure impregnation. With 
well seasoned or kiln dried lumber, however, 


and a closed retort in which there can be 
applied a high vacuum, and, after submerg- 
ence in the chemical solution, a period of 


pressure, it is a relatively simple matter to 
secure uniform and thoroughly effective im- 
pregnation of yellow pine. 
Careful surveys of 
quantity of lumber that 
geously be given chemical treatment at any 
one mill, to determine the size of the retort 
to be installed, have indicated that an ulti- 
mate figure of about 25 percent of production 
can be safely set aside for treatment. In the 
case of a mill cutting 150,000 feet daily, this 
calls for a retort capacity of 30,000 to 40,000 
board feet a day. The plant should be able 
to handle this amount at normal easy opera- 
tion, with the possibility of increasing under 
forced operation to nearly double, or 
thing over 75,000 board feet in 24 hours. 
This calls for a retort of 65 feet length in 
the standard 8 feet, 4-inch diameter. The 


the proportionate 


might advanta- 


some- 


ground space required 
is a plot 50x100 feet, 
on which the building, 
housing the plant, will 
cover 30x70 feet, and 
standard gage track 
will lead to the door of 


the retort. At normal 
operation, with two 
charges daily, the 


power requirement will 
be about 100 kilowatt 
hours, with maximum 
demand rate of 26 kilo- 


watts. Six thousand 
gallons of water will 
be used, and 5,000 


pounds of low pressure 
or exhaust steam for 
heating the _ treating 
solutions. These small 
demands for power, 
water and heat can be supplied from any mill 
of the stated rating, without being particu- 
larly noticed. 


Treated Lumber Dries Rapidly 


A charge of dry lumber, delivered on the 
retort cars at the door of the plant, can be 
treated and returned after the impregnation 
in three or four hours. The wood will be 
wet, carrying some twelve or more pounds 
of water per cubic foot, but both this water 
and the wood itself will be quite warm s0 
the evaporation of a considerable portion of 
the moisture takes place rapidly. The further 
drying of such wood by air, at least down to 
approximately 22 percent moisture content, 
will proceed much faster than is the 
in the ordinary seasoning of green lumber. 


Distortion May Be Completely Avoided 


Often the question is asked, whether any 
trouble may be expected from distortion of 
lumber by the treating operation. I can as- 
sure you very positively that, with reason- 
able attention to uniform drying of the lum- 
ber, there will be no distortion whatever. 
One of the most conclusive experiments on 
this subject was made with a quantity of 
window sash and door stiles and _ panels, 
which, after assembly, were accurately meas- 
ured and then treated knock-down in the 
regular standard way at a university experl- 
mental plant. Subsequent to treatment, they 
were kiln dried, without any further precau- 
tions than would be entirely in order for 
regular plant operations. When after drying 


R. M. 
American Lumber & 
Treating Corporation 

Chicago. 
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they had reached the same moisture content 
as that in which they had been for the origi- 
nal measurement, the shape and dimensions 
of each individual piece were again taken, 
and the frames fitted together with exactly 
the same ease as before the treatment, with 
only a slight raise of grain ona few pieces, 
which could be easily removed during the 
sanding operation. It is of course essential 
in this regard, that the preservative material 
used for impregnation be not of such char- 
acter as to attract and retain moisture to a 
greater extent than the wood itself. In other 
words, hygroscopic salts, those with strong 
affinity for moisture and the property of 
drawing and absorbing water from the air, 
would have a different effect than the dry 
non-hygroscopic and fiber fixing salts that 
were used in the experiment cited. 


Air Dries Quicker; Can Be Kiln Dried 


Just how long the final drying of the 
treated lumber takes, after the quick evapo- 
ration of the first part of the water, until 
it is finally in the normal air dried condition, 
depends upon climatic conditions and the 
location of the stack in relation to air move- 
ments. You all know how variable the time 
of air drying green lumber is, and all that 
can be said as to the drying of treated lum- 
ber is that it will follow in appreciably less 
time than would be needed for the former. 
Probably an average of four weeks’ drying 
of inch stock will have the lumber ready for 
shipment; possibly six weeks for 2-inch 
stock, and a proportionately longer time for 
thicker stock, so that it can be used without 
danger of shrinkage after installation or of 
troublesome effect on painting. It can, of 
course, be kiln dried when required for im- 
mediate shipment. 

The weight added to lumber by salt treat- 
ment after the carrier water of the impreg- 
nation has been dried is nearly negligible. A 
standard quarter pound treatment amounts 
only to 21 pounds a thousand board feet; 
while the salts that need half a pound treat- 
ment add 42 pounds a thousand feet. 


Sometimes Protects Painting Coat 


As to the paintability of treated lumber, 
there is no difficulty to be expected, pro- 
vided the preservative is not such as to tend 
to hold abnormally high moisture content in 
the wood and is satisfactorily fiber fixed, so 
that there is no chance for it to be drawn 
out into the paint film. In fact, in some of 
the warmer climates, where there is trouble 
with the formation of a black mold under 
paint films that first causes a bad blotchy 
appearance and finally lends to flaking off 
of the coating, treated lumber, by prevention 
of the formation of the fungus growth or 
mold, protects the paint film and keeps it in 
better condition than on untreated lumber. 

A good modern preservative treatment of 
wood does much more than just merely pre- 
vent the growth of decay organisms that 
cause rot, and hold off termite attack. With 
a well designed chemical mixture it is possi- 
ble also to provide a high degree of passiva- 
tion against oxidation. And this serves not 
only to stop corrosion of metals in the wood 
used for fastenings, but at the same time 
checks the slow oxidation effects on the wood 
Structure itself, that in the course of some 
years make the wood brittle and inelastic, 
with decided loss of grip on fastenings and 
lack of effective resistance to shock. Such 
brittle wood, even when it has been spared 
the ravage of decay, shows little resistance 
to abrasion, or is likely to snap off if stress 
is suddenly applied. Chemical treatment that 
Keeps the initial good qualities of wood over 
a long period of years is needed to re-estab- 
lish timbers and lumber as items of perma- 
nent construction. 


Preservative Only Half Cost of Treatment 


The cost of a really first-class preservative 
treatment of lumber is made up in about 
equal parts of the chemicals employed, and 
the expense of application. All the items of 
Plant cost, depreciation, maintenance, over- 
head expense, as well as the labor employed 
and the power, water and heat, remain the 
Same regardless of the sort of preservative 
used. Freight and handling of the shipments 
of chemicals to the treating plant will be 
affected only to the extent that the use of 
the cheaper and less effective ingredients, re- 
quiring double or treble the amount to be 
applied, will be correspondingly larger. But 
in the final cost of treatment there is a rela- 
tively small percentage of difference be- 
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tween the cheapest and the costliest of the 
preservatives available. 

A specific statement as to the cost of 
chemical treatment is hazardous. It is for 
any commercial process, because conditions 
at one plant or the other, and the character 
of the average run of material to be treated, 
lead to appreciable variations. 3ut an aver- 
age figure of $12.50 a thousand nominal board 
feet of lumber is not far off. At this price 
there should be no difficulty in finding a sub- 
stantial market for treated lumber, the eco- 
nomic value from every viewpoint far ex- 
ceeding this figure. 


Only Quarter of Home Material Treated 


The quantity of lumber that ought to be 
treated in an ordinary small home will not 
be more than 20 to 25 percent of the bill of 
lumber used for the general framing of the 
house, and the door and window frames, 
panels, stiles and sash of the openings in the 
basement and perhaps the first floor. In an 
ordinary 5- or 6-room bungalow, taking 
15,000 or 20,000 board feet of lumber for the 
construction, there would be perhaps 4,000 
to 5,000 feet to be treated. If the cost to the 
ultimate buyer amounted to even as much 
as $20 a thousand, the investment of $80 or 
$100 is an insignificant sum to pay for the 
assurance that there will be no termite dam- 
age during the years to come. 


Small Outlay Prevents Big Damage 


If lumber is untreated, there is a definite 
hazard in many localities, and almost a cer- 
tainty to damage in some districts, where 
within a year or two there will be infestation 
that calls for repair and replacement work 
ranging from $100 to $1,000. If replacements 
are continued with untreated lumber, the 
hazard continues undiminished—in fact, more 
certain and more severe. 

I am going to dwell on the ravages caused 
by termites, extending in greater or less 
severity over nearly all areas of the United 
States, for today they are well known and 
have led to serious debate in some localities 
concerning the need of building regulations 
to require the application of chemically 
treated wood in the members of a building 
that are specially exposed to ground contact. 

Last month, in one of the lumber publica- 
tions of the West Coast, in an article on 
“Treated Lumber in the Residential Field,” 
the problem of protecting frame buildings 
from termite and dry rot damage was cited 
as a matter of growing concern in southern 
California, and the statement made that 
treated lumber was quickly accepted last 
year by mortgage and building & loan com- 
panies, and is now recognized among archi- 
tects and builders in that locality as a 
highly desirable material for the substruc- 
tures of frame buildings. 


Lumber Mills Asked to Co-operate 


The problem is just as vital in hundreds of 
other localities, and the one step left to be 
taken is for the lumber manufacturers to 
squarely face the problem and co-operate in 
the movement under way to provide the 
facilities to supply treated lumber to meet 
the widespread need and insistent demand 
that exist. 

From the wood preserving field comes the 
offer to meet the lumber manufacturers more 
than half way in this development; to install 
the required plant for treating operations at 
the mill; to receive and treat whatever ma- 
terial the lumber manufacturers may desire, 
under conditions such as will mean the abso- 
lute minimum of cost, and which will permit 
adjustment so that there need be no more 
of that prohibitive delay that has stood in 
the way of architects and engineers who 
otherwise would have been glad to return to 
the use of lumber with preservative treat- 
ment in their designs and specifications. 


Treatment Will Extend Lumber Market 


Arrangements have been completed and a 
plant is now being erected at Crossett, Ark., 
as part of the Crossett Lumber Co. operation, 
which will begin to treat with Wolman Salts 
not later than April 15. This plant is of size 
and capacity I have described as suitable for 
a typical operation. 

With your product made durable by means 
of proper treatment, you have surmounted 
the one great obstacle against a more exten- 
sive use of lumber, and you will find in treat- 
ment an answer to your problem of re-estab- 
lishing that business which is traditionally 
yours to enjoy. 
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Klamath has long been known for the 
fine quality of its Ponderosa Pine. Crater 
Lake begins with this dependable, basic 
quality and maintains it through to de- 
livery to you. Depend on us for your 
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and you get each shingle Double-Dipped 
and individually Brush-Coated with per- 


Send for samples — see for yeurself. 


Starks Stained Shingle Co. 


“Since 1914 STARKS has set the pace.” 
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color, smooth, durable stain. 


Seattle, Wash. 
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SPRUCE 
HEMLOCK 

CEDAR 

YARD AND FACTORY 

Lumber; Industrial 

Specialties; 
Plywood, Boxes, 

Shingles. 








28 


AMERICAN LUMBERMAN 


April 15, 1933 


Producers of Hardwood Discuss 


Production According to Demand Advocated, but Annual Taxation and 
Small Mills Make Difficulties; Federal Forestry Program Praised and 
Recommendations for Its Direction Made; Shorter Week to Be Studied 
as Means to Control of Output; Inventories Show Fewer Surplus Items 


New Or.eans, La., March 31.—Operation of 
the Hardwood Manufacturers’ Institute on a 
sound, restricted basis was recommended by 
George H. Henderson, retiring president, at the 
opening of the eleventh annual convention. The 
last two years convinced him, he said, of the 
absolute necessity of the organization to each 
member. It has a background of achievement, 
in advising the banker, advising on remedial leg- 
islation, important traffic problems, production, 
location of stocks, past transactions, and estab- 
lishing the basis of costs. 


Would Revise Statistical Service 


Mr. Henderson went on to recommend that 
a minimum of a hundred firms support the 
organization and that its work be limited to the 
Weekly Past Sales Report, the Weekly Barom- 
eter Report, and the Monthly Stock Report. He 
asked consideration of the recommendation for 
the publication of a Consolidated Stock List, 
under the description of each item listing the 
names of all mills having, in shipping dry con- 
dition, one car or more as of the first of the 
month, these stock lists to be distributed to buy- 
ers and consumers. This consolidated list would 
obviate the expense of mailing of stock lists by 
individual mills. His recommendation was that 
each statistical publication be copyrighted, with 
distribution confined to members and Govern- 
ment departments, and that members pledge 
themselves not to divulge information to non- 
members. Holding of regional meetings at 
least every ninety days was recommended. 


Coals Decision Opens Opportunity 


Other recommendations included: Considera- 
tion of a proposal for having the Institute 
handle any such freight rate and traffic mat- 
ters as can be done without additional expense; 
formation of militant legislation committees in 
each State to act in State and national legisla- 
tion; handling by officers of matters concerning 
building trade extension, information 
service etc.; and that the Institute be incorpo- 
rated as a mutual non-profit organization. The 
industry was urged by Mr. Henderson to take 
advantage of the Supreme Court decision in the 
Appalachian Coals Case, which was seen as af- 
fording a great opportunity. He urged earnest 
consideration of the report of the special com- 
mittee composed of R. L. Kellogg, chairman; FE. 
M. Vestal, V. A. Stibolt, Lee Robinson, ee 
Joyes, Carl Faust, George McSweyn, J. B. Ed- 
wards, J. W. Mayhew and J. J. Linehan. 


codes, 


Year Reviewed by Secretary-Manager 


Business depression, said Secretary-Mana- 
ger J H. Townshend in his annual report, 
was deeper in 1932 than in 1931, and the 
country’s attention was now concentrated 
on the vigorous efforts of the present Ad- 
ministration to combat it. The hardwood 
industry was in an unbalanced condition dur- 
ing 1932, and even the fittest concerns could 
not survive the competition of bankruptcies. 
At the beginning of 1930 and 1931, stocks 
were excessive, but in the middle of the 
latter year, following the report of the Hard- 
wood Commission, curtailment was effected 
in the face of declining demand, and inven- 
tories are now about a billion feet lower than 
on Jan. 1, 1931. On the basis of current de- 
mand, they are still excessive, and should be 
further reduced. While a back-log of busi- 
ness is being created and hand-to-mouth buy- 
ing will not last forever, production and 
stocks should be adjusted to current demand, 


and any increase in cut made dependent on 
growth of consumer buying. 
Reviews Principal Consuming Groups 


The building, furniture and automobile in- 
dustries take 75 percent of the hardwood 
manufactured. Building was 15 percent less 
in 1932 than in 1931. Automobile production 
was low, but there are hopes for enlarged 
consumption because many car makers favor 
the composite steel-wood body. The furniture 
industry’s dollar sales volume in 1932 was 40 
percent lower than in 1931. Exports during 
1932 were off 31 percent from 1931. Prospects 
for business from railroads, because of their 
low and broken stocks, are brighter. 

Mr. Townshend then presented an analysis 
of statistics for certain species and grades. 
Certain items that were slow, with poor pros- 
pects, had been moved at sacrifices in price, 
and the list of surplus items was narrowing. 
Flooring oak occupies a strong statistical 
position; Appalachian chestnut can no longer 
be classed as_ slow, 
and cottonwood is 
sold well into green 
stocks. 

The growing im- 
portance of the small 
mill was stressed by 
Mr. Townshend; the 








G. H. HENDERSON, 
Ewing, Tex.; 
Retiring President 


figures for Tennessee 
during 1930 are char- 
acteristic and show 
that 29 percent of the 
total hardwood cut 
came from 830 small 


J. H. TOWNSHEND, 
Memphis, Tenn.; 
mills, the other 71 ‘Secretary-Manager 

percent coming from 


66 large plants. As business improves, these 
small mills are the first to resume operations. 
Progress Made in Technical Research 

Progress on certain studies regarding 
southern hardwoods, being made by the For- 
est Products Laboratory, was then reviewed. 
Machining and working tests, to develop spe- 
cific information on utility, working and 
machining, will get under way this spring; 
results will be checked against reports from 
users, so that different woods may be de- 
scribed in terms the consumer is interested 
in. A report on the influence of texture and 
gravity will be ready by July 1. Seasoning 
studies had developed that with preliminary 
freezing and chemical treatments, the time 
and degrade in kiln drying appear to be very 
substantially reduced. Logging and milling 
studies are being made to determine what 
logs pay their way. In the near future, in- 


cidental reports on “Costs of Plain and Quar-. 


ter Sawing Southern White Oak” and “Effect 
of a Resaw on the Output of Single Band 
Mills in Southern Hardwoods” will be _ re- 
leased. It is already possible to say that a 





resaw added to a single band mill increased 
the output 70 percent and reduced the labor 
costs by 26 percent, aside from the reduction 
in overhead costs, and that the realization 
advantages in quarter sawing, for example 
23-inch oak logs, amount to $4.16 a thousand 
feet as compared to plain sawing. A report 
on grade yields, according to log grades, will 
be submitted a little later. 


High Transport Costs Restrict Markets 


High freight rates have had a restrictive 
influence on hardwood markets, Mr. Town- 
shend pointed out. Because of excessive rail 
and water rates to the Pacific Coast, there 
had been a rapid growth in consumption 
there of competing Japanese and Philippine 
hardwoods. Reductions in transportation 
costs will make it possible to recapture a 
large percentage of this market. On _ the 
Atlantic coast, certain hardwoods were forced 
out because the market there was disturbed 
by violent fiuctuations in rates from the Pa- 
cific coast, certain species being in competi- 
tion with West Coast materials, but united 
action of lumbermen had secured enactment 
of legislation to stabilize these rates. While 
the f. o. b. mill value of hardwood is down 
to 1915 level, said Mr. Townshend, rail rates 
are 60 to 70 percent higher and now amount 
to from 30 to over 100 percent of mill price. 
The association asks re-establishment of the 
1915 freight basis; the Interstate Commerce 
Commission has been asked for an investiga- 
tion on a petition asking general rate re- 
duction. 


Regional Sales Groups Are Likely 


Savings in marketing, it had been pointed 
out by the Hardwood Commission, were pos- 
sible through central sales control, and con- 
solidation of shipments in order to lower 
transportation costs. Since then, a Supreme 
Court decision in the Appalachian Coals case 
had cleared the way for the hardwood in- 
dustry to formulate similar plans, and indi- 
cations are that the next few months will see 
the organization of regional sales groups 
within the hardwood industry. 

Unsound timber taxation, on an annual 
basis, has forced operators to speed up log- 
ging and has contributed very largely to 
overproduction, said Mr. Townshend, and 
States should defer taxes until the timber 
crop is harvested. 

Publication of a consolidated stock list, 
showing names of mills and items offered, 
had been tried for a while and was success- 
ful in turning a considerable volume of busi- 
ness to member mills, as it enabled buyers 
to find items needed, and, as such a list 
would constantly advertise members’ stocks, 
the secretary asked authority to renew its 
distribution. 


Following Mr. Townshend, the treasurer's 
report was submitted by Curtis Dewey. It 
was shown that, despite curtailment of ex- 
penditures to $8,000 below the budget of 
$42,000, a deficit of approximately $3,000 
resulted in 1932. 

Financing Standing Timber 


Necessity of sound financing to insure suc- 
cessful operations in the lumber industry 
was stressed by Claude Rives, Whitney Na- 
tional Bank in New Orleans. He pointed 
out that in financing standing timber for ten 
to twelve years, many mistakes can be made, 
and expressed doubt that the present system 
permits proper methods. A factor operating 
today was given as high taxes, which pre- 
vent carrying of standing timber indefinitely 
for higher prices. 

“At the present time,” said Mr. Rives, 
“there are many large and valuable prop- 
erties, controlled either by bondholders’ com- 
mittees or creditors, who do not want to hold 
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Reduced Freight Rates Sought as Aids to Recovery 
of Markets; Prospects for Consumption Canvassed; 
Reciprocal Agreement with Canada Suggested; Regional 
Sales Agency Possibilities Get Careful Attention 


them and can not sell them because credit is 
not available now to those who would like 
to buy them. Eventually the properties will 
find ownership in strong hands, at prices en- 
abling the new owner to compete success- 
fully against higher-priced stumpage, or they 
will be operated on a basis which I suggest.” 

Mr. Rives than expressed a view that lum- 
ber manufacturing can be relieved of the 
risk and burden of carrying large tracts of 
timber, while giving the owner full value 
for his stand, based on the market. 


Will Owner and Operator Share Profits? 


“The owner and manufacturer,” said Mr. 
Rives, “will make a contract whereby the 
manufacturer will build or supply the plant 
and operating capital, and the owner supply 
the timber, and each get a certain percentage 
of the proceeds of the lumber. The percent- 
age, of course, will have to be worked out 
on a fair basis, where the owner will get a 
big stumpage price when lumber is high, and 
a small price when lumber is low, but would 
get a fair percentage of the market price of 
lumber during the life of the operation. That 
is all he can get anyway, unless you make 
a mistake and pay too much for it on a lump- 
sum basis. That is all you can get out of it 
unless you buy it when he is forced to sell, 
or are lucky enough to catch a rising market. 
If the standing timber and indebtedness 
usually incident thereto are eliminated, the 
manufacturer, if he has sufficient capital in 
his business, should show a statement that 
is liquid and rediscountable from the banker’s 
standpoint. If it does not show a liquid posi- 
tion, the manufacturer will have two clear 
courses, either to put more capital in, or 
liquidate. The timber owner, said Mr. Rives, 
having a contract with some successful lum- 
berman, will have something to show a 
banker as means of liquidation from. the 
property, and will be able to at least borrow 
for short periods, or to sell to an investor. 

“I realize that all I have said applies to 
future transactions, and does not lend any 
assistance to financing present operations, or 
give any relief for purchases of timber al- 
ready made. It is possible, however, that in 
some cases where refinancing or adjustments 


are necessary you might be able to apply 
some of these principles, if you agree with 
me.” 


Mr. Rives lauded the efforts of the lumber- 
men to balance production and consumption, 
which he viewed as rendered difficult because 
of financial commitments of the individual 
operator. The lumbermen were urged to take 
advantage of the opportunity opened by the 
Coals case decision, but to build soundly. 


Mr. Henderson, in thanking Mr. Rives, 
said the hardwood industry and banking 
were closely associated, and would be more 
so with another year like 1932. 


A Word From Two "Nationals" 


Wilson Compton,.secretary-manager National 
Lumber Manufacturers’ Association, then spoke 
on the work of that organization, urging the 
continued support by hardwood manufacturers 
ol essential activity. He was followed by W. 
1. Seales, district representative of the Na- 
tional. A brief talk on the value to the lumber 


industry of connectors was given by Mr. Comp- 
ton, 


L. S. Beale, secretary-manager National 


Hardwood Lumber Association, spoke briefly, 
stating the organization was still doing business 
at the old stand with no curtailment in inspec- 
tion force etc., though deficits were resulting 
because of inability to utilize the inspectors’ full 
time. He said the various lumber organizations 
were not over-lapping, that each had its own 


essential work. Inspection work is 90 percent 
or better on the new rules (two years old), 
he said, with some instances of going back to 
the old rules. When the market re-opens, he 
predicted, everyone will forget the old rules. 


Stricter Group Discipline Needed 


Dog-fight business methods, everyone striv- 
ing for present sales in order to preserve his 
economic life and none having regard for fair 
profit margins were scored by Dr. A. P. Haake, 
managing director National Association of 
Furniture Manufacturers. Specialized modern 
production methods, with accompanying ex- 
change of products, was Capitalism, and the 
most productive system that the world had 
ever seen. It had been endangered by the 
stupidity and over-reaching of powerful peo- 
ple within it. One of the basic theories of its 
supporters was that by letting the individual 
se2k his own good, the interests of society 
would best be safeguarded. But unbridled 
economic individualism is no longer possible; 
economic traffic rules, or social disciplines, 
have become imperative. Capitalism must 
think and plan in terms of the group, must 
find new meanings for fitness to survive, must 
adapt itself to changing economic conditions. 


Should Plan for Living Profits 

Playing the new business game will in- 
volve living and letting live, a strengthening 
of association ties. Business must stop sell- 
ing below cost, to be fair to its workers and 
the public generally. The man in the street 
will not permit repetition of the follies of 
yesterday. Business must govern itself, or 
be governed. To the fifty reasons why it 
can not do so, there remains the adequate 
answer that, because it must, it can and will. 
You must make a living profit on what you 
sell, he said. “‘Make us pay more for lumber, 
and we will be enabled to charge more for 
furniture.” 


Could Have Obtained Higher Prices 

Dr. Haake asked why the bulk of lumber 
production in low grades, or cheap furniture, 
should not pay a profit. “What is sacred 
about low-grade stuff that we must sell it 
at a loss?” he asked. The speaker cited a 
manufacturer who has accumulated two mil- 
lion feet of oak for his use, stating he ex- 
pected to make a profit on his raw supply 
alone, and that advice had been given other 
furniture makers to gather lumber, but not 
to scramble for it. “In a few months,” said 
Dr. Haake, “lumber will cost more. I believe 
that even in the lumber industry there are 
some men of intelligence.” He predicted a 
slight rise in furniture sales in 1933 above 
1932. “If you want to decrease your sales 
of lumber in 1933, then continue to decrease 
your price,” Dr. Haake advised the lumber- 
men. The mere reduction of price itself does 
not increase volume beyond a certain level. 
He said the same volume of lumber sold in 
1932 would have moved anyway at a higher 
price, because buyers took only what they 
had to have. 


Reports on Sap Control Treatments 


A further advance in the control of sap stain 
and mold in southern pine and hardwood lum- 
ber was indicated to have been made during 
1932, as a result of commercial tests of new 
chemical formulas, results of which were 
reported by Dale Chapman, U. S. Bureau of 
Plant Industry. Mr. Chapman, in giving the 
hardwood manufacturers a brief glimpse of 
the test work, indicated a complete report 
will be available for publication shortly. The 
tests were conducted in co-operation with the 


lumber manufacturers, who participated 
through the Joint Committee on Sap Stain 
Control, with the Division of Forest Path- 
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ology, and the 


Station, 


Southern Forest Experiment 


Volatility and Washing Studied 


Said Mr. Chapman, it has been evident for 
some time that certain inherent weaknesses 
existed in treatments. Among the limitations 
of the principal treatment now in use are its 
lack of permanence, owing to its tendency to 
volatilize from treated surfaces, and its lack 
of resistance to the washing effects of rain. 

Over a 4-year period, 1929-1932, 130 chemi- 
cal formulaes were tested and from these 
tests seven treatments were selected for com- 
mercial scale testing in pine, these including 
ethyl mercury phosphate, ethyl mercury 
chloride, ethyl mercury oleate, sodium ortho- 
phenylphenolate, sodium tetrachloropheno- 
late, sodium  2-chloroorthophenylphenolate, 
and soda. For hardwoods, borax was sub- 
stituted for soda. The tests conducted in- 
cluded dipping and spraying, either in com- 
bination or singly, with increased severity of 
conditions undergone. These (previously re- 
ported in AMERICAN LUMBERMAN) included use 
of a pressure hose to determine resistance to 
wash. 

It was shown that two treatments (Ligna- 
san and sodium tetrachlorophenolate) accom- 


plished very effective control of stain on 


hardwoods, and were superior to the other 
treatments tried. In every case, these two 
treatments reduced stain occurrence to less 


than one percent on all the hardwood species 
used. LE-3 (ethyl mercury oleate) and the 
mixture of the chlorinated phenol compounds 
ranked next in general effectiveness, and 
$-2-COPP (Sodium 2-Chloroorthophenylphe- 
nolate) good results on ex- 
cept sap gum, on which it in- 
effective. 

Results of tests on pine showed S-2-COPP, 
used alone and in mixture with sodium tetra- 
chlorophenolate, highly effective in stain and 
mold control. 


gave all species, 


appeared 


Tests for resistance to washing showed the 
$-2-COPP to have superior staying powers. 
Pine washed with LE-3 and phenol 
pounds were stain resistant, but 
of mold in LE-3 washed stock increased. In 
other tests on export timbers, S-2-COPP was 
shown very effective in controlling stain and 
mold. 

Mr. Chapman pointed out that results shown 
in the commercial-scale justified the 
recommendation that the new compounds be 
tried in actual commercial practice. He called 
attention to their general lack of 


com- 
occurrence 


tests 


corrosive- 


ness. Joint patents on the compounds have 
been applied for by the Bureau of Plant In- 
dustry and the manufacturers. 

In sap stain and mold control, said the 


pathologist, it is necessary 
apply treatment 


to stack properly, 
immediately after sawing 
(likely to be overlooked in pine timbers), 
space wider in the stack, use sound and pre- 
ferably dry sticks, protect the pile adequately 
by means of a roof, and in wet weather 
protect freshly dipped stock as it comes from 
the green chain. He said that, in spite of 
general business inactivity, dipping practices 
in pine and hardwood had been more widely 
adopted during 1932. Lignasan is still the 
only treatment compound in extensive com- 
mercial use, although it is likely that chlori- 
nated phenol compounds will soon be placed 
on the market. 

Chemical treatments in both dip and spray 
methods are being extended, by some hard- 

















Announcing! = The New Blue Book 


Our subscribers are complimenting us on the 
contents of the 59th edition of the credit rating 
book of, by and for lumbermen. They feel safe in 
checking credits with it, and our supplementary 
service as a basis. 


of mind. 








You, too, may enjoy this peace 


Write for special trial offer. 
THE LUMBERMEN’S BLUE BOOK, Inc. 


The industry’s own service. 
323 So. Franklin Street, Chicago 


Eastern Offices Grand Central Terminal Bldg. New York City, N. Y. 


Write for special offer. 
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wood manufacturers, to prevention of stain 
and mold in gum furniture squares and jn 
railroad ties. Treatment to control mold on 
cooperage stock appears to be a development 
of the near future. Commercial scale tests 
will soon be undertaken to establish methods 
for controlling objectionable non-fungous dis- 


coloration in persimmon stock. Extension of 


dipping and spray treatment to piling and 
poles should be cautious, until the results 
of tests now under way are available. 


Resolutions of the Convention 


Resolution adopted included the following: 

Endorsing the reforestation proposal of 
President Roosevelt, and recommending ex- 
tension of fire protection in the South, the 
improvement of the South’s timber stand, and 
the speeding up of the forest survey in Mis- 
sissippi and other southern States. 

tecommending naming of a committee of 


seven to study all national legislation relat- 
ing to regulation of hours of labor, aimed 
at reduction of unemployment, for the pur- 


pose of reporting back to the Institute as to 
whether any of such measures would or 
would not have any lasting value. 
Condemning the bill (Senator Black, 
barring from interstate commerce the 
duct or products of any establishment 
ing employees in thirty 
week. 
Authorizing 
mittee to 


Ala.) 
pro- 
work- 
excess of hours a 
the appointment of a 
study the formation of 
sales organizations, to report 
next Institute meeting. 
Supporting the National Lumber Manufac- 
turers’ Association tariff stand, asking a levy 
of $3, $4 and $5 a thousand on lumber ex- 
cepting privilege to Canada on an exchange 
basis of surplus forest products where re- 
ciprocal entry would be accorded hardwoods 


com- 
regional 
back to the 


except maple, birch and beech from the 
United States. 
Thanking the personnel of the Institute 


and the trade press for loyal support during 
the year. 

There was some discussion of the position of 
the hardwood manufacturers as to application 
of the U. S. Supreme Court decision in the 
Coals case. This was brought up by Lee Rob- 
inson, who reminded the manufacturers of the 
permanent injunction laid down by the U. S, 
Supreme Court against 333 manufacturers—in 
the case of the Government vs. the American 
Column & Lumber Co., originating in the Mem- 
phis (Tenn.) Federal court in 1919—might still 
bar formation of regionals. This matter was 
left for the committee, to be formed under the 
resolution directing that sales agencies be 
studied and reported on at the next Institute 
meeting. 

Election of Officers and Directors 


Election of officers then followed. Victor M. 
Scanlan, of Lamar Lumber Co., Bogalusa, La., 
was elected president. He succeeds George H. 
Henderson, of Angelina County Lumber Co., 
Keltys, Tex. Other officers named for the new 
year included: Lee Robinson, Mobile River 
Sawmill Co., Mobile, Ala., first vice-president; 
R. L. Kellogg, Kellogg Lumber Co., Alexan- 
dria, La., second vice president, and H. C. 
Dewey, Chapman & Dewey Lumber Co., Mem- 
phis, Tenn., treasurer. Directors named to fill 
vacancies were: 

Blutcher 
Jacksonville 


Blair, Midway Hardwood 
Fia.; J. L. Camp, ir., 
Manufacturing Co., Franklin, Va.; Parrish 
Fuller, Hillyer-Edwards-Fuller (Inc.), Oak- 
dale, La.; Geo. H. Henderson,, Angelina Hard- 
wood Co., Keltys, Tex.; H. B. Johnson, Mans- 
field Hardwood Lumber Co., Shreveport, La.; 
George McSweyn, E. L. Bruce Co., Memphis, 
Tenn.; C. C. Sheppard, Louisiana-Central Lum- 
ber Co., Clarks, La.; B. C. Tully, Anderson- 
Tully Co., Memphis, Tenn.; F. T. Turner, 
Santee River Lumber Co., St. Stephens, S. C.; 
FE. M. Vestal, Vestal Lumber & Manufactur- 

ing Co., Knoxville, Tenn. 


Co., 
Camp 


Following the general meeting, the board of 
directors re-elected J. H. Townshend as secre- 
tary-manager. The meeting then adjourned. 

—_—_—_— 

GAS DERIVED FROM WOOD is being promoted 
as a motor fuel by Czechoslovakia, for the 
benefit of the nation’s lumber industry. The 
product is listed as being, in that country, 80 
percent cheaper than gasoline. Production is 
now on a small scale. 
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National Production, Shipments and Orders 


Wasuincton, D. C., April 10. 





Following is the National Lumber Manufacturers’ Association report for two weeks ended April 1, 1933, and 


for thirteen weeks ended that date, covering mills whose statistics for both 1933 and 1932 are available, and percentage comparison with statistics of 
identical mills for the corresponding period of 1932: 








TWO WEEKS Average No. Production Percent Shipments Percent 
Softwoods: of Mills 933 of 1932 1933 of 1932 
Southern Pine Association....... ses cceeees : 99 39,553,000 97 56,001,000 123 
West Coast Lumbermen’s Association........ 172 112,083,000 98 132,355,000 9: 
Western Pine Association ........+s+eeseees 113 22,672,000 66 62,444,000 86 
Northern Pine Manufacturers................ | i re fis 2,664,000 SI 
Northern Hemlock & Hardwood Mfrs.’ Assn.. 15 545,000 74 1,724,000 154 
Total softwoods ....... ‘cpdetoweon dew eed's = 406 174,853,000 92 255,188,000 26 
Hardwoods: - 
Hardwood Manufacturers’ Institute.......... 177 14,025,000 73 19,626,000 3 
Northern Hemlock & Hardwood Mfrs.’ Assn.. 15 1,201,000 105 2,176,000 4 
Woetal BAFEWOOES 6cccccccccccccesesessecse 192 15,226,000 7h ~ 21,802,000 “82 ~ 
Geand TOtMlS cccccccccvcccsccecsceoccecoves 583 190,079,000 v0 276,990,000 Ts 
THIRTEEN WEEKS 
Softwoods: ’ ’ — eee 
Southern Pine Association........--+++++eeee. v1 18,652,000 96 28,637,000 124 
West Coast Lumbermen’s Association........ 172 54,900,000 o5 71,426,000 7 
Western Pine Association......... sc0nbeeeee 10% 11,836,000 7A 33,486,000 on 
Northern Pine Manufacturers........+.+.+.. . $ = wip ee i 1,260,000 70 
Northern Hemlock & Hardwood Mfrs.’ Assn.. 14 165,000 61 702,000 120 
Datel SOMtWOOES oo cciccccssccvsscersvecess ay3 85,553,000 92 135,511,000 102 
Hardwoods: : _ 
Hardwood Manufacturers’ Institute.......... 177 7,047,000 74 10,778,000 91 
Northern Hemlock & Hardwood Mfrs.’ Assn.. 14 511,000 109 1,042,000 S4 
etek De 66. 608 bevdw dense nenid eae 191 7,558,000 76 “11,820,000 -y 
Grand totals ...cccccccccccccrccccvevccsece 570 93,111,000 90 147,331,000 101 





Western Pine Summary 


[Special telegram to AMERICAN LUMBERMAN ] 
PorTLAND, Ore., April 12.—The Western 
Pine Association reports as follows on opera- 
tions of Inland Empire and California mills dur- 
ing the two weeks ended April 8: 
Average number of mills reporting, 112: 
Total production for two weeks.. 25,329,000 
Total shipments 65,338,000 
Total orders received............ 68,714,000 


Report of average of 110% mills: 


Average weekly capacity......... 33,493,000 


Weekly average for 3 previous 

SOE. cacxeccdstakcevhkeneeeaess 44,157,500 
Actual production, weekly average 12,664,500 
Weekly average of identical mills, average 


number, 110%: 
—Two Weeks Ended— 
Apr. 8, 1933 Apr. 9, 1932 
12,614,500 19,565,000 
522,500 35,497,000 


32, 5, 
34,158,500 3,083,500 


Production 
Shipments 
Orders received..... 
Identical Mills: 

Production, weekly average for 3 
previous years (average num- 
WOP GE MOETIE, SSE i ic cccocesec% 

On Apr. 8, 


42,281,500 
On Apr. 9, 


1933 1932 
Unfilled orders (113 
ME abawvignsysde 118,581,000 161,501,000 
On Apr. 1, On Apr. 2, 
1933 1932 
Gross stocks (111 
eee 1,135,071,000 1,532,118,000 





West Coast Review 


[Special telegram to AMERICAN LuUMBERMAN] 
_ SEATTLE, WasH., April 12.—The 179 West 
Coast Lumbermen’s Association mills giving 
production, shipments and orders during the 
two weeks ended April 8, reported: 
Production 115,898,000 
Shipments 134,264,000 
Orders 140,728,000 

A group of 252 mills whose production re- 
ports for 1933 to date are complete reported as 
follows: 


15.8% over production 
21.4% over production 


Average weekly cut for 14 weeks: 


oo EE EOE oe ra 65,711,000 

Co a RIT 56,774,000 
Average cut for two weeks ended 

PEO gba h ais oats ae oe eee 62,902,000 


A group of 179 mills, whose production for 
the two weeks ended April 8 was 115,898,000 
feet, reported distribution as follows: 








; Unfilled 
Shipments Orders Orders 

ae 44,173,000 48,658,000 67,043,000 

Domestic 

_ Cargo ... 47,500,000 53,982,000 113,438,000 

Export 31,008,000 26,505,000 90,975,000 

Local 11,583,000 ie 8 errr 
134,264,000 140,728,000 271,456,000 








| 





Orders Percent 
1983 19382 
57,458,000 127 
158,992,000 119 
77,260,000 108 
2,820,000 q7 
2,332,000 263 
298,862,000 117 
23,056,000 111 
3,216,000 151 
114 
117 
25,846,000 138 
72,314,000 1008 
37,458,000 107 
1,240,000 76 
1,091,000 264 
137,94 9,000 m3 
11,392,000 110 
1,175,000 112 
12,567,000 110 
150,516,000 113 





Wasutncton, D. C., April 10.—Following is state 
and unfilled order footages April 1: 


Relation of Unfilled Orders to Stocks 


Association— 


Southern Pine Association 
West Coast Lumbermen’s Association 
Western Pine 
Northern Pine Manufacturers................6.. 


Hardwood Manufacturers’ 


Association 


Institute 


No. of 


Mills 


Gross 
Stocks 
491,274,000 
969,689,000 
1,135,071,000 
167,929,000 
867,912,000 


ment for five associations of the gross stock 


Unfilled 
Orders 
62,769,000 
220,844,000 
116,810,000 
6,616,000 


67,600,000 





. 


Orders 44 Percent Above Output 


[Special telegram to AMERICAN LUMBERMAN] 


WASHINGTON, D. 











C., April 13.—Six associations for the two weeks ended April 8 reported 








as follows: Week No. of 
Softwoods ended Mills Production Shipments Orders 
Southern Pine Association (North Carolina April | 92 19,244,000 29,416,000 26,854,000 
SE DEE. Sia dndakctebeaedeaaNeureua April 8 107 22,317,000 24,531,000 21,670,000 
West Coast Lumbermen’s Association....... April 1 178 55,784,000 71,988,000 73,140,000 
April 8 179 58,681,000 59,173,000 66,745,000 
Western Pine Association (Inland Empire April 1 111 11,836,000 33,623,000 37,543,000 
Ce See. Cn cba veacsaeeccesese cd April 8 113 13,493,000 31,715,000 31,171,000 
Northern Pine Manufacturers..............4 April 1 -  xameatas 1,260,000 1,240,000 
April 8 reas ines 1,768,000 1,775,000 
Northern Hemlock & Hardwood Manufac- April 1 15 165,000 702,000 1,091,000 
turers’ ASSOCIAtION........cceeeeeeeeeeeees April 8 16 265,000 1,257,000 1,464,000 
Totals ..... Prrrrrrrrrrr errr reer reer ee eee April 1 103 87,029,000 136,989,000 139,868,000 
Mavaweeds April 8 422 94,756,000 118,444,000 122,825,000 
Hardwood Manufacturers’ Institute........ 4 April 1 249 8,799,000 12,586,000 15,980,000 
April 8 249 9,866,000 13,747,000 13,827,000 
Northern Hemlock & Hardwood Manufac- —_ 
turers’ prove ~% Reames sha aeavbcn o)aai'e ear oe April 1 15 511,000 1,042,000 1,175,000 
April 8 16 445,000 1,070,000 1,021,000 
TL bikasnddee oneee bbadswakbeaaesqunwes April 1 264 9,310,000 13,628,000 15,155,000 
April 8 265 10,311,000 14,817,000 14,848,000 
Southern Pine actual 36 percent normal and Hardwood Institute 20 percent normal. 





A group of 172 identical mills whose reports 
of production, shipments and orders are com- 
plete for 1932 and 1933 to date, reported as 
follows: Aver. for two 
weeks ended 
Apr. 8,.1933 

55,579,000 


Average for 14 weeks 
1933 1932 


Production 49,687,000 55,690,000 


Shipments 64,389,000 52,830,000 63,961,000 
Orders 68,437,000 55,908,000 61,275,000 


To Manufacture Imported 
Mexican Hardwoods 


EVANSVILLE, INp., April 11.—Noble K. Lay, 
of Indianapolis, has announced that the Mex- 
american Hardwood Co. will locate in Evans- 
ville and will employ about a hundred men 
in sixty to ninety days. Mr. Lay formerly 
was connected with the Talge Mahogany Co. 
at Indianapolis and is well known in furniture 
manufacturing circles. W. C. Devore, pres- 
ident of the new firm, for the last ten years 





has been secretary of the Pierson-Hollowell 
Walnut Co., Danville, Ill. The company will 
handle fancy woods in veneer, and mahogany. 


Hardwood Consumer Ordered 
to Complete Contract 


Mempuis, TENN., April 10.—A jury in 
Chancery Court upheld a contract placed by a 
consumer with a manufacturer of hardwood. 
Testimony showed that the Murray Wood 
Products Co. had placed cutting orders with 
the Woods Lumber Co. for 6/4 sycamore, that 
the Woods Lumber Co. had specially cut this 
lumber for the defendants, and that more than 
400,000 feet had been held for nearly two years, 
The evidence showed that, because of defend- 
ants’ failure to take this lumber when dry, con- 
siderable damage had resulted. The jury ruled 
that the buyers should take the lumber and pay 
for it in full. 
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Sales You Might Be Making 


Always a big demand for stepladders every spring— 
your opportunity to feature these in a special offering—a 
nice window display — 
with special hand bills or 
a special advertisement 
in the local newspaper 
with emphasis on the 

| lightness and strength of 
imam the well known line of 














purposes. 


ladders. 





RABCOC 
SPRUCE LADDERS 


We manufacture strictly Spruce ladders. They are in a class by themselves. Air-dried 
Spruce is very light and durable and is far superior to any other material for ladder 


The Babcock line includes a ladder for every purpose. All hardware is cadmium plated, 
i. e. rust proof. The customer who buys a Babcock ladder is a satisfied customer. Every 
Babcock ladder going out of your yard is an advertisement for the quality of your materials. 


Write today for Babcock catalog—and let us tell you how other 
dealers are making extra profit featuring Babcock genuine Spruce 


THE W. W. BABCOCK CO., Bath, N.Y. 
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Texans Look at Credit Policies, 
and Cash-and-Carry 


[Special telegram to AMERICAN LuUMBERMAN] 

Corpus Curisti, Tex., April 11.—With four 
hundred in attendance, H. W. Galbraith opened 
the forty-seventh annual convention of the 
Lumbermen’s Association of Texas at Corpus 
Christi with a feeling of optimism that, with 
conservative practices and sound credit poli- 
cies, the retail lumber industry will move for- 
ward as conditions improve. His report through- 
out called for a united industry to co-operate, 
and begin a system of merchandising that will 
bring prosperity to all units. He condemned 
the trucking of lumber as injuriously affect- 
ing prices and profits. 

E. E. Woods, substituting for G. H. Zimmer- 
man, was complimented for his vivid portrayal 
of a financing scheme. The advertising of 
cash-and carry yards, whose policies are sell- 
ing at a lower price, he declared misleading, 
and called upon the industry to learn to sell 
and to co-operate through unity of thinking. 

The general discussion on credits—as led by 
Walter Sloan, of Fort Worth, and discussion 
leaders C. W. Callaway, C. E. Turner and 
A. Deffebach—concerned itself particularly with 
what steps will be necessary to obtain credit 
in the future. The universal answer was, col- 
lateral paper that banks would accept. 

Sidney Kring gave the address of welcome, 
and Albert Steves, sr., of San Antonio, the 
response. Mr. Steves said that for years the 
lumbermen had been invited to southern Texas, 
and he knew the picture they now obtain would 
be a revelation. He later told of the four 
cash-and-carry yards he was interested in at 
San Antonio, but would not admit that they 
were making money—the adventure was new. 
These yards are open until nine o’clock at 
night for farmers and others. 

Henry Sauer was in charge of the question 
box. The main thought occupying many was 


how could surplus lumber yards be disposed of. 
The Texas laws prevent consolidation through 
purchase if competition is reduced. 

The Texas Line Yard Retail Lumber Deal- 
ers’ Association meeting on April 10 was well 
attended. Hugh Hawley, of Dallas, presided. 
The question of what was a proper discount 
to be allowed by manufacturers, was the main 
topic. R. E. Wooldridge was elected pres- 
ident, and G. H. Zimmerman was again made 
secretary. 


Dakota Dealers See Need for 


More Owners in Homes 


MitcHELL, S. D., April 10—Lumber dealers, 
representatives of lumber mills, coal and build- 
ing materials and accessories firms, numbering 
almost three hundred, gathered here April 5 
and 6 for the South Dakota Retail Lumbermen’s 
Association convention. The Corn Palace, con- 
vention headquarters, was lined with display 
booths and exhibits showing the latest types 
of building materials, fuel and merchandise 
handled through lumber companies. 

The convention opened with an address of 
welcome by the mayor, George Fredericks, 
after which Max F. Nobis, of Mitchell, pres- 
ident, gave his annual address. Mr. Nobis 
urged confidence in President Roosevelt’s pro- 
gram. He said: “Each and every one of us 
has a duty to perform in our community, to 
do what we can to help the present situation.” 
He stressed building campaigns, public and 
community; also, a better homes movement, 
and said: “The buying public must be edu- 
cated to know that the building of a home 
is an investment as well as affording a place 
to live. In the United States as a whole, less 
than 47 percent of all the people live in their 
own homes. South Dakota ranks twenty-first 
in home owners, 51 percent of the people liv- 
ing in their own homes.” 

H. C. Kehm, of Harrisburg, treasurer, gave 
his annual report. R. L. Patty, of State Col- 
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lege, at Brookings, spoke on ventilation, point. 
ing out the purposes of ventilation and explain. 
ing various systems that have proved atis- 
factory. 

A. S. Brock, of Peoria, Ill., explained a plan 
to convert farm products into alcohol for blend. 
ing with gasoline, for use as automotive fuel, 

B. A. Webster, of Mason City, Iowa, in his 
address, said: “If we as lumbermen are to 
survive the storm, we must do so as an jn. 
dustry and not as individuals; individual prob- 
lems can only be solved co-operatively.” He 
stressed co-operation, business methods and 
credit. 

W. R. Ronald, of the Mitchell Republican, 
outlined the farm plan. 

O. C. Lance, of Minneapolis, secretary North- 
western Lumbermen’s Association, stated that 
“retail lumbermen have withstood the depres- 
sion as well or better than the average busi- 
ness man. Today the prudent lumber mer- 
chant is giving major attention to five prin- 
ciples which might be called the five fingers on 
the hand of control. He must conserve present 
resources by reducing expenses to the minimum 
and turning stock frequently; he must employ 
intelligent, intensive merchandising to selected 
customers; he must follow a rational credit 
policy to safeguard himself against losses 
through bad accounts: he must think sanely, 
plan carefully and deliberate calmly; he must 
avoid panicky practices and he must work and 
work hard.” 

Walter Miller, of Watertown, was elected 
president; Scott Morrill, of Rapid City, vice 
president; K. J. Benz, of Sioux Falls, director 
for two years, and M. F. Nobis, of Mitchell, 
director for three years. 





National-American Convention 
Program 


NEw York, April 11.—The annual convention 
of the National-American Wholesale Lumber 
Association, to be held at the Mayflower Hotel, 
Washington, D. C., April 26-27, will cover prac- 
tical subjects. In announcing convention plans, 
Secretary Schupner states: “The best way to 
learn how we may work among ourselves and 
better co-operate with the other branches of the 
industry is to ask well known industry leaders 
to tell us, as wholesalers, what is on their minds. 
Our convention is a meeting place for exchang- 
ing ideas, and the list of speakers is indicative 
of the interest shown in our convention.” The 
highlights of the program are: 

LOOKING INTO THE FuTURE—Address by Presi- 
dent Myers. Mr. Myers will have something to 
say on wholesalers’ compensation, co-operation 
with manufacturers, playing a lone hand. 

SWEEPING AWAy SOME OF THE MENTAL CoB- 
WEBS—Harry T. Kendall. Mr. Kendall was 
chairman of the manufacturers’ group in all our 
joint conferences. He has some up-to-date ideas 
on wholesale distribution, what co-operation be- 
tween mill and wholesaler means. 

CO-OPERATIVE PLANS BY MANUFACTURERS— 
Wilson Compton, Secretary-Manager, National 
Lumber Manufacturers Association. He knows 
the interest in the Appalachian Coals decision, 
and the possibility of applying group selling to 
lumber. 
used. 


SOUTHERN PINE MILLS AND WHOLESALERS— 
L. O. Crosby, president Southern Pine Associa- 
tion. Mr. Crosby was formerly a wholesaler. He 
says, “Practices often develop what we think 
are conflicting interests. Misunderstandings are 
for lack of information.” 

THE BAD DEBT NIGHTMARE—J. A. Currey, 
Chairman National-American credit department 
committee. 

LATEST INTERCOASTAL NEWS—Don. R. Mere- 
dith, president Intercoastal Lumber Shippers 
Association. What does firm price mean in the 
interest of better distribution? 

MERCHANDISING INSTEAD OF SELLING—Henry 
J. Eckstein. To market its Brazilian woods in 
the United States, the Ford Co. selected Cooney, 
Eckstein & Co., New York. Mr. Eckstein will 
tell of their plans’ and discuss the present neces- 
sity of selling uses to consumers. 

WHAT WILL WHOLESALE DISTRIBUTION YARDS 
MEAN?—Charles L. Adams of the Cross, Austin 


He will tell how wholesalers may be 
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& Ireland Lumber Co., Brooklyn. Some interest- 
ing views on co-operation to preserve desired 
distribution practices, 

Wuy THE RETAILER NEEDS THE WHOLESALER 
anp How—Spencer D. Baldwin, president Na- 
tional Retail Lumber Dealers Association. Mr. 
Baldwin is also president of the New Jersey 
Lumbermen’s Association. He knows what co- 
operation with wholesalers means and doesn’t 
hesitate to criticize retailers as well as whole- 
salers. 

METAL CONNECTORS FOR TIMBER 
TION will be discussed by Axel H. 
the Department of Commerce. 


CONSTRUC- 
Oxholm of 


Srarr—Secretary Schupner will report on the 
condition of the association and its activities 
for the year; R. A. Dattey, North Coast man- 
ager, upon conditions in his territory. 

“Dorncs” oF CONGRESS — Hon. 
Duffey, new congressman from Ohio. He knows 
the lumber business, having been counsel for 
the National Retail Lumber Dealers’ Associa- 


Warren J. 


AMERICAN LUMBERMAN 


tion and other lumber organizations. 

COMMITTEES on wholesale costs, legislation, 
railroads and transportation and arbitration will 
cover matters in their respective fields. 

The board of directors will meet on April 25 
and after the convention, April 27. 

The annual dinner occurs on the evening of 
April 26, at the Mayflower. 





Lumber Company Wins Suit 


WIinston-SaLteM, N. C., April 10.—The 
W. M. Storey Lumber Co. was awarded a ver- 
dict in the Forsyth Superior Court for the full 
amount of damages and costs claimed under a 
contract for lumber sold to the Tomlinson Chair 
Co., High Point, which company, according to 
the testimony, had refused to accept lumber after 
a price decline. No appeal was taken, and the 
judgment was paid in full. 


Missourians Would Free 


Welcome Court Decision Permitting Co-operation and Ask 
Liberalization of State Restrictions — District Group 
Organization Urged—Foresee Home Building Break Depression 


PopLar Biurr, Mo., April 3.—Definite indi- 
cations of improved business conditions are 
seen by members of the Southeast Missouri 
Retail Lumbermen’s Association, which con- 
cluded its eighteenth annual convention in Pop- 
lar Bluff March 31. More optimism was ex- 
pressed than at any session for three years, and 
it is the general belief of lumber dealers that 
resumption of home building will break the 
depression. 

Charles E. Kiefner, of Perryville, was re- 
elected president. Other officers elected in- 
cluded J. Lanier Byrd, of Charleston, vice 
president; W. T. Nethery, Hayti, secretary, 
and O. T. Pfefferkorn, Chaffee, treasurer. The 
directors chosen are F. M. Robinson, L. T. 
Metz, C. A. Himmelberger, Leon Herrick and 
J. R. Henderson. Mr. Henderson was chosen 
to succeed Ed Jones. 

Approximately a hundred dealers and manu- 

facturers’ representatives attended this. con- 
vention, the largest crowd in several years, 
and more interest was manifest, according to 
President Kiefner, than for a long time. Pop- 
lar Bluff was decorated with flags and bunting. 
So royal was the reception that the dealers 
voted unanimously to return here next year. 
_ On the evening of March 29 a group of visit- 
ing lumbermen, who have been close friends of 
L. T. Metz for many years, were entertained 
at dinner at his country home, three miles 
south of Poplar Bluff. The Metz home, cost- 
ing approximately $100,000, was thoroughly in- 
spected by the lumber dealers. A four course 
dinner was served, with Mrs. Metz as chief 
hostess. A program was carried out to the 
delight of those attending, by a number of 
young artists. 

President Guy Cahill, of the Poplar Bluff 
Chamber of Commerce, delivered the address 
ot welcome. He praised lumber dealers for 
the active part they play in civic affairs, call- 
ing particular attention to the civic activities 
of Poplar Bluff lumbermen. 

_By means of a radio broadcast, Leon Her- 
rick, of Caruthersville, replied to Mr. Cahill’s 
address. Through a concealed radio amplifier, 
a voice informed the convention that the speaker 
was stalled in a broken down automobile be- 
tween Poplar Bluff and the Metz home. He 
explained that the breakdown occurred when 
he tried to haul off from the Metz home every- 
thing he could not eat. 


People Must Regain Vision, Confidence 


President Kiefner, in his annual address, 


declared what is past in the business world 
is dead and gone beyond recall, “thank good- 


’ 


ness.” He said it is no time for lamentations, 
for criticism and blame or for political par- 
tisanship, and that it was up to the lumber 
dealers, as well as other citizens of the 
country, to get behind the leader whom they 
had chosen and try to regain the ground 
which had been lost. It is time, too, said 


the speaker, to enjoy the blessings of liberty, 
neighborliness, 


friendship and that we still 





W. T. NETHERY, 
Hayti, Mo.; 
Re-elected Secretary 


CHARLES KIEFNER, 
Perryville, Mo.; 
te-elected President 


possess, and to give thanks for the remnant 
of trade left to us and feel gratitude for the 
patience of our creditors and the repeated 
promises of our debtors to pay. 

We are not here to settle problems of state, 
nor to devise plans to eliminate competition. 
We are here in a spirit of friendliness and to 
develop good will. Mr. Kiefner said lumber- 
men can do much to better times and condi- 
tions. They are leaders in a community be- 
cause they are inseparably linked with build- 
ing, are progressive, and must accept re- 
sponsibilities in endeavoring to bring about 
improvement. It is up to them to take the 
lead. Our institutions, he continued, are as 
sound as they ever were. It is the people 
who have lost their perspective. We have no 
need of a revolt as a cure for all economic 
ills. We, as a people, must regain our vision, 
banish fear and restore confidence. We must 
pay more attention to building human char- 
acter and get back to the teachings as laid 
down in the Golden Rule and the Sermon on 
the Mount. 


E. G. Roland, of Caruthersville, in speaking 
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Court Approves California 
White Pine 


SAN Francisco, CAL., April 8—The Federal 
Trade Commission some time ago threw a 
monkey wrench into the lumber industry of 
the West by announcing that because western 
pines belong to the yellow pine family, lum- 
bermen could not use the term “white pine” 
in describing their product. However, after 
an appeal by twelve leading lumber concerns, 
on April 4 the United Circuit Court of Appeals, 
San Francisco, decided that not even the Fed- 
eral Trade Commission can take “white” out of 
California white pine. The opinion of the Cir- 
cuit Court holds that California white pine has 
been known for so many years by that name 
that it is not “deceiving the public” nor is it 
“injuring competitors,” as the commission 
charged, to use that name. 


Enterprise 


on co-operation, suggested, as a step in further- 
ing co-operation among lumber dealers, that 
members of the Southeast Missouri association 
form small organized groups which would meet 
once or twice a month and discuss business 
problems. 

G. W. Barton, Little Rock, Ark., discussed 
credit in the lumber business. He cautioned 
dealers not to try to buy the business of con- 
tractors by extending too much credit, and cau- 
tioned them against accepting too-long terms 
and too-low payments on houses. “I would 
rather have a first mortgage on a house where 
the security is good and the man is all right, 
than to have my money invested in any stock 
that could be bought off the board,” he declared. 
He urged lumber dealers to establish a revolv- 
ing fund to take care of certain types of credit 
extension. 

Hugh Siegel, Huttig Sash & Door Co., of 
St. Louis, discussed briefly sales efforts under 
present conditions. 

Other speakers included L. T. Metz, on “To- 
day’s Cost of Operating a Lumber Store”; E. 
E. Woods, Kansas City, “Are Associations 
Worth While?”’, and J. Good, Doniphan, on 
“What of the Future of the Small City Yard?” 

All speakers declared they believed the worst 
of the business depression is passed, and that 
they are confident that business will show a de- 
cided increase by the latter part of 1933. 


Business Restrictions Should Be Eased 


Approximately one hundred and fifty persons 
attended the annual banquet. held at the Ducker 


banquet hall the evening of March 31. At that 
time, resolutions prepared by a committee 
headed by Mr. Metz, were read. They follow, 
in part: 


That we go on record for liberalization of 
our State anti-trust laws, so that legitimate 
business may not be unduly stifled and in- 
hibited, to the end that normal business may 
function and prosperity be more quickly re- 
stored, and our entire citizenship benefited 
thereby. 

That the Supreme Court of the United 
States, in the recent decision of the Appala- 
chian Coal case, has taken new ground in 
the construction of the Federal statutes, 
thereby making it possible for the business 
of the nation to be conducted with adequate 
return, so that capital assets will not be 
wiped out and producers and manufacturers 
destroyed. 

Additional resolutions, expressing thanks 
to the Poplar Bluff lumbermen, the Chamber 
of Commerce and other organizations and 
individuals who co-operated to make the con- 
vention a success, were approved by unani- 
mous vote. 
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The Curtis Companies, manufacturers of 
Curtis Woodwork, with head offices at Clinton, 
lowa, have prepared a small-house merchandis- 
ing plan which contains some striking, and even 
revolutionary, features, and which is being put 
into effect with the assistance of established 
Curtis dealers. While the administration of the 
“Key Homes” plan is in the hands of the retail 
lumber dealer, the plan itself is most “liquid” 
in its application in a given community. The 
architect, the contractor and real estate builder 
can all co-operate as members of the local unit 
behind the plan. With this possibility of local 
co-operation behind a quality home, with no 
distribution channels changed, the plan seem- 
ingly offers a real opportunity to create some 
measure of business volume. 


To Promote Quality at Low Cost 


The purpose is to promote the sale of fine 
quality small houses, with a completed cost 
range extending roughly from $2,000 to $5,000 
—the lower figure to be understood as covering 
the house without full excavated basement. The 
structure of the plan is such that these houses 
can be sold as unit propositions—fully engi- 
neered and completely equipped with heating, 
lighting, plumbing and other accessories fur- 
nished by the various participating manufac- 
turers. This information was given the AmerI- 
CAN LUMBERMAN by H. H. Hobart, S. S. Cook 
and E, E. Green, of the Curtis organization at 
Clinton, lowa. 


Lumber Yard Materials Employed 


In explaining the factors which led to this 
undertaking, Mr. Hobart stated that, like other 
lumbermen, he had followed the experiments 
which employ materials other than those known 
as “standard” in the industry. “None of us 
knows the future of the steel or the poured or 
the plastic house,” he said. “Some of these 
forms of construction are destined to be suc- 
cessful. It is scarcely likely that all wood can 
be eliminated, and wood sash and doors seem 
likely to hold their own. All of these new ideas 
are extremely revolutionary in character, and 
it is quite evident that before any of them are 
successfully established, much water would have 
to go over the dam. This new plan employs 
only materials now carried in well equipped 
lumber yards and other sources of local supply, 
and in no way disturbs accepted methods of dis- 
tribution. From the standpoint of the resultant 
house, it offers elevations with which the public 
is now familiar.” 


"Huddled" Folk Wish Separate Homes 


The small-house field promises to be the most 
important to the lumber dealer and to the pub- 
lic, and two or three facts may be mentioned 
to prove the truth of this statement. During 
the difficult years just past, families have “gone 
into a huddle.” Two and sometimes three fam- 
ilies are living in one house. No roof is big 
enough to make this a satisfactory arrange- 
ment, and at the first possible moment these 
families will separate. This in itself will create 
a market for small houses. In the second place, 
a large number of families have been living in 
apartments. But normally the rental in apart- 
ments is expensive, and many of these families 
are in the market for small houses that are well 
designed and well built. Still a third factor is 
the obsolescence which has been going forward 
steadily during the years when comparatively 
few replacements were made. This replacement 
market is quite certain to turn to small struc- 
tures, for the day of the huge house seems to 
be over. During receent years, only wealthy 
people have built large homes, 


AMERICAN LUMBERMAN 


Small Homes of Quality 


(Complete and Flexible) 


Offered Through Key Plan 


Architects and Engineers Plan Small Homes 


But in the past the small house was some- 
thing of an orphan child, and received little at- 
tention. For years it was built either accord- 
ing to a large-house plan, reduced in size, or 
else it was designed by a journeyman carpenter. 
The results were not inspiring. During the 
last decade or so the general outline of these 
small structures has received attention, but too 
often that attention ceased with outline archi- 
tecture, and did not include adequate engineer- 
ing or suitable accessories. 

To meet this general situation, the Curtis 
Companies have had a series of twenty-four 
small houses designed in the price range men- 
tioned above, and in addition there are sixteen 
designs offered which meet the market demand 
immediately above the price range mentioned. 
These designs have been made with the best 
architectural skill available. The purpose has 
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AMERICAN RADIATOR COMPANY. 
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= GENERAL ELECTRIC COMPANY 
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SILENT GLOW OIL BURNER CORP. 
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PRIDE OF OWNERSHIP will be fostered by display 

of this plaque in each home, for it bears the names 

of leading manufacturers with a national reputa- 
tion for quality fitments 


been that of keeping the price range low, with- 
out sacrificing real quality. Several of the 
houses have variable plans. Some can be built 
without basements, and with central heating 
units located on the first floor. Some can omit 
fireplaces. These variations have been planned 
so that the changes do not affect the efficiency 
or beauty of the completed building. Some are 
planned so that later additions can be made. 

Then, to assure complete and adequate engi- 
neering, the Curtis Companies took these plans 
to carefully selected manufacturers of national 
reputation, and asked these people to design 
heating, plumbing and electrical equipment for 
each one. The best engineering brains of the 
country have worked over these problems. The 
accessories chosen have been in the upper 
brackets of quality, each specifically fitted to 
the house in question. 


Fine Fenestration Economizes Heat 


All these plans call for Curtis Silentite Pre 
Fit Frame and Window Units, and by following 
the reports of investigators in no way connected 
with the company, about the heat-retaining 
qualities of these units, the heating engineers 
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Sales Portfolios Enable Dealer to Present 
Choice from Finely Designed and Engineered 
Buildings, Backed by National Reputations— 
They Will Help Him to Sell Yard Materials 


have been able to arrive at the exact amount 
of radiation needed. In several plans the use 
of these units has made possible savings of ap- 
proximately $100 in steam heating installation, 
Account is taken of different latitudes and dif- 
ferent local preferences. The dealer indicates 
whether hot air or steam is the customary in- 
stallation in his town, and the proper sheet js 
included in the blueprints. 

The same care has been taken in designing 
the plumbing and electrical fixtures, the lock 
sets and other finish hardware. The manufac- 
turers of finish hardware, for instance, offer 
four different lock sets in different designs but 
at the same price. A similar opportunity for 
selection is offered by the manufacturer of 
lighting fixtures, who presents different choices 
for each house. Still other lines have been 
enlisted, such as makers of window shades. 


Precise Detail Drawings Guide Builder 


Perhaps, in time, several or all these acces- 
sories will be furnished in package form; all 
the fixtures and installation materials for each 
line, designed for a given house, sent by the 


manufacturer through his local dealer in a 
single package shipment. But experience is 
lacking in this service, and these accessories 


will be clearly indicated and supplied as at 
present, through present accepted distribution. 
The plans indicate exactly how and where in- 
stallations are to be made. In fact all blue 
prints are completely detailed. Drawings show 
precisely how each feature of the building is 
to be constructed. Framing short cuts are in- 
dicated, saving mechanics’ time. There is no 
possibility or excuse for error or wasted ma- 
terials. If the plans are followed, the only 
variations will lie in differing prices of lumber 
and varying wage scales. 


Plaque Tells Quality of Fittings 


The houses can, of course, be equipped with 
other accessories; and in that event the plans, 
so far as architecture is concerned, are still of 
the highest grade. But the fact that the planned 
accessories have been fitted exactly to the plans 
by the best engineers of the country, will be a 
strong inducement to follow the unit sugges- 
tions throughout. Houses that are built with 
all the indicated collateral lines will have adver- 
tising plaques on the job, listing these nation- 
ally known goods and their manufacturers ; and 
a smaller plaque containing the same informa- 
tion will be placed in the finished building. 


Sales Portfolios Help the Dealer 


The Curtis people, in collaboration with other 
participating manufacturers, have formulated 
merchandising plans to aid dealers in selling 
these buildings. Each dealer supplies himself 
with portfolios, each containing the forty plans 
printed on separate sheets. There is a picture 
of the house, the layout of the floors, and a briet 
statement about the building. These forty 
plans consist of the twenty-four especially de- 
signed for the series, and sixteen others selected 
by the dealer. These sixteen extras make it 
possible for the dealer to include certain types 
that may be especially popular in his commun- 
ity. On the reverse side of each sheet illus- 
trating a house design, is carried a catalog- 
advertisement of the material offered by a par- 
ticipating manufacturer. Because the portfolio 
is of loose-leaf type, it is possible for the pros- 
pect to select certain house designs in which he 
is interested, and then, from the manufacturer’s 
catalog - advertisements, assemble illustrations 
and information relative to each of the partici- 
pating manufacturer’s fitments which go to 
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make that home a complete unit. Thus the 
prospect, through the rearrangement and study 
of these sheets, has a complete pictorial story 
of the exterior and the interior, and the im- 
portant interior fitments. 


Colored Renderings for Window Displays 


The company has reproduced the pictures and 
floor plans, as they appear in the portfolio, in a 
much enlarged form and has mounted them on 
cards approximately 20x28 inches in_ size. 
These are then colored by hand. These colored 
renderings are sold to the dealer, and they are 
handsome enough to hold their own in any sur- 
roundings. It is easy to induce a department 
store, for instance, to display several of these 
colored renderings in a show window, ina suit- 
able setting and with the name of the lumber 
company carried on a separate sign. Depart- 
ment stores, by reason of the household goods 
they carry, have an immediate interest in the 
sales of new houses. Similar displays can be 
made of the colored renderings in offices of real 
estate men and financing companies. With a 
little inventiveness and originality, a dealer can 
use these displays in such a way that almost by 
themselves they will tell the complete story of 
the new service. 

Once the system is in use, a dealer can learn 
all labor and lumber costs, and can fix a com- 
pleted price for each house—with the guess work 
and old-time “extras” eliminated. 

Before this formal announcement, a 
number of Curtis dealers have had _ this 


gOC dd 
idea 
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presented to them, and have for some months 
been aggressively selling the idea to their cus- 
tomers. These dealers were won to the plan by 
several facts—that it offers a small house of 
high quality, completely engineered by co-oper- 
ating manufacturers or by authorities retained 
by them; that the construction and merchandis- 
ing plans are complete; that it makes possible 
a statement of quality based upon national 
reputations, and that it also makes possible a 
prompt and definite answer to the question 
which the customer asks first and in which he 
continues to be interested until the building is 
completed: How much will it cost? 

This is the Curtis Companies’ response to the 
challenge of the times. It is their contribution 
to the lifting of the depression by the time-hon- 
ored means of revived house construction. 





New Redwood Sawmill Is 
Completed 


Fortuna, CA.cir., April 8.—The sawmill of 
W. P. McIntyre & Son, which has been under 
construction here for the last eight months, has 
been completed and during this week was given 
its initial tryout. The motive power for the 
new plant is furnished by twin steam engines, 
11x18; the head rig consists of triple circular 
saws, each 52 inches in diameter; and the 
equipment includes a regular gang edger and 
gang trimmer, and a four side Berlin planer. 
This plant is located on Howe Creek, in Hum- 
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boldt County, on a choice tract of redwood, 
of about 60,000,000 feet. With facilities for 
both railroad and tidewater shipment, the com- 
pany announces that it is now ready to supply 
the trade with high grade redwood lumber. 





Materials Required for Housing 
Project in New York 


One of the important housing projects 
planned for the lower east side, New York City, 
is Rutgers Town, an apartment project cover- 
ing twenty blocks and involving an expenditure 
of $45,000,000. The carrying out of this project 
depends upon approval of a loan by the Recon- 
struction Finance Corporation. The Thompson- 
Starrett Co., which will be the general contrac- 
tor if the project goes through, has supplied to 
Millar’s Housing Letter an estimate of the 
quantity of materials that will be required. 
Among these as listed are 15,000,000 feet rough 
lumber, 6,500,000 feet finished floors, 2,000,000 
lineal feet wood base, 50,000 wood doors, 500,- 
000 square feet roofing, 250,000 lineal feet closet 
shelving, 85,000 square yards lathing and fur- 
ring for hung ceilings, 3,000,000 lineal feet cor- 
ner beads, 6,800 medicine cabinets, 50,000,000 
common brick, 25,000,000 face brick, 4,000,000 
fire brick. These items are selected from the 
complete list as published in Millar’s Housing 
Letter and will give some idea of the tremen- 
dous importance of housing projects of this 


kind. 





plant into “ship shape.” 


to deliver quality and service. 


feel proud. 


MIXED 





Alderman has taken advantage of the opportunity afforded 
during the past two years and put everything around the 


We can now truly say to our customers and friends every- 
where that Alderman is actually in better position than ever 


All during the fifty years in which Alderman has been 
serving the trade this organization has spared neither the 
time nor expense to set up and maintain the best possible 
equipment to produce products of which we might justifiably 


Alderman now offers a better variety than ever in mixed 
cars. We consider our workmanship unsurpassed. New air 
dogs on our carriage insure straight, even, highest class band 
sawing. New positive control dry kilns insure the best there 
is in perfect drying. Our new modern planing mill guar- 
antees expert and accurate finishing. Our modern flooring 
mill is producing the highest quality of 


ALDERMAN’S END-MATCHED 
FLOORING--GUM--PINE--OAK 


Let us quote you on a mixed car of North Carolina Pine 
lumber, end-matched Pine, Oak and Rock Gum Flooring, 
with Cypress, Tupelo Gum and Sap Gum. 


D. W. Alderman & Sons Co. 


CARS 


Alderman Completes Big Program 
of Improvements 








This control pit for our new 
modern dry kilns symbolizes the 
manner in which Alderman keeps 
pace with progress and one step 
ahead of competitors. 


Aleolu, So. Carolina 
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Nation, Its Confidence Renewed, Begins 
Long-Deferred Buying 


Business Trend Changes to 
Upward in Detroit 


Detroit, Micu., April 10.—Michigan’s lum- 
ber industry has picked up volume with a rush, 
but the rush is confined principally to mills, 
and is not experienced to a great extent in the 
retail lumber trade. Still less is it felt by 
builders. The greatest encouragement to lum- 
ber concerns in Detroit is the unmistakable 
sign of volume near at hand for remodeling, re- 
pairing and replacing. More houses are being 
torn down in Detroit than are being built. In 
one week recently permits were issued for only 
eight homes—less than the average day’s total 
only a few years ago; but in the same week 
permits were issued to tear down seventeen 
homes. But building permits, still at a low 
point—so low that men in the lumber industry 
say they are hardly a drop in the bucket—cer- 
tainly are going up. The total for the 4-week 
period ended April 1 was 84 percent above the 
previous similar period. Deeds registered have 
increased steadily also from 521 the week end- 
ing March 11 to 872 the week ending April 1. 
This 4-week period was 13 percent above the 
previous 4-week period. 


Repairing Awaits Moratoria 


Lumber dealers are vitally concerned with 
the Michigan legislature’s forthcoming bout 
with mortgage bills. Thousands of buildings 
in Detroit — residences, apartments, stores, of- 
fices and factories—are in sad need of repair. 
Their owners refuse to go ahead so long as they 
fear they may lose possession. Just now the 
courts generally are refusing to grant fore- 
closures if there are any extenuating circum- 
stances. But the owners are waiting for a law. 
Several bills have been introduced and more 
are coming, aiming both at re-valuations and 
at a moratorium. One has passed the house, 
granting two years moratorium. None so far 
has the approval of the governor or has passed 
the senate. Stabilizing legislation, however, 
will be passed. Meanwhile, Detroit is revalu- 
ing property. More than $400,000,000 has been 
cut off the valuation, which brings it down to 
about two billion dollars, and owners are in- 
vited to ask for additional reductions while the 
books remain open. 


Beer Trade Absorbs Low Grades 


The stimulus at the mills due to require- 
ments for beer containers and other uses has 
served almost overnight to change the market 
from a buyer’s to a seéller’s, and prices have 


stiffened. Several mills have reopened after 
having been closed two years or longer. Night 
forces have been put on at some mills. Entire 


stocks of inch-thick white pine in grades 3, 4 
and 5, which have been held a long time, have 
been disposed of. The lower grade pine, a drug 
on the market for a dozen years, is going out 
to box makers. Orders actually have tumbled 
in. 

Business Activity Increasing 


There is a general feeling of confidence. No 
matter where one may be, the difference be- 
tween going down and going up is big. The 
employment index, using the average for the 
years 1923-1925 as 100, was 33.5 in the first 
two weeks of March, and 41.8 in the last two 
weeks. Passengers on the Detroit Street Rail- 
ways during this part of the year decline stead- 
ily, unless there is unusual stimulus in the fac- 
tories, because they get out their cars or walk 
to work. However, the daily average for the 
week ending April 1 was 43,000 above the pre- 
vious week, and 33,000 above the week ended 


March 11, before owners knew they could run 
their cars with only half of the license plate fee 
paid. Passenger car deliveries in Wayne 
County (Detroit) rose from 186 for the week 
ended March 11, steadily week by week to 740 
the week ended April 1. A year ago the week’s 
total was 577. Daily water consumption has 
gone up about 3,000,000 gallons in three weeks. 

Thomas Beaton, superintendent of the Mc- 
Gillis & Gibbs Co., says the outlook for the 
post and pole business is good this spring, fol- 
lowing almost no activity last fall and winter. 
A buying movement has started and prices have 
gone up. 


Arkansans Feel Better Than for 


Years 


Huttic, Arx., April 10—Demand for bar- 
rel staves and miscellaneous cooperage ma- 
terial is providing employment for thousands 
of men, renewing activities of lumber manu- 
facturing plants, and increasing freight ship- 
ments on railways in Arkansas, according to 
reports received by the Arkansas State Cham- 
ber of Commerce, of which F. W. Scott, gen- 
eral manager Union Saw Mills Co., Huttig, is 
president. 

Stave mills which have operated only inter- 
mittently during the last three years are now 
operating day and night in order to supply de- 
mands of breweries in eastern and northern 
cities, and several new mills are scheduled to 
begin operations soon. Reports from territory 
served by the Missouri Pacific Lines, the Rock 
Island, the Cotton Belt, and the Missouri & 
North Arkansas in the northern counties, 
where the State’s largest supplies of white oak 
timber are found, indicate the greatest activity 
in many years, and mill owners are jubilant 
over the prospects for permanent operations on 
an expanded basis. At present many plants are 
operating 24 hours, with three 8-hour shifts, 
and hundreds of men who have been more or 
less idle for several years once more find them- 
selves with ready cash. 


Big Mill To Resume 


In 1918 the town of Leslie had one of the 
largest barrel manufacturing plants in the 
South, but demand for barrels ceased when 
distilleries and breweries closed, and the big 
plant was forced to shut down, throwing hun- 
dreds out of employment. The plant in Leslie 
operated on so large a scale that it owned a 
fleet of specially. constructed railway freight 
cars for shipments of barrels from Arkansas to 
distant cities. These freight cars and con- 
siderable machinery were sold, but machinery 
and transportation facilities are being assembled 
again for renewal of operations on a large 
scale, 


Rural Homes Multiply 


As most of the white oak timber in Arkansas 
is in the northern part of the State, mills in 
the southern part, sawing pine, have not been 
benefited so much as mills farther north, except 
that larger orders have been received for all 
classes of building materials, especially for con- 
struction of homes in rural districts. To sup- 
ply the increased demand, the Union Saw Mill 
Co., of Huttig, the Bradley Lumber Co.. of 
Warren, and the Crossett Lumber Co., of Cros- 
sett, recently put on additional men, while the 
Fordyce Lumber Co., at Fordyce, which has 
been closed for months, resumed operations 
April 3 with a force of nearly a hundred men. 

Combined reports from all sections of Ar- 
kansas indicate that the lumber industry is in 
a more satisfactory condition than in years, 
and manufacturers are much encouraged. 


Feeling Out the New "Beer" 
Market for Lumber 


LouIsvit_e, Ky., April 10.—Return of beer 
has resulted in a fairly good demand for some 
items, and has been the real feature of the 
local lumber market. 


Cooperage.—Whereas in the old days beer 
cooperage was generally dried for many 
months on sticks, today it is moving green from 
saw to dry kilns, because such tremendous 
strides have been made in kiln drying that 
no real difficulty is found in getting this ma- 
terial ready for working. The Mengel Co. is 
planning to dry beer cooperage at Louisville, 
and may install some finishing machinery for 
circling heading, planing staves etc., it having 
great batteries of kilns erected some five or six 
years ago, to dry thick wood for automotive 
use. The Norman Kiln Drying Co. division of 
Norman Lumber Co., Louisville, has a contract 
for kiln drying beer cooperage stock, which will 
probably take up all of its surplus kiln space 
over requirements of its regular lumber drying. 
The old Chess & Wymond Co., formerly known 
as the world’s largest producer of tight coop- 
erage, is being reorganized, and has already 
placed orders for machinery and equipment, is 
repairing buildings, and expects to have beer 
barrels in production and ready for delivery 
within thirty days. The company will also 
produce bourbon, oil and other tight type pack- 
ages. The old plant was dismantled about five 
or six years ago. Large contracts for ma- 
terial were recently placed. The company will 
also job staves and heading. Frank B. Rus- 
sell, former head of the Russell Lumber Co., 
and old Russell Stave Co., retired, when asked 
whether he would return to the business, 
wherein he was known as “The Beer Stave 
King,” replied that he didn’t plan to turn a 
wheel until the courts have ruled on the 3.2 
percent beer. Phil Sengel, Gambrinus Coop- 
erage Works, Louisville, formerly operating a 
general beer, whisky and slack barrel plant, 
and also producing tanks, reported that he 
would wait until the courts have ruled on 3.2 
percent beer before buying necessary ma- 
chinery. Sengel in recent years has only been 
making slack barrels. 


Tanks and Vats.—The lumber industry 
has a fight on its hands, in that metal tanks, 
enameled inside, or glass lined, and even con- 
crete tanks, have come into use. On April 8, 
Ben H. Schrader, president Falls City Brew- 
ing Co., Louisville, announced plans for a 
$250,000 addition. C. Walter Wagner, archi- 
tect, stated that the building would be of con- 
crete if concrete tanks are used, or of brick, 
if the steel type of storage and aging tanks 1s 
used. He stated that no wood tanks would be 
used. Formerly brewery plants had storage 
rooms filled with great wooden casks, tanks 
etc. in which a world of the finest grades of 
cypress lumber was used. Knowlen E. White, 
Caldwell & Co., tank builders, reported that 
the company has some new business in hand, 
and a lot figured, but that a good deal of pro- 
posed tank building is being held un bv brew- 
ers until they can make their financial af- 
rangements, and in some cases they are waiting 
on court rulings and playing safe. 


Boxes.—The Sullivan Yost Lumber Co., 
Louisville, which has a small sawmill on the 
river front, has been bringing in cottonwood 
logs by barge from river points, and sawing 
cottonwood material for box plants, which 
material is moving green from saw to box con- 
cerns, to be kiln dried for use in box making. 
The Embry Box Co. division here of General 
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Box Co. has been busy on beer boxes. The 
Mengel Co. has good box orders in its Louis- 
ville and St. Louis plants, and reports opera- 
tions of ten to eleven hours a day in the Louis- 


ville plant. 


4 . 
Busy on Bar Equipment 

Kansas City, Mo., April 10—The plant of 
the Union Wood Products Co., Kansas City, 
has become active since the return of beer. 
Formerly manufacturing drug store and gro- 
cery fixtures, and more recently such fill-in 
specialty items as marble games, the plant has 
now turned to the more remunerative assort- 
ment of wooden articles to be used in the stor- 
ing and serving of brew. These include con- 
tainers for kegs (not the kegs themselves), 
cooling cases of various sorts, counters which 
serve the purpose of the old-time bar but which 
are different in design, and containers espe- 
cially designed to be used in connection with 
soda fountains. 


Tells Club Wisconsin Rural Sales 
Best in Ten Years 


MitwavuKkeE, Wis., April 10.—Don S. Mont- 
gomery, secretary of the Wisconsin Retail Lum- 
bermen’s Association, Monday niglit addressed 
the meeting of the Eastern Wisconsin Lumber- 
men’s Club at the Republican Hotel. 

The lumber industry in Wisconsin is on 
the upgrade, said Secretary Montgomery. In- 
quiries and orders received sc far this year 
by the 900 retail lumber firms in the State are 
100 percent above those of the similar 1932 
period. Our members are more optimistic 
now than they have been in some time. The 
banking holiday was the means of releasing 
a great deal of business that otherwise might 
have been held up. People began to realize 
the harm and uselessness of hoarding. They 
knew that homes were one of the most con- 
servative and lasting investments obtainable, 
and as a result placed their orders. Many of 
the homes ordered, and the rehabilitation 
work scheduled, have been paid for immedi- 
ately, according to Mr. Montgomery. One of 
the lumber dealers in east central Wisconsin, 
within a short time, received orders for nine 
homes, and every one of them was paid for 
in hard cash and Government bonds. Firms 
in Madison and Janesville have reported sim- 
ilar occurences. Most of the business sched- 
uled is coming from rural sections. according 
to Mr. Montgomery. Basis for this, it was 
said, lies in a tendency of people to move to 
rural sections to save taxes, and also be- 
cause rural construction was exceedingly low 
in the last ten years. 

As a result of the increased business, re- 
tail lumbermen have been forced into the 
market to replenish inventories. At the same 
time, prices have shown an average increase 
of 15 percent, with indications pointing to 
additional rises within a short time. The 
rise has been caused by the fact that some 
stocks at the mills are so badly depleted 
that, if demand continues, some items will 
be completely exhausted. One dealer in the 
State recently ordered more than 900.000 feet 
of lumber, one of the largest orders placed 
in the State in more than a year. The re- 
lease of just a little of the huge pent-up 
demand for construction has been enough to 
send dealers scurrying to the mills for sup- 
Plies and prices have gone distinctly higher, 
Mr. Montgomery said. The lumber industry 
is not the only one that can do these things. 
Just a little demand in any industry will 
send manufacturers and retailers rushing to 
their supply sources, and raw material prices 
are going to rise sharply. Mills in all sec- 
tions report orders substantially in excess 
of production, according to Mr. Montgomery, 
and in many instances are refusing orders 
at present low prices. One northern Wis- 
consin sawmill advised that, for the first 
time in four years, it was so busy that orders 
were actually turned away. A definite up- 
turn is here at last, Mr. Montgomery stated. 
We of the lumber industry are convinced it 
Is no temporary or seasonal spurt, but it is 
here to stay. We believe the marked up-turn 
of the last month is only the beginning of a 
return to normal prices and activity. Letters 
from dealers throughout Wisconsin tend to 
confirm this opinion, and all report unusual 
inquiries, orders, sales and rushed produc- 
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tion. Milwaukee lumbermen agree, accord- 
ing to Mr. Montgomery, that return of legal- 
ized beer and the subsequent activity in box, 
crate, keg, barrel and cask making, building 
and remodeling of beer dispensaries, and a 
marked increase in small residential con- 
struction, are responsible for the new trend 
in lumber. 


Finds Southern Manufacturers 
Optimistic 

St. Louts, Mo., April 10.—T. C. Whitmarsh, 
jr., president of the W. T. Ferguson Lumber 
Co., returned last week from a southern trip 
during which he attended the annual conven- 
tion of the Southern Pine Association at New 
Orleans and visited a number of mills in Mis- 
sissippi, Louisiana and Arkansas. Commenting 
on the Southern Pine convention, he said: “I 
believe there was more earnest application of 
brains toward the solution of southern pine 
problems than at any other meeting I have at- 
tended.” Despite the handicap of bad weather, 
Mr. Whitmarsh reports that he found mills 
around Camden, Ark., generally in operation, 
and all the manufacturers seemed to be opti- 
mistic. All believed that the recent price ad- 
vance would hold, with the market trend dis- 
tinctly upward. Stocks he found very light and 
not well assorted. Returning through the hard- 
wood district, looking after some of his com- 
pany’s hardwood interests around Devalls Bluff, 
Ark., and east, he found the mills badly handi- 
capped, a considerable area being under water 
and the Mississippi River continuing to rise. 

Mr. Whitmarsh, who made this trip by auto- 
mobile accompanied by his mother, has re- 
turned to headquarters distinctly optimistic and 
well pleased with the general feeling of confi- 
dence he found among the manufacturers 
throughout the South. 





Tells of Low Mill Stocks 


St. Louts,: Mo., April 10.—John L. Avery, 
general sales manager Frost Lumber Industries 
(Inc.), Shreveport, La., in speaking to the re- 
tail division of the Wood Products Institute 
of Greater St. Louis at its Thursday luncheon- 
meeting, stated that southern pine manufacturers 
are strategically in a better position than they 
have been since 1928. Stocks of standard items 
being limited, and operating time at mills cur- 
tailed, any small increase in demand would 
force prices on such items upward, since owners 
would not be inclined to increase production 
until such time as prices advanced enough to at 
least meet cost. 





Industries in Wisconsin Busier 


Manptson, Wis., April 10.—The most encourag- 
ing business picture in many months was given 
by the Wisconsin -Industrial Commission in its 
monthly report on employment in key cities of 
the State, issued April 5. In virtually every 
city reporting, improvement was noted in the 
employment situation, the exceptions being 
Racine and Superior. Milwaukee breweries 
opened up new opportunities for steady em- 
ployment, and activity was at once reflected in 
allied industries, such as cooperage plants, bot- 
tling equipment factories, box factories, etc., 
the commission report states. “Railroad shops 
in Milwaukee have rehired several hundred 
men recently,” the report stated. “Textile 
plants are busy making spring and summer 
clothing. Shoe factories are maintaining pro- 
duction schedules at about the same level as 
last month. It is expected the demand for 
farm labor will increase steadily for the next 
two or three months. The building and high- 
way construction lines will also get under way 
within the next month.” While woodworking 
plants at Oshkosh continue under very small 
production schedules, the report for that city 
says: “The number of requests to architects 
and contractors for estimates on the cost of 
repairing and remodeling is larger than at the 
corresponding time one and two years ago.” 
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‘NEWMAN’ 








100% Original Growth 


OLD 


rasHion LONGLEAF 


For more than a quarter of a cen- 
tury “Newman” has been recognized 
‘as one of the most reliable of struc- 
tural materials, yard and shed stocks 
—and today it’s just as good as ever— 
100% original growth Old Fashion 
Dense Growth Longleaf—strong dura- 
ble and with attractive grain. 


Order “Newman” stock in timbers, 
dimension, flooring, ceiling, drop sid- 
ing, finish, mouldings. 


Dealers with low stocks are invited 
to submit their needs in Longleaf or 
Shortleaf Yellow Pine for prompt 
shipment. 


S. P. A. Grade Marked—Trade Marked— 
Species Marked 


J. J. NEWMAN 
LUMBER CO. 


BROOKHAVEN, MISS. 


Eastern Sales Offices: Scranton, Pa. 


Selling alse “Bule Quality” Soft Shortleaf 
and all Southern Hardwoods—Poplar, Red and 
Sap Gum, Cypress, Red and White, Plain and 
Quartered Oak, Ash, Beech, Hickory, Soft 
Maple, Plain and Quartered Tupelo and Syca- 


more, 











White Pine MINNESOTA 
WESTMONT 


LONG and SHORT LEAF 
ALSO } Yellow Pine 


WM. SCHUETTE CO. 
Pittsburgh. Pa. New York, N. Y. 

















CYPRESS 


We annually produce 40,000,000 feet of 


Louisiana Red Cypress Lumber, 
Lath and Shingles 


Also Tupelo Lumber, and have Complete 
Planing Mill Facilities. 


Dibert, Stark & Brown Cypress Co. Ltd. 
Manufacturers DONNER, LA. 
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The real test of sat- 
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WIER LONGLEAF 
LUMBER CO. 


HOUSTON, TEXAS 


Mills: Wiergate, Texar 
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| YELLOW PINE 


Timbers 

Lumber | 
Lath and 
Shingles 


For our high grade dressed stock— 
“Ask the Wholesaler" 


The Alger-Sullivan 


Lumber Co. 
CENTURY, FLORIDA 
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Have You a 
Lumbermen Problem to Solve? 


in logging, log transportation or harvesting tan bark 
and turpentine economically? *‘Logging’’ will tell 


you how. An invaluable 
LOGGING 


By Ralph C. Bryant 


reference book for logging 


superintendents, timber 


owners, etc. 
Cloth, Postpaid $4.50. 


American Lumberman *73,5, Desrbom 


-» Chicago 
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The New Scheme 


I've quit this sitting up that night 
To think of what I lost that day. 
I found it spoiled my appetite 
And took my needed rest away. 
I found, of course, it didn’t pay, 
It didn’t help the case a bit— 
That I was only getting gray, 
Right when I needed all my grit. 


No, I don’t mean that I’m so smart 
That I can put my cares aside, 

Face trouble with a tranquil heart 
And act completely satisfied. 
3ut I've a new idea I’ve tried 

Each night, that seems relief to bring, 
A scheme I gladly will confide 

To any man who’s worrying. 


Instead of weeping over what 
I lost today, I sit instead 
And study till some scheme I've got, 
To try tomorrow, in my head. 
And some have worked, yes, some have led 
To orders I’d have never had 
By only thinking of the red 
And how my business was so bad. 


So trade your worry for a dream, 

Think not of loss, think out a plan, 
Instead of weeping, sit and scheme, 

Forget today, tomorrow scan. 

You'll sleep all night, sleep like a man, 
And wake at morn all set to go. 

Don’t say you can’t, because you can, 
For I have tried it, and I know. 


We See b' the Papers 


Add fair weather friends: A dirigible. 

“Play ball!” yells the umpire, and we hope 
American business hears him. 

Huey Long hopes some day to be President, 
and we are little scared ourselves. 

The trouble with making the dollar worth 
less is that we may make it worthless. 

In Chicago a judge fined five pickpockets and 
then ordered them to leave the city. 

He ought to order the politicians to leave 
the city, or at least leave us the city hall. 

The bankers are learning that you can lead 
a man to bank but you can not make him 
borrow. 

Germany has about decided that a dictator 
is an excellent idea—if you get an excellent 
dictator. 





We never had an ambition to live to be a 
hundred—not until the third year of the de- 
pression. 

Example of radio English heard on opening 
day: “Neither one of them are cold weather 
pitchers.” 

Illinois is getting a good deal more kick out 
of its 3 percent sales tax than it is out of its 3.2 
percent beer. 

But you have to hand it to New York—the 
only State in the Union that taxes all of the 
other 47. 

The friend who lends you money is no friend, 
for some day you will have either to pay him 
or cheat him. 

Groceries are 45 percent cheaper than they 
were in 1929. Maybe your salary hasn’t been 
cut as much as you think. 

When the moratoria came along, a lot of 
people didn’t know what the word “moratorium” 
meant; but they know now. 


A letter written by Benjamin Franklin in 
1784 has been found in New York. We, also, 
have been getting service like that. 


There ought to be some other word than 


“father” to describe the fellow who reads the 
comics to a girl or gives a boy a gun. 

But encourage the children to read the news- 
papers. Then, twenty-five years from now, they 
will know what they are paying for. 

Mayor Murphy, of Detroit, is to be made 
governor-general of the Philippines. Every- 
body agrees that this is great news, but they 
aren't agreed as to where. 


Between Trains 


OKLAHOMA City, OxLa.—In the insurance 
business, or the underwriting profession, if yoy 
choose to call it that (we suppose the differ- 
ence between an insurance man and an under- 
writer is the same as that between a real estate 
man and a realtor, or an undertaker and a mor- 
tician), anyway, they don’t call them conven- 
tions but “sales congresses.” They don’t sell 
each other insurance, of course, but they tell 
each other how to sell it to others. In other 
words, it is a congress of salesmen, which is 
what every convention ought to be, with some 
fellowship thrown in. 

A lumber convention ought to be just that, a 
congress of lumber merchants. If any of us has 
discovered, and proved in practice, a good way 
to sell any item in the yard, then we ought to 
be glad to tell it to the others, and they ought 
to be glad to listen. Of course, our competi- 
tor will find out what we are doing, but if he 
is any kind of a competitor, he has found out 
already. If he hasn’t, then we don’t need to 
worry that that kind of a competitor will do us 
any harm; and, if he has already found out, 
then it is no secret. Anyway, we shall be 
thinking up some new idea tomorrow, and 
shall be a jump ahead of him anyhow. For, as 
Kipling said, “they couldn’t copy my mind.” 
Competition may copy our methods, but if we 
are any merchants at all, by the time competi- 
tion has copied one method, we have already 
thought of a better one. 

There has been a great improvement in con- 
vention programs in the thirty years we have 
been attending these meetings. There are less 
long-winded reports concerning association de- 
tail, and more practical ideas from men with 
the ability to present them. Even the item 
of fellowship, so essential to the success of such 
an affair, is directed and organized. In the old 
days the members were left to find their own 
entertainment, and some of it was pretty bad, 
and interfered with the business of the conven- 
tion. Now fellowship and inspiration are a 
component part of the program, with the re- 
sult that those present go home better lumber- 
men and better men. 


This Week's Quotation 


There is scarcely anything in the world 
that some man can not make a little worse 
and sell a little cheaper, and the buyers who 
consider price only are this man’s lawful 
prey. JOHN RUSKIN. 


It's Always So 


It’s always so: the blossoms blow 
Whether mankind believes or no. 

It’s always true: the sun comes through, 
When no one else can see the blue. 

It’s always thus: men fret and fuss, 
But nature never waits for us. 

Off goes the snow, the blossoms blow, 
You'll always find it’s always so. 





It’s always plain: first snow, then rain, 
Then rippling fields and ripening grain. 
It’s always clear: the spring is here, 

And so it will be every year. 

It’s always sure: the rich grow poor, 
And yet the things worth while endure. 
The darkest hue will turn to blue— 
You'll always find it’s always true. 
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Associations’ Plans and Activities 


1 26-27—National-American Wholesale Lumber 

Association, Mayflower Hotel, Washington, 

D. Cc. Annual, 
» 9—Southern 

ey otal Peabody, 
Annual. 

May 11-12—Florida Lumber & Millwork Associa- 

~ “tion, Angebilt Hotel, Orlando, Fla, Thirteenth 


Apri 


Traffic 
Tenn. 


Association, 
Twentieth 


Hardwood 
Memphis, 





Annual. 
June 22-23—Millwork Cost Bureau, Congress Hotel, 
: Chicago. Nineteenth Annual. 
sept. 20-22—National Hardwood Lumber Associa- 


tion, Congress Hotel, Chicago. Annual, 





Millwork Annual Postponed 


New York, N. Y., April 10—After a con- 
ference here between Oliver J. Veling, president, 
and William Lucas, secretary, announcement has 
been made that, because of the present inactiy- 
itv in the millwork industry and the fact that 
a large number of eastern millwork plants are 
closed temporarily until conditions improve, it 
has been deemed advisable to postpone the ar- 
nual convention of the Eastern Millwork Bu- 
reau until some time later in the year, possibly 
in June or July, depending upon how quickly 
building activities affecting the millwork indus- 
try are resumed. __ 





Will Hold Three Days Convention 


In announcing that the thirty-sixth annual 
convention of the National Hardwood Lumber 
Association will be held at the Congress Hotel 
in Chicago on Sept. 20, 21 and 22, Secretary 
L. S. Beale calls attention to the fact that hold- 
ing the convention on three days, with a single 
session each day (instead of on two days as 
heretofore, with two sessions each day), is a 
new departure. This is done for the purpose 
of enabling lumbermen attending the conven- 
tion to be present at the business sessions of the 
association, and also attend the Century of 
Progress Exposition. It is planned for the 
business sessions on each of the three days to 
be held from 10 a. m. to 1 p. m., the rest of the 
time being left free for attendance at the ex- 
position. The regular annual banquet will be 
held on the evening of the second day. Special 
railroad rates will be in effect. Plans are be- 
ing made for an interesting business program, 
and this, together with the interest provided by 
the exposition, is expected to develop an at- 
tendance considerably greater than that of the 
last two years. 


Millwork Men May Visit Chicago Fair 

O. L. Appleton, secretary Millwork Cost 
Bureau, has announced that the annual con- 
vention, usually held in March, will be held 
this year at the Congress Hotel in Chicago on 
June 22 and 23. These dates have been set in 
order that the annual may occur during the 
Century of Progress Exposition, and thus give 
the members opportunity to attend the con- 
vention and see the exposition. 








Technical Men and Manufacturers 
Organize Timber Council 


Seattle, Wash., April 8—A new organization, 
to be known as the Timber Products Council, 
Was organized here April 7 at a banquet held 
at the University of Washington, which was 
attended by sixty architects, engineers, contrac- 
tors and lumber manufacturers. The council is 
the outgrowth of the visit to the West of George 
W. Trayer, of the Forest Products Laboratory, 
Madison, Wis. Mr. Trayer’s talk made clear 
the needs of an organization of local men to 
study and watch new developments in wood 
design and use. At several engineers’ meetings 
in both Tacoma and Seattle, steps for a new 
Organization were taken. 

W. A. Kunigk, superintendent of the Tacoma 
Water district, was especially active. He was 
elected chairman of the council. Other officers 


chosen were: vice chairman—Prof. Bror L. 
Grondal, school of forestry, University of Wash- 
ington; secretary-treasurer—Walter J. Ryan, 
Weyerhaeuser Timber Co. At a subsequent 
meeting, Olympia, Tacoma, Seattle and Everett 
districts will each be represented by a man to 
be elected, these men together forming an ex- 
ecutive board. 

Following the organization dinner, the char- 
ter members of the council were taken through 
the timber testing laboratory of the university. 
They saw small and large timbers tested. The 
use of new electrical strain gages was studied. 

A similar council is understood to be in 
process of organization for Portland. The 
membership of the council will be kept to about 
fifty percent commercial timber operators, to 
avoid domination by any group. The West 
Coast Lumbermen’s Association is co-operating. 





Dimension Makers Confer 

Mempuis, TeENN., April 10.--Twelve to fhi- 
teen members of the Hardwood Dimension 
Manufacturers’ Association gathered at the Ho- 
tel Peabody April 7 for a discussion of grading 
rules and other subjects. The meeting was 
presided over by A. E. Deneke, of Himmelber- 
ger-Harrison Manufacturing Co., Cape Gira- 
deau, Mo., president. 

There was an optimistic feeling among mem- 
bers, demand for dimension stock having shown 
considerable improvement during the last few 
weeks. No date for future meetings was set. 





Taxes and Revaluation Considered 
by Floridians 


LAKELAND, FLa., April 10.—Lumber dealers 
and sawmill forces are backing a bill in the 
Florida legislature to exempt homesteads up to 
$5,000 from all State taxes, and, if possible, 
from any levies by municipalities or other sub- 
divisions as well. It is hailed as a stimulant for 
home building. H. H. Brenner, of Davenport, 
explained this, and other measures on the cal- 
endars of the State legislature, as spokesman for 
the legislative committee of the Florida Lumber 
& Millwork Association at a meeting of the 
Lakeland district at the Wilmary Hotel here 
last night. A more or less companion bill looks 
to such adjustments of bonded indebtedness of 
towns and cities, and road and bridge districts, 
as will make it possible for the people to pay 
interest and eventually principal. Mr. Brenner 
thought it doubtful if the uniform lien bill 
could be passed, because of its voluminous de- 
tails; he and others felt that the present law is 
a good one if carried out. A forestry bill that 
would help the lumber interests generally is 
also being pushed, Mr. Brenner said. The com- 
mittee is backing a list of bills seeking to cut 
down expenditures, and opposing at least two 
looking to increased taxes and new sources of 
taxation. 

The district meeting was presided over by 
Director Bob Bechtelheimer, of Dale City, with 
good attendance from the territory. Frank 
Williams, State association secretary, said he 
had just completed a trip to the lower east 
coast, where business was very much improved. 
This is especially true of Miami and Miami 
Seach, where considerable new construction is 
going on. The middle west coast, also visited, 
reports better business, Mr. Williams said. 

Paul Hines, secretary of the building ex- 
change at Miami, and Mark Jones, of the same 
city, will present a comprehensive study of the 
prospective uniform lien law to the annual con- 
vention of the State association at Orlando, 


May 12 and 13. 

Some of the interesting things reported at 
the meetings are that actually real estate pays 
87.5 percent of all taxes in the State, exclusive 
of licenses; that R. E. 


Olds, the automobile 


builder, owns one-eighth of the $600,000,000 of 
municipal and other subdivision bonds of the 
State and is quite willing to agree to any scale- 
down program that stabilizes values, and that 
there are more than ten million acres of land 
off the tax books, having been taken over by 
the State. 





Ontarians Get Interest Moratorium 
Modified 


Toronto, Ont., April 10.—The Ontario Re- 
tail Lumber Dealers’ Association recently con- 
ducted an extensive campaign against a pro- 
posal relating to a moratorium on interest upon 
mortgages. The lumber dealers pointed out 
that a general moratorium would ruin the build- 
ing business. Most of their suggestions appear 
to be incorporated in the bill. The chief pro- 
visions are that the moratorium is to apply 
only to mortgages in existence previous to 
March, 1932, when a bill was carried for a 
moratorium on principal payments; and that 
the moratorium on interest shall apply only to 
mortgages on houses actually occupied by the 
mortgagor, 


Southern Traffic Dates Annual 


MeEMPHIs, TENN., April 10.—The twentieth 
annual meeting of the Southern Hardwood 
Traffic Association will be held at the Hotel 
Peabody here on Tuesday, May 9, according to 
announcement of F. T. Dooley, president. This 
decision was recently reached at a meeting of 
the board of directors of the association. The 
meeting will be called to order at 10 a. m., 
when the report of Secretary-Manager C. A. 
New will be heard, as well as reports of other 
officers and committee chairmen. Many impor- 
tant trafic matters will be discussed at length. 

President Dooley appointed Frank A. Conk- 
ling to be chairman of the nominating commit- 
tee to select new officers. Serving with Mr. 
Conkling will be R. L. Kellogg, Monroe, La.; 
Lee Robinson, Mobile, Alabama; E. A. Powell 
and Eugene Woods, Memphis. 

The association will depart from its former 
custom of entertaining railroad friends, but all 
members of the association, including the mem- 
bers of the Associated Cooperage Industries of 
America, are invited to attend. 








Carolina Auxiliary Elects 


Cuariotre, N. C., April 10.—-Organization 
of the ladies’ auxiliary of the Carolina Retail 
Lumber & Building Material Dealers’ Associa- 
tion recently was completed with the election 
of the following officers, all of whom are wives 
of lumber dealers: 

President—Mrs. H. J. 
ville, S. C. 

First vice president—Mrs. G. J. 
ham, Columbia, 8S. C. 

Second vice president—Mrs. C. L. 
Spartanburg, 8S. C. ; : 

Secretary—Mrs. R. G. Henry, Hickory, N.C. 





Munnerlyn, Bennetts- 
Cunning- 


Cannon, 





Treasurer—Mrs. Ben T. Day, Easley, S. C. 
Chairman, publicity committee—Mrs, 
George W. French, Charlotte. 
EEE 


Cigar May Return to Wood 


PHILADELPHIA, Pa., April 10.—At the spring 
meeting of the Eastern Cigar Box Manufac- 
turers, held at the Benjamin Franklin Hotel 
on Thursday and Friday of last week, there 
was a satisfactory attendance, and the majority 
of members present expressed faith that busi- 
ness was definitely on the upward trend. The 
possibility of a complete return to the general 
use of wooden cigar boxes because of the faults 
developed in the use of paper boxes, in which 
cigars are said to dry out more quickly—was 
discussed. Faulty construction, or lack of proper 
rigidity, in the paper boxes is now causing the 
use of wood fronts and backs. 
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“Has Given 
Universal 
Satisfaction’ 


“We have selling 
‘Antimite’ for the past 
two years to the building 
trade for termite extermina- 
tion, where these pests had 
infested = or 
constructed. t as given 
universal satisfaction.’’ (WHITE Ants) 
—Julius Seidel] Lumber Co. 

(Signed) Chas. W. Spless, Vice-Pres. 


It will pay every lumber dealer to investi- 
gate the profit opportunities in selling 
“Antimite” to the building trade for termite 
eradication. 

Send today for circular 
without obligation. 


THE ANTIMITE CoO. 


Arcade Bidg.. ST. LOUIS, MO. 





been 





KILLS 


TERMITES, 


















Sell More 
Modernizing Jobs 


by showing prospective customers how the 
completed job will look, how much it will 
cost. 

Send us your prospect’s own sketch or 
snapshot of present building with suggestion 
of what change is desired. We will furnish 


FLOOR LAYOUT, PERSPECTIVE SKETCH, 


LUMBER AND $2.50 


MILLWORK LIST . . 
Send us 


Immediate attention by air mail. 

a trial job—will make money for you. 
We also make, sell and rent models made 

to your plans and specifications. We fur- 

nish house plans and material lists. Write 

for special low prices. 


Lumberman’s Drafting 
& Listing Service 


233 Drumheller Bldg., Walla Walla, Wash. 








“Hercules” Wire Rope 


has been tested by time and 
proven by service. Its best 
recommendation is the con 
stantly increasing demand for 
it. Its one red-strand is our 
guarantee of quality. 


Established 1857. 


A. Leschen & Sons Rope Co. 


ST. LOUIS 
New York Chicage Denver San Francisce 





SCRIBNER’S 


Lumber and Log Book 


Most complete book 
of its kind ever pub- 
lished. Gives measure 
ments of all kinds of 
Lumber, Logs, Planks, 
Timber; Hints toLum- 
ber Dealers; Wood 
Measure; Speed of 
Circular Saws ; Care of 
Tables: Fy ci T Trees, 

‘a elling Trees; 
Growthof Trees; Land 
Measure; Wages, 
Rent, Board, te = | 
Stave and Heading 
Bolts, etc. 


Standard Book throughout the United States 
PAD FoR 50 Cents 
S. E. FISHER, P.0. Box 197 


ROCHESTER, N. Y. 
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Market News from Aner 


Tacoma, Wash. 


West Coast Products—Increased orders and 
inquiries have been evident throughout the 
industry here during the last two weeks. All 
six of the major mills in this locality have 
resumed and are running steadily, although 
on the basis of curtailed production. There 
is no indication of any move to increase pro- 
duction. The mill men are anticipating an 
upward swing in prices, and they apparently 
feel that curtailment is an effective means 
of bringing this about at an early date. Saw- 
mills and remanufacturing plants in particu- 
lar have felt the benefit of such business as 
has resulted from the recent earthquakes in 
California. Sash and door manufacturers re- 
port increased inquiries and orders. Plywood 
manufacturers report some decrease. Con- 
ditions in the door business show little 
change. Higher prices and prospects of a 
longer season are encouraging factors in the 
shingle industry. 


Logging—Sufficient logs are available for 
immediate requirements, and there is little 
disposition on the part of logging operators 
to speed up production. They are waiting 
for the return of completely favorable 
weather conditions, feeling that the price 
they are receiving does not permit them to 
operate at capacity except under conditions 
that will insure the maximum efficiency. 


Portland, Ore. 


Douglas Fir demand has improved about 
50 percent as compared with a month ago, 
and prices are 50 cents to $1 higher. The de- 
mand comes largely from retail yards, but 
some for industrial purposes is noted. The 
railroads are not buying. The California 
market is quiet, but prospects are said to be 
excellent. Foreign trade is negligible, China 
alone buying small quantities. 


Western Pines business is considerably bet- 
ter. Of 121 association mills, only 34 are 
now in operation. 


Spruce mills report a little more domestic 
business developing right along, with prices 
a few points firmer. Foreign countries are 
out of the market, but some inquiries are re- 
ported. 


Logging—Columbia River district loggers 
look for better prices. Quotations are firm 
and there is no accumulation of log stocks. 


Seattle, Wash. 


Wet Coast Woods.—Business is not quite 
so brisk as it was two weeks ago, but from 
most markets is coming in good volume. 
The strong statistical position of the in- 
dustry has caused many price advances and 
they are holding. Production has not in- 
creased, and in some instances it has been 
necessary for mills to buy from others to 
fill out orders. 


Rail.— Advances averaging $1 are holding; 
some large mills are reported standoffish 
unless offered $2 more. While volume has 
not been maintained at the level of two or 
three weeks ago, business is fairly good. 
The larger shippers are sticking to firm price 
lists. The railroads are marking time to 
await results of governmental intervention. 


Intercoastal.—Most intercoastal shippers 
April 15 will increase 1x4- and 6-inch B and 
C grades of flat grain flooring 50 cents, and 
finish lumber, $1. Space is easv. The Con- 
ference rate of $9 is steady, though tramps 
have loaded for $8 and $8.50. The firm c. i. f. 
price continues a factor in maintenance of 
the rate. Atlantic coast stocks are declared 
to be low, but there is no speculative buying. 


California.—The earthquake resulted in 
some buying. Usually April is a good month, 
but it is not this year. Lumber dealers figure 
250,000,000 feet is required for reconstruction, 
or practically as much as was purchased all 
last year by southern California. Drastic 
changes in building codes are delaying re- 
construction, while only 10 percent of the 
quake losses was covered by insurance, and 





mortgage and other financial difficulties are 
many. 

Export.—Decreased buying is_ reported. 
Chinese and Japanese rates are lower. Baby 
squares move to Japan at $3.50, and large 
squares at $4. Shanghai rate is $4.50, with 
$4.75 to North China ports. April usually is 
a good shipping month. China is a little 
more active than Japan, which will soon go 
into its rainy season. Some orders are com- 
ing from the east coast of South America, 
The United Kingdom and Continent have 
bought a little, principally clears. The rate 
to the United Kingdom runs from 46/3 to 
47/6, and rate to the Continent is $9. 


Boxshooks—Demand for beer barrels and 
boxes will have little or no effect here, for 
in the middle West shooks can be obtained 
cheaper. General shook business is better, 
however. 


Shingles.—Orders have eased up consider- 
ably, and prices average about 5 cents less, 
Production stepped up to 40 percent, the 
highest figure in many weeks, but stocks are 
low. Buying from southwestern States is 
less, as they recently placed orders held back 
to await lower rates. 


Logs.—A Puget Sound inventory April 1 
reveals an increase of over 2,500,000 feet. 
Fir and hemlock stocks increased somewhat, 
while cedar and spruce declined. Production 
is low, though a few operations have started 
up. The slight increase in inventory is not 
significant, in view of increased mill orders. 
The fact that 9,250,000 feet of British Colum- 
bia logs came in during March is disturbing 
to local loggers; this equaled 14 percent of 
the inventory. 


Los Angeles, Calif. 


Cargo Receipts—Incoming cargoes during 
the last two weeks contained 16,864,000 feet, 
a considerable increase over similar periods 
for several months. After several weeks 
during which no redwood was brought in, 
two cargoes with 820,000 feet arrived. 
Eighteen cargoes of fir contained 16,044,000 
feet. Forty-six vessels are operating; 59 
laid up. Unsold stock at San Pedro harbor 
totaled 4,131,000 board feet. Excess items in 
stock have diminished in number during the 
last month, the present ones being 1x6-inch 
and 2x4-inch, worked; 2x4-inch No. 3, rough; 
fir lath; and shingles. 


— 


Building—The total estimated valuation of 
building permits in Los Angeles for March 
soared upward to $958,441, the nearest ap- 
proach to the million-dollar mark since last 
November. 


Jacksonville, Fla. 


Southern Pine has experienced a gradual 
increase both in inquiries and orders, also a 
stiffening in prices of $1 to $2. The whole- 
salers are finding it more difficult to place 
old-priced orders. The railroads that buy in 
this territory are placing orders with more 
regularity; although these are for small lots, 
they are fairly well assorted as to sizes and 
grades. Several orders have been placed for 
85-percent-heart stringers, at several dollars 
higher than the last booked. Large bridge 
timbers and crossing plank are also being 
bought by most roads, and in greater volume 
than for many months. There has been a 
somewhat increased inquiry for car siding, 
decking etc. for repair of cars, but firm 
orders have not developed. Yards in the 
North and East have been quite active in 
their inquiry, but somewhat slower in plac- 
ing orders. Shed stocks, such as pine floor- 
ing, siding, partition etc., have come in for 
better demand, although prices are not en- 
couraging. Several mills and wholesalers 
report an increase in demand from the crate 
mills over the southern States. 


Cypress inquiries and orders continue to 
show improvement, with yard stock much 
more in demand and orders for straight cars 
more noticeable than for a year. The yards 
all over the country are making heavy in- 
quiries. Demand for thick stocks continues 
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selling agencies are 


to improve, and the i 
Prices are firm. 


figuring on large amounts. 


Hardwoods are in more demand than they 
were two weeks ago, with export business 
getting better, and domestic demand also 
showing signs of a marked improvement. 
The mills have their stocks in fair shape, al- 
though those of some of the best selling 
items are somewhat broken. The lower 
grades are moving better, crate materials 
peing in increased demand, 

Exports—Last month’s shipments from 
Jacksonville reached the highest total since 
the same month of last year. March, 1933, 
total was 3,727,000 feet; March, 1932, 4,298,000 
feet—a record-breaking month. 


New York, N. Y. 


Although most yards have very little stock, 
some are doing very moderate buying. The 
general outlook is encouraging, and all 
wholesalers expect an upward trend soon, 
with considerable buying at higher prices. 
Prices are firm, and show no signs of weak- 
ening. 

North Carolina Pine prices are up some- 
what, but very few orders are coming in at 
the higher levels. 

Douglas Fir—There is very little inter- 
coastal shipping going on at present; the 
freight rates hold at about the same level. 
Hemlock prices are holding firmly, with 
considerably more inquiries coming in. 








Western Pines—Idaho pine is firm, and 
there will probably be an advance very 
shortly. There is no surplus of any items 
of Idaho. Ponderosa pine is exceptionally 
strong, and considerably more inquiries are 
coming in. Stocks are badly depleted, espe- 
cially 1x12-inch No. 3 common, and all items 


of D select. 
Buffalo, N. Y. 


The retail lumber trade has shown im- 
provement. Already building business is in 
sight to make a bigger April permit total 
than for March. Retailers say that repair 
work that was held up in March is being 
undertaken now; sales are mostly for cash. 
A large firm of real estate dealers reports 
that more inquiries are being received for 
single houses than for a long time. 


Hardwoods.—tTrade is still quiet. A much 
more confident feeling prevails among users. 
Prices are holding about steady, with a 
Stronger market prevailing in oak flooring. 

Northern Pine trade is reported better by 
some mills, that have been getting an in- 
creased number of orders for box lumber. 
Lack of building is proving hurtful to trade 
in higher grades. Not much pine is coming 
in from Canada, as the duty is proving a 
severe handicap. 

Western Pine.—Ponderosa pine has re- 
cently shown a stiffening in prices, but as 
yet California sugar pine and Idaho pine are 
selling at about the same figures as for some 
time. Yard buying is of small lots for repair 
work in most cases. 


Baltimore, Md. 


The first full cargo of longleaf and short- 
leaf Pine to arrive for months was brought 
in by the 4-masted schooner Purnell T. White, 
Which docked on April 3. The vessel had 
taken on more than 650,000 feet at the plant 
of Rankin & Tyson, Georgetown, S. C., and 
was consigned to the J. W. Appel Lumber Co., 
a wholesale corporation. Increase in lading 
1S explained by the fact that the latest cargo 
consists of kiln dried stocks, weighing less 
than the air dried lumber sent here before; 
the boards could be piled until they rose quite 
a bit above the bulwarks. 


_ North Carolina Pine.—Sale of real beer has 
imparted a considerable stimulus to the box 
business and has in other ways helped the 
demand. On the other hand, construction 
work continues to lag. At least some dealers 
have felt encouraged to bring additional 


Stocks into Baltimore, and the mark-up of 
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ericas Lumber Centers 


the quotations by about $1 has been fairly 
well held. 


Georgia Pine-—Somewhat more interest is 
shown in longleaf, but with actual business 
little changed. Buying is rather of lower- 
priced stocks than those that have shown a 
slight gain in strength. Restriction of bank- 
ing facilities discourages buying. 


Cypress.—Not a few dealers would add to 
assortments, since this could be done at at- 
tractive figures, but see no way of making 
payment. The outlook for cypress, however, 
is more hopeful than it has been. 





Douglas Fir.—Transactions are held down 
to relatively small proportions, and the price 
level has undergone little, if any, improve- 
ment. 

Hardwoods. Some inquiries are coming 
out, and stocks are moving all the time in 
limited volume. Bank troubles prevent any 
material expansion in buying. Some whole- 
salers are doing a larger business than they 
did in previous months. Certain items have™ 
been stimulated by resumption of beer sales. 
Exports from Baltimore are at a low ebb. 


Rhinelander, Wis. 


Northern Hardwoods.—An improvement in 
the northern hardwood market seems to have 
set in. Stock sheets from mills show them 
to be pretty well sold out of Nos. 2 and 3 
basswood, and there has been an advance of 
$1 or $2 on these grades. Upper grade birch 
is still slow, but advances are taking place 
on 5/ and 6/4 Nos. 1 and 2 common. Upper 
grade birch is inquired for, but not a great 
quantity of this is moving. For large con- 
struction there may be a dozen bidders, all 
sending inquiries to mills. Thick hard maple, 
especially 8/4, is dull. A good deal of this 
item that went into pile two and three years 
ago is crossing marked, so that grade is low- 
ered or trimming back of checked ends is 
necessary. Soft elm and brown ash are both 


very dull. 
Warren, Ark. 


Arkansas Soft Pine demand eased slightly 
this week. Planing mills have been active, 
though not running at capacity. Orders and 
shipments are well ahead of production, and 
mill stocks are being reduced. Assortments 
of many staple items are becoming badly 
broken. In dimension, Nos. 1 and 2, 2x4-inch, 
10-, 12-, 18- and 20-foot are not available at 
several mills; these lengths are also de- 
sidely scarce in No. 1, 2x12-inch, while Nos. 
1 and 2, 2x6-inch, 20-foot are also scarce. In 
boards, No. 1, 1x12-inch is in limited supply, 
except in 14- and 16-foot lengths. No. 1 
drop siding and No. 1 fencing in 1x6-inch 
are also short. Stocks of 3-inch B&better flat 
grain flooring are decidedly low, with some 
mills limiting orders to 3,000 feet to the car. 
More inquiries are out for railroad material 
than for some time, particularly grain door 
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MONEY FOR YOU IN 
GLASS REPAIR WORK 





The 

Lange 
ECONOMY 
Edger Can 
Be Purchased 


as Low as 


$48.00 


F. O. B. Chicago 


SEND TODAY for our catalog and in- 
formation on how you can increase your 
profits by doing repair work on glass, i. e., 
auto glass replacements, showcases, fur- 
niture tops, glass shelves, etc., furnished 
free, entirely without obligation. 


Henry G. Lange Machine Works 
166 N. May St. Chicago, Il. 








J. A. MATHIEU 
LIMITED 


Sales Office: 





Mills at 111 West 
RAINY LAKE 
onranio.” OVA womens 
tana ae 
vorruenn WHITE PINE 


(Pinus Strobus) 


White Spruce—Norway Pine 


NORTHERN PINE LATH A SPECIALTY 


White Pine Pattern Lumber Shed Stock 
Norway Pine Piece Stuff Log Cabin Siding 
All Items Northern Pine Boxing and Crating 














Vest Pocket Ready Reckoner 
A useful vest pocket manual including a lum- 
bes ~alculator for standard sizes, log rules, 
estimated weights of lumber and miscellaneous 
usetul lumber tabulations. Prepaid, 50 cents. 


American Lumberman 





431 So. Dearborn St., CHICAGO, ILL. 











608 So. Dearborn St., 





Meeting Today’s Demand 
For Definite Credit Ratings 


Increasingly great has become the need of lumbermen for DEF- 
INITE ratings on buyers of lumber and allied products. 


Clancy’s Red Book has met this need in the April, 1933 edition. 
There are more potential customers listed therein and DEFINITELY 
rated than in any other credit rating book. 


Get a copy and see for yourself how it will help you in finding 
new customers of good credit standing. 


LUMBERMEN’S CREDIT ASSOCIATION 


CHICAGO 


- 99 Wall St.. NEW YORK 
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lumber tocks of which are smaller than for 
any period in the last ten years, or longer. 
Also, orders have been offered for Ix4-inech 
mattress stock for quick loading; 18- and 
20-foot lengths in this item are particularly 
scare The recent storms blew down some 
timber in most localities throughout south- 


Arkansas and it will 
promptly, but no heavy 
reported by any 


ern have to be logged 
timber damage 


concern 


Kansas City, Mo. 


received a slight 
when line-yard operators, 
principal buyers, curtailed 
are now sufficient to 
ments. Prices 
moving 
ments 
littl 
the 
City 
to have a 


has 


been one 


Sales week 
been the 

Mixed 
assort- 
fast 
Ship- 
shows 
from 
Kansas 
are likely 
trade here. 


this 
who have 

bookings. 
round out 
holding well, and 
further increases. 
but production 
Lower freight rates 
Northwest to south of 
effective May 1, and 
disturbing effect on 


set-back 


cars 
are 
show 


increased, 


items 
have 
expansion. 
Pacific 


become 














AND HARDWOODS 


| §=VIRGIN LONG LEAF 
SOUTHERN PINE 


SHORT LEAF 
SOUTHERN PINE 


SOUTHERN 
HARDWOODS 


OAK FLOORING 


BOX SHOOKS | 
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PEAVY-WILSON 
LUMBER CO,, Inc. 


SHREVEPORT, LA. 
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MEMBER OF SOUTHERN PINE ASSOCIATION 
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Quick Action on 


RUSH Needs 
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s 
Intimate knowledge of mill stocks and s 
conditions enables us to handle “hurry- a 
up” orders with dispatch and 100% satis- ” 
faction despite badly broken stocks and a 
chaotic conditions at many mills. s 

a 
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Straight or Mixed Cars of 


Yellow Hardwoods, 


Pine, 
Cypress, West Coast Woods 
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« 

W rite - Wire - Telephone ~ 

7. T. FERGUSON 7 
« 
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ST. LOUIS, 


UMBER CO. Nis. 
T.C. Whitmarsh, Jr.,Pres. N.C.Waggoner, Sales Mgr. 
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industrial 
no gain. 


Buying by 
little or 


consumers has shown 


Southern Pine sales 
percent from the 
remain firm, and 
slightly higher. 
mand for home 


slumped off about 10 
previous week, but prices 
in scattered cases were even 
There has been a good de- 
construction items. Indus- 


trial buying was slack. | 
Western Pines mills sold some good round 
lots to line yards last week, and there has 


been considerable mixed car business. Further 
purchases of car repair material were re- 
ported. Industrial buying was slow. 

Hardwoods.—F looring 
marked up quite sharply, probably as a re- 
sult of shortage of rough stock. There is a 
noticeable disposition on the part of retailers 
to add to their stocks of hardwoods. 

Douglas Fir business was in diminished 
volume this week, recent heavy purchases 
apparently taking care of most needs. A few 
mixed-car sales were reported. 


prices have been 


Shingle business was good. 


terest was displayed in lath. 


Not much in- 


Louisville, Ky. 


Southern Hardwood business is showing 
just a little improvement. Inquiries have 
been a shade better. It is admitted that most 


of the business available 
tion with return of beer. 
for a little better sales to truck and automo- 
tive plants. Radio business is somewhat 
more active. Furniture demand is dull. Gum, 
plain oak, cypress, ash and poplar have been 
the best sellers, and some walnut is moving. 
Building operations remain very quiet. 


now is in connec- 
There are prospects 


Memphis, Tenn. 


Southern Hardwoods; Domestic Market.— 
A slight improvement has been noted, the 
first for many weeks. Prices have not ad- 
vanced, but are firm, even distress stocks 


bringing better returns. Practically all 
items, and particularly oak, gum and cotton- 
wood, are in better call. Most of the 
able cottonwood has already been sold. The 
better demand is coming from practically all 

Even the automobile trade has been 
considerably more. There is a better 
demand for dimension stock, principally from 
furniture manufacturers. There has been an 
increase in purchases of millwork plants. 
Flooring oak is in larger call and retail pur- 


avail- 


sources, 


buying 


chases have shown considerable’ improve- 
ment. 

Foreign Trade.—There has been a marked 
improvement in demand, particularly from 
England, for ash and oak. Exporters have 
accepted some rather large orders for oak 
for prompt shipment. Some export orders 
have been placed at slightly better prices. 


Production.—High 
operations in many 
that had planned to 


water has slowed up 
quarters, and mills 
resume operations have 
been forced to remain idle. Total production 
decreased in the face of better demand, 
and is unlikely to show any material increase 
for thirty or sixty days. 


Norfolk, Va. 


North Carolina Pine. 


some 


has 


There has been a lull 


in demand. tetail yards and consumers are 
purchasing only for immediate needs, for 
credit conditions are far from good. The 


market could not absorb the rather rapid ad- 
vances made in a number of popular items, 
and recently these receded. The weather has 
been ideal for making and drying lumber and, 
where they have been financially able to 
operate regularly mills have accumulated a 
little surplus stock. 


Better Grades have not been in very much 
demand. Some buyers have been trying to 
secure cars of 4/4x10- and 12-inch B&Better, 
air or kiln dried, with not much success, but 


buyers and sellers have widely different price 


ideas. The southern yards have been buying 
more No. 1 common stock widths, and also 
kiln dried 3&Better, from small circular 
mills. There has been some inquiry from 
New England, but few orders. 

Box makers have been fairly busy, due to 
large demand for beer crates etc. Some box 
mills are now experimenting with North 
Carolina pine for crates. Yards are buying 
some rough stock box, but balk at paying 


advances. Good air dried is far from plenti- 
ful, and brings as much as kiln dried. There 
has also been a better demand for 4-inch box, 
dressed, for under-flooring and for use in box 
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mills. However, box bark strips have been 
quiet, as has dunnage. 

Shed Stock—Planing mills reported 4 
slightly better business, but April demand is 


disappointing. They have been kepi fairly 
busy getting out roofer orders. Most North 
and South Carolina mills are quoting roofers 


at higher prices than the market will stand 
good air dried 6-inch having been bought at 
$7.50, and 8- and 10-inch at $8.50, f. o. b. cars 
Georgia Main Line rate. 


St. Louis, Mo. 


Southern Pine sales representatives report 
that volume has fallen. The largest percent- 
age of the business is coming from the 
smaller towns. No. 2 boards and shiplap, 8- 
and 


10-inch, are $16.50@17 for small-mil} 
stock; 2x4-inch, 10- to 20-foot, No. 1 dimen- 
sion, is $17.50@18 for small-mill stock: 


$21@22 for large-mill stock; 8-, 9- and 10- 
foot are $16.50@17. B&better flat grain floor- 
ing is $21@22 for small-mill stock; $23.50@24 


for large-mill stock; 10- and _ 12-foot in 
straight cars is $18.50@20; 16-foot and 
longer, $24@25. B&better car siding, 1x4- 
inch, 9-foot, is $24@24.50; 10-foot, $23@24: 
12-foot, $24. Longitudinal car siding, 2x6- 
inch, 16-foot is $42.50; 18-foot, $45; 22- and 


24-foot, $47.50; 2%-inch stock, $10 a thousand 


over 2-inch basis. No. 1 common car lining, 
1x6-inch, 10- to 20-foot, is $21; 16-foot, $22: 
18-foot, $244@24.50 for air dried stock; kiln 
dried stock, $2 additional. B&better drop 
siding, 1x6-inch, 10 to 20-foot, standard pat- 
terns, is $22.50@23. B&better finish, S4S 
standard, 4-inch, is $25; 6- and 8-inch, $27: 
10-inch, $37; 12-inch, $47. All above prices 
are f. o. b. St. Louis. 

West Coast representatives state that price 
tendency continues slightly upward, with 


especial emphasis on 
Ponderosa pine 


shingles, 
boards. 


timbers and 


Hardwood sales representatives 
to report business as extremely light, with 
the exception of a continuing favorable de- 


mand for cottonwood beer boxes. 


continue 


Minneapolis, Minn. 


Northern Pine—Although somewhat dimin- 
ished since the recent spurt, orders are in 
fairly satisfactory quantity, and inquiries in- 
dicate an upturn. About 50,000,000 feet 
than last year is available at mills. A 





less 


large 


portion of low grade stock is already dis- 
posed of, the brewing trade having absorbed 
this. Many better grade items are in short 


supply, so some manufacturers 


are having 
trouble in filling orders. 


This is true particu- 


larly of rush orders for assorted material, 
and such sales have been the rule. Compet- 
ing lumber has strengthened in price, and 


pine is stronger. Very few special offers and 
concessions are being made. Millwork in- 
have greatly increased, but actual 
not followed in proportion. 
White Cedar—Demand for 
increased decidedly, with prospects of 
business. Although there has been no 
advance in the low prices that have obtained 
for the last two stronger tone is in 
evidence, due probably to the curb on manu- 
facture during the last winter. Dealers are 
looking forward to a heavy demand for large 
posts for highway guard-rail purposes. The 
larger-sized posts are in short supply. 


quiries 
buying has 
Northern 
has 
more 


posts 


years, a 


Birmingham, Ala. 


Southern Pine 
mand for 
for the 


Call for 


manufacturers 
lower grades exceeding production 
first time in more than four years. 
uppers has not increased. Demand 


report de- 


centers on No. 2 common items, with No. 3 
demand holding. Prices have advanced 50 
cents to $1.50. The April Ist list carried 
advances on items that had escaped the 


March 15 
grades. Industrial 
roads, took the advance without complaint. 
Retailers in the larger Alabama cities did 
not find it necessary to replenish stocks, for 
customers were not buying, while small town 
buying continued. Several large 
companies have been in the market for 
building materials for repairs and improve- 
ments on farm buildings securing their loans. 
Stocks in hands of retailers are the lowest 
in five years, while most mills are forced 
to delay filling mixed orders for an average 
of seven to ten days. Sash, door and planing 
mill operators report inereased demand, but 
no increase in price, 


advance of about $2 on 


buyers, including 


lower 
rail- 


insurance 
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New England Trade News 


[F. J. Caulkins] 


Boston, Mass., April 10.—There has been a 
seasonal increase in the movement of lumber 
from the yards, but the volume is still far below 
normal. The trend of mill prices, however, is 
so definitely upward as to encourage some 
speculative buying by the dealers. On_ the 
other hand, there are two major price influ- 
ences in action, one being favorable to price 
strength, and the other quite the reverse. Manu- 
jacturers are quite generally holding their “firm 
price” position at a level well above that of a 
year ago, and supported by the recent Supreme 
Court ruling in the “Appalachian Coals” case 
are encouraged to press forward in an effort 
to keep their product out of the hands of irre- 
sponsible price cutters. But yard men learn 
from Washington that the Administration con- 
templates early cancellation of the duty of $4 
per thousand on lumber imports, so enthusiasm 
for speculative buying is cooled. Spruce manu- 
facturers have held to a dimension base price 
of $32; thus Maine mills have a margin ad- 
vantage of exactly the amount of the tariff. 
Canadian manufacturers have wintered heavy 
stocks of spruce sizes, and new season log 
drives will reach the mill booms during the 
next six weeks. 

A “free lance” wholesaler says his firm had 
instructions from the West Coast to market a 
half million feet for delivery at a Boston ter- 
minal at a price level substantially below the 
“firm price” level. These “bargain” lots were 
offered to eleven of the larger yards but not one 
of them was willing even to consider the 
proposition. One of them explained that he 
was willing to go along with any advances in 
the market, but not to buy ahead of needs. 

West Coast Fir and Hemlock—Yard inven- 
tories are extremely low, but the apparent 
strength of the “firm price’ movement for 
western fir and hemlock and eastern spruce, 
also for southern ‘pine and Arkansas soft 
pine, is encouraging many dealers to submit 
round-lot schedules for bids. Unsold parcels 
on local docks or “to arrive” show small 
volume, and there is nothing of a “distress” 
nature to such holdings. Receipts at Boston 
terminals for March totaled 9,239,717 feet, 
and compare with 4,814,821 feet in February, 
and 2,473,941 in January. For the first quar- 
ter of 1933, receipts totaled 16,508,712 feet; 
1932, 32,045,859 feet; 1931, 50,504,250 feet; 
1930, 44,181,243 feet. The c.i.f. “firm prices” 
at Boston docks, quoted either by mill or 
wholesale distributor, are in full force, and 
include the general advance of 75 cents effec- 
tive March 10, and the specific advance of 
50 cents on all 2-inch dimension effective 
April 3. For dimension sizes the discount, 
from page 9%, of West Coast List No. 31, is 
No. 1 common, permitting 15 percent of No. 
2, 2x3-inch, $13 off; 2x4-inch, $13.50 off, and 
2x6- to 12-inch, $14 off; 3x3- to 4x8-inch 
squares, $15 off, with larger timbers, 40 feet 
and under, $20 off. The differential for hem- 
lock is $1 less than fir. For square edge 
boards fir and/or hemlock, No. 1 with 15 per- 
cent No, 2, the price to dealers c. i. f. Boston 
is: 1x6-inch, $16.50; 8- and 10-inch, $17.50; 
12-inch, $18.50; No. 2 common, 6-inch, $14.50; 
8- to 12-inch, $15.75; No. 3 common, 46-inch, 
$12.50; 8- to 12-inch, $14.25. 


_ Eastern Spruce—The movement of spruce 
1S In small volume. All larger mills that 
have been idle are still inactive. All larger 
shippers are holding strictly to the firm price 
basis, dimension schedules being at $32 base 
for sizes 8-inch and under, and shorter than 
20 feet. For the small random scantling, the 
price delivered is $23; 6-inch, $24; 8-inch, 
$26; 10-inch, $32; 12-inch, $34. With the 
Canadian dollar at around 83, all Provincial 
mills specify American funds to govern all 
Sales. 

Lath and Shingles—Offerings are ample 
and buying is light, at the price level noted 
here two weeks ago. The standard 1%-inch 
Spruce lath sell uniformly at $3.75, and 
wider at $4@4.25. Eastern white cedar shin- 
gles, extra grade, are quoted at $4; clears at 
$3.25, and 2nd clears at $2.25. For the West 


Coast red cedars, by rail, delivered prices 
per square at New England points are $3.14@ 
3.19 for the 16-inch XXXXX, and $3.49@3.54 
for the 18-inch Perfections. Local stocks of 
waterborne XXXXX reds are well cleaned up, 
and last sales were at $2.70@2.80. 


Maple Heel Stoek—Most heel plants are 
again operating to capacity. They are pick- 
ing up lots of maple as offered, and some of 
the larger are inclined to cover the full sea- 
son's requirements. The price range con- 
tinues at $60@65 for the common and select 
grade, and, until the new grading rules now 
in the making come into full use, sales at 
above $65 calls for special quality specifica- 
tions. 





Pine Boxboards—The shippers’ meeting at 
Manchester, N. H., on April 14 is expected to 
show a sharp reduction in the total of unsold 
stock on the mill yards, by reason of the 
sharp increase in demand for bottle cases at 
the box plants, where one order for a round 
million cases has been reported. For the inch 
round edge, all prices below the $15 base 
have been cancelled, and the narrower lots 
command that price today. For the square 
edge inch, there has been an advance of $2 
to $25 as minimum price, increasing to as 
high as $30 for wider sizes. 


Trade Events in New England 


On Monday afternoon, April 24, the Red 
Cedar Shingle Bureau, of Seattle, Wash., will 
demonstrate the fire resisting qualities of the 
red cedar shingle, compared with standard 
composition roofing. The test will be made 
at the plant of the Cinder Concrete Units 
Corporation, on Middlesex Avenue, Somer- 
ville, Mass., and will be conducted by Reg- 
inald T. Titus, field representative of the 
shingle bureau, and the shingles used will be 
edge grain red cedars. Lumber dealers in 
the Boston district are invited to attend this 
test. 


At the recent annual meeting of North- 
eastern Lumber Service (Inc.), composed of 
retail dealers in Greater Boston, it was de- 
cided to hold regular fortnightly meetings at 
Hotel Somerset, in the Back Bay section of 
Boston, for consideration of matters of cur- 
rent interest. George R. Todd, of Wm. Cur- 
tis’ Sons Co., is president. 


The Perry Whitney Lumber Co. moves its 
offices late this month from the tenth to the 
eighth floor at 148 State Street, Boston, 
where two large and well lighted rooms will 
be occupied. This company is the New Eng- 
land distributor for the spruce lumber and 
pulp product of the Madawaska Companies, 
Van Buren, Me., and St. John, N. B. 


Fred D. Sterritt, veteran retail dealer at 
Cambridge, Mass., returns April 20 from his 
winter sojourn at Altamont Springs, Fla., 
where with his wife and daughter he has 
been a guest since early January. His office 
reports a real increase in the volume of busi- 
ness handled during the first quarter, com- 
pared with the same period one year ago. 


Karl D. Scates, manager of Parker-Young 
Co., 148 State Street, Boston, accompanied 
by Mrs. Scates, is spending a month at Sea 
Island, Ga., and will return soon after Eas- 
ter. 

—_—_—_—_—_—_—- 


Experiments in Producing Stilts 


Loneview, WAsH., April 7.—The factory of 
the Long-Bell Lumber Co. here has completed 
a trial order of light-weight stilts for the 
Columbia River Mercantile Co., of this city, 
according to Tom Kemp, sales manager for 
the Long-Bell factory. The stilts are of light 
fir, about two inches by an inch and a quarter 
in width and thickness. The cleats are of 5-ply 
veneer. The cleats are removable and are 
strong enough to support a man’s weight. If 
the trial proves successful, the company will 
manufacture stilts in larger quantities. 















































Build Customer 
Confidence 


with Booth-Kelly Triply Certified lumber. 
Every piece bears the Trade Mark and 
Grade Mark of the West Coast Lumber- 
men's Association, the "Tree Mark’ of the 
National Lumber Manufacturer's Associa- 
tion and the Booth-Kelly Mill No. 20, which 


is our personal guarantee. 


With Booth-Kelly Triply Certified stock, 
you can point out to your customers that 
lumber you handle is stock of known qual- 
ity, backed by the reputation of one of the 
Northwest's pioneer producers and two big 
lumber associations. 


Let us quote on a mixed car of Booth- 
Kelly Douglas Fir finish, casing, mouldings, 
stepping, flooring, ceiling, drop siding and 
dimension. 


We are headquarters for Association Trade-Marked 
and Grade-Marked Douglas Fir Lumber. 


BoothiAtell 


SUGENE ORE: 


TWO MILLS—SPRINGFIELD & WENDLING, ORE. 
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YARD, MILL AND OFFICE 


Newsy Notes of Persons and Places 








Clark Duncan, of the retail yard division of 
the Dierks Lumber & Coal Co., Kansas City, 
Mo., has moved to Broken Bow, Neb., where 
headquarters of the Nebraska yards of the com- 
pany are located. 

C. L. Hardman, secretary Hardman Lumber 
Co., Downs, Kan., operators of line yards, has 
been recuperating from an illness at St. Luke’s 
Hospital, Kansas City, Mo. Mr. Hardman’s 
home is at Wakeeney, Kan. 

H. A. Hanlon, a partner in a» lumber com- 
pany at Odessa, N. Y., Cotton & Hanlon, is the 
author of a 16-page pamphlet on “The Motor 
Truck vs. The Railroad,” in which he makes 
a plea for the former. 

P. H. Brasnahan, representative of the J. W. 
Wells Lumber Co., Menominee, Mich., and 
Walter Henderson, sales promotion Vreden- 
burgh Saw Mills Co., Vredenburgh, Ala., were 
recent visitors to Buffalo, N. Y. 

Howard Blount, of the Blount Lumber Co., 
Lacona, N. J., has been re-elected president 
of the Holstein Breeders of Oswego County. 
Mr. Blount long has been one of the leading 
Holstein breeders in the State. 


Prouse Neal and William G. O'Brien, owners 
of the Neal-O’Brien Lumber Co., of Oswego, 
N. Y., were re-elected vice presidents of the 
Oswego Chamber of Commerce at the annual 
election on April 6. Both of these well known 
lumbermen have long been associated with civic 
and business affairs of Oswego. 

The Baltimore Lumber Co., of Chicago, has 
been sponsoring a basketball team this season, 
and Abe Fox, manager of the company, has been 
able to report gratifying results, for his team 
won the championship of the Calumet district in 
a Y. M. C. A. tournament, in a series of six 
games which started April 3 and ended April 9. 
He has the silver trophy, shaped like a basket- 
ball, on display at his sales office. 

E. E. Jackson, jr., president of the F. E. 
Jackson Lumber Co., with offices at Baltimore, 
Md., and mill at Riderwood, Ala., is back in 
Baltimore after about two months spent in 
Florida, where he made use of his yacht. Rich- 
ard N. Jackson, vice president, has gone north 
after some time spent at his home in Nassau, 
Bahamas. Mrs. E. E. Jackson, jr., is making 
a European tour in company with one of her 
daughters. 


B. F. Masters, of Chicago, was elected chair- 
man of the board of directors of the Rathborne, 
Hair & Ridgway Co., prominent box and shook 
manufacturer, at a recent meeting of the di- 
rectors. He has served as president of the 
company since the retirement of W. W. Rath- 
borne in 1916. C. A. Stafford, vice president 
for many years, was elected president and gen- 
eral manager, and R. F. Miles was elected 
vice president in addition to his duties as 
treasurer. H. J. Evans was appointed sales 
manager. The changes are effective as of 
April 1. 


Movies of Red Cedar Shingles 


F. J. Parker, field representative of the Red 
Cedar Shingle Bureau, working out of Chicago 
headquarters, recently has been creating a lot 
of interest among carpenters, contractors and 
lumber dealers in the middle West through the 
showing of a moving picture film describing the 
manufacture and use of red cedar shingles. 
These showings are made for the particular 
benefit of carpenters and contractors, many of 
whom are skeptical as to the feasibility of lay- 
ing a cedar shingle roof over an old roof suc- 
cessfully and without injuring shrubbery and 
flowers or otherwise littering up the premises 
where re-roofing is in progress. Wherever the 





picture has been shown the carpenters have 
become enthusiastic over the possibilities of 
re-roofing with red cedar shingles and the 
dealers under whose auspices the picture has 
been shown have been gratified with the results 
both in interest and in actual business. One 
scene that always attracts unusual interest 
shows an elaborate home surrounded by flow- 
ers, shrubbery and shade trees, being re-roofed, 
the picture being taken while the job actually 
was in progress. Lumber dealers who are in- 
terested in making a drive for re-roofing busi- 
ness in co-operation with the local carpenters 
or contractors may have this film shown by 
Mr. Parker at any time that they will arrange 
for a gathering either in their offices or in any 
other available room. Mr. Parker carries the 
entire equipment with him and can show the 
picture at any time and at any place. 
—_—_—_—_—_—_—_—_—_— 


Lumberman a Baseball Magnate 


Thomas A. Yawkey, of New York, true to 
his boyhood’s desire, is following in the trail 
of his uncle and foster father, the late William 
H. Yawkey, for the lumberman, miner and 
financier was formerly 
owner of the Detroit 
Tigers, and now the son 
has joined forces with 
Eddie Collins, famous 
second baseman, in the 
purchase of the Boston 


| 





TOM A. YAWKEY, 
New York; 
New Boston Red Sox 
Owner 





Red Sox, American | 
League baseball club. 

Young Mr. Yawkey | 
came into possession of | 
the full amount of his | 
inheritance, more than 
$7,000,000, on his thir- 
tieth birthday, Feb. 21. | 
Trained at Yale and at 
Sheffield Scientific School, specializing in min- 
ing and chemistry, he graduated in 1925 and 
took up the management of the mining proper- 
ties and lumber and paper mills owned by his 
family in the United States and Canada. In 
June, 1925, he married Miss Elise Sparrow, of 
3irmingham, Ala. 





Perfecting Plans for Reorganization 


Having received the approval of the bond- 
holders’ committee, with which have been de- 
posited more than 92 percent of the outstanding 
bonds of the Chicago Mill & Lumber Corpora- 
tion, holders of certificates of deposit for these 
bonds are being advised of the plans for a re- 
organization which are being put under way. 
3riefly, these plans call for the organization of 
two companies, a timber company, which will 
own and hold all of the fixed assets and an 
operating company which will own the current 
assets and will operate the plants. The three 
manufacturing plants of the Chicago Mill & 
Lumber Corporation located at Helena, Ark., 
Tallulah, La., and Greenville, Miss., will be 
leased to the operating company, which 
also will obtain from the timber company cut- 
ting privileges on a considerably deflated basis 
of timber values. It is expected that the reor- 
ganization will be completed by May 15. In the 
meantime, the company reports a gratifying 
increase in demand and in shipments. 

From the plans as approved, it would appear 
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that the new organization will be adequately 
financed and in position to conduct its business 
in the future in a way entirely satisfactory to 
the trade and to its creditors. 

Coincident with the reorganization, the Chi. 
cago Mill & Lumber Co. plants at Vicksburg 
Miss., Alexandria, La., and Pine Bluff, Ark. 
have been taken over by the Arkansas Oak 
Flooring Co. a new corporation, recently 
formed to succeed the old Arkansas Oak Floor. 
ing Co. The incorporators of the new com. 
pany are C. C. Fullbright, of Pine Bluff, Ark 
and a number of associates. 


Will Visit Atlantic States 


S. M. Eaton, eastern sales manager of the 
Union Lumber Co., who returned last week 
from a two weeks tour of the Southwest, where 
he visited sales connections, left Tuesday for 
New York, which was to be the first stop on 
a similar trip through the States on the At- 
lantic seaboard. In the Southwest he found 
much interest in the use of redwood for re- 
modeling and repairing. In many places where 
the outside trim has deteriorated with age or 
exposure to the weather, he said, it has been 
replaced with redwood. People are increas- 
ingly interested in repairing and remodeling 
their homes, and occasionally a new one can 
be seen in construction, though these are few 
and far between. “If the present restored con- 
fidence of the people remains,” Mr. Eaton pre- 
dicted, “there will be a further increase in 
home construction, both repair-remodel and 
new, I think, though it will not be rapid or 











The Ross Lumber Co. has been established 
by E. R. Ross, of Chicago, with headquarters 
at 340 McCormick Building, 332 South Michi- 
gan Avenue, to do a wholesale business in yel- 
low pine, Douglas fir, and oak, selling to rail- 
roads, industries and large contractors. 

Mr. Ross has been in the lumber industry 
since 1906, most of that time identified with the 
Marsh & Truman Lumber Co., of which firm 
he has been secretary for twelve years. He has 
sold some unusually large orders, including the 
piling and timber for the building of Erie pier 
9 at Baltimore, Md., in 1926, which required 
more than 10,000,000 feet, 7,000 of the piling 
ranging from 95 to 125 feet in length. 
following year he landed another big order, the 
lumber and piling for the construction of 278 
miles of Seaboard Air Line railroad in Florida. 





New Conc Takes Over Estab- 


lished Business 


Starks-Whyte Mill & Lumber Co., successors 
to Gregertsen Bros. Co., is a name rapidly 
becoming familiar to industrial and retail yard 
buyers. This new company, with headquarters 
in Chicago, of which J. W. Starks is president 
and W. J. Whyte vice president, recently pur- 
chased the business of Gregertsen Bros. Co. 
one of the well known, outstanding concerns 
which for many years has been identified with 
the distribution of cypress lumber. 

After many years experience with well known 
concerns, J. W. Starks became connected with 
Gregertsen Bros. Co. as an inspector at the 
Cairo yard April 1, 1921, later becoming yard 


foreman and for the last eight years was man- | 


ager of the Cairo yard. He will continue in 
charge of the planing mill and distribution 
facilities at Cairo. 

Mr. Whyte’s connection with 


Gregertsen 
Bros. Co. dates back to 1918. 


For nineteen years he was with Roberts Sash 
& Door Co., and for two years was sales man- 
ager in Chicago of the Hardwood Products 
Co. of Neenah, Wis. He is recognized as am 
authority on cypress, as well as other woods, 
and has a wide acquaintance among buyers and 
users of lumber. 


The new company will continue to operate 7 


In the | 


He practically | 
grew up in the lumber business and won recog- | 
nition as a successful sash and door salesman. | 
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the planing mill and cutting up plant at Cairo, 
handling high grade cypress and supplying any- 
thing from the smallest item to the largest 
dimension required by any industry. In addi- 
tion to its cypress business, the new company 
will also handle southern hardwoods. 

The Chicago offices will be located at 1515 
Howard Street. 


Furniture Maker's Anniversary 


An event that was of real interest to many 
lumber producers was the joint celebration, 
on April 3, of the sixty-first birthday of Peter 
FE. Kroehler, and the fortieth anniversary of the 
day he went to work for the Naperville Lounge 
Co., now the Kroehler Manufacturing Co. This 
company operates the largest wooden furniture 
factory group in the United States. The career 
of Mr. Kroehler has been a real business ro- 
mance, beginning with his first job as a book- 
keeper in the Fair, Chicago department store, 
and running through his rise to become the 
head of the great enterprise that now bears his 
name. It is said of Mr. Kroehler that when the 
first lounges in his factory were produced, he 
varnished the frames himself and _ personally 
packed them for shipment. Later he wrote the 
first Kroehler advertisements and attached the 
first guaranty to a Kroehler davenport. He is 
personally known to many producers and dis- 
tributors of the lumber that enters into the 
manufacture of his product. 





"Blue Book" Credit Analysis 


Business casualties reflected by reports to the 
Lumbermen’s Blue Book during March, 1933, 
with comparative figures for March, 1932, fol- 


low: 1933 1932 
EE: ngs cha Kea wenden ed 33 26 
NINN i o5 no do mee ed ee ark 17 9 
Extensions Requested .......... 13 3 
REE. 5K see ateu es deadwvas 11 9 
Composition Settlements ....... 4 2 


Creditors’ Committees Appointed. 2 3 

The increase for 1933 is due, in part at least, 
to decisions to wind up certain matters which 
had been dragging for a good while. 

Inquiries for special reports, while not at- 
taining as large a volume as during this month 
last year, were much heavier than in either 
January or February this year. 

The bank holiday naturally had a material 
bearing on collection matters, with the result 
that a comparison under this heading with a 
year ago would be unfair from various stand- 
points. 





and Tennessee 


Walter B. Vanlandingham and Roscoe C. 
Clark, of the Vanlandingham-Cook Lumber Co., 
Chicago, last week returned from a 3,000-mile 
motor trip to the South, most of it a tour 
of Mississippi mills. “Going by car,” Mr. 
Vanlandingham said, “we were able to visit 
many small mills I had never seen before, and 
get acquainted with their operations. They 
are running and making money, for they have 
good local markets, especially for their low 
grade stocks. I found several of them get- 
ting, from local btiyers, as much or more 
money for their low grade stock as they 
could get for their upper grades shipped north. 
Most of them have not been operating for a 
year, and their stocks are low and prices 
higher.” 

The lumberman was particularly impressed 
with the added signs of returning business he 
saw in Kentucky and Tennessee. He observed 
new homes and new barns and other farm 
buildings, and farmers getting a little more 
for their tobacco and other products. There 
was rehabilitation work, too, after the recent 
disastrous tornado, and he said that 200,000 
feet of lumber had been shipped into Nashville 
for this cause. 

In his Mississippi travels Mr. Vanlandingham 
also took occasion to talk with merchants of 
other lines, especially stores operated by lumber 
companies’ subsidiaries, including those of the 
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D. L. Fair Lumber Co. at Louisville, Miss., 
and of Phillips Lumber Co. and Taylor Bros., 
both at Eupora, Miss. These general merchan- 
dise stores all reported increased business, and 
one even a 100 percent improvement. The 
Phillips store reported the best volume of trade 
in five years. 

Retail yards in the vicinity of Chicago are 
buying more heavily than in the past, too, he 
said, though not in such volume as the south- 
ern points mentioned. There is little new 
building of homes, but garages and porch en- 
closures are being made, and homes are being 
remodeled both inside and out. Some lumber 
is being bought for World’s Fair use, he added, 
and predicted a large volume of business in 
materials for stands and tourist cabins in the 
Chicago area within the next sixty days. These 
prospects, together with the already increased 
demand, are making numerous Chicago retail- 
ers actively interested in new motor trucks, Mr. 
Vanlandingham said. 





Named on Coast Canal Survey 


OtymprA, Wasu., April 8—Two widely 
known southwest Washington lumbermen have 
been selected by Gov. Clarence D. Martin as 
members of the commission of five that will 
have charge of making the $50,000 survey au- 
thorized by the recent session of the State leg- 
islature, for the proposed Puget Sound-Grays 
Harbor-Columbia River ship canal. The pro- 
posed canal, which would provide an inland 
water route connecting Puget Sound, Grays 
Harbor, Willapa Harbor and the Columbia 
River, has aroused wide interest among Wash- 
ington lumbermen and logging operators, be- 
cause of the cheaper shipping facilities it would 
provide for lumber products. The two lumber- 
men named to the commission include Clarence 
G. Blagen, of Hoquiam, head of the Grays 
Harbor Lumber Co., and J. W. Lewis, of Ray- 
mond, manager of the Willapa Harbor Lumber 
Mills. 


Re-establishes Old Connection 


Battimore, Mp., April 10.—The closing of 
the office of the California Redwood Sales Co., 
in Philadelphia, with the retirement of William 
N. Lawton, who had been in charge of it ever 
since its opening, has been followed by Mr. 
Lawton’s affiliation with a new organization to 
be known as Hazard-Lawton, representing a 
re-union of Horace G. Hazard and Mr. Law- 
ton. These two lumbermen conducted busi- 
ness under the same name for about three 
vears beginning with the spring of 1919. This 
new firm is occupying quarters with the Penn 
Lumber Co., of which Mr. Hazard is the head 
in Philadelphia. The new development will be 
received with interest all along the Atlantic 
coast, from Baltimore up, in which territory 
Mr. Lawton has been a frequent visitor as the 
representative of the sales company. The new 
concern is handling carload and boatload busi- 
ness in softwoods and hardwoods and flooring, 
with an extensive list of mill connections. 


Lumber Barges Delayed by Ice 


NortH TonAwanpba, N. Y., April 10.—The 
advance guards of a fleet of canal boats loaded 
with lumber for the R. T. Jones Lumber Co. 
yards here, consisting of twenty boatloads, are 
lying at the east end of the Barge Canal wait- 
ing more favorable weather and ice conditions. 
This lumber consists chiefly of fir, both dimen- 
sion and uppers, and is to replace low items in 
the stocks of the company at North Tonawanda. 
For the first time in more than a quarter of a 
century the main channel in the Niagara River 
is blocked with ice. This is anchor ice and 
extends solidly from the mainland to Tona- 
wanda Island and from the yards of the R. T. 
Jones Lumber Co. on Tonawanda Island to the 
Grand Island shore. The water is rising and 
should the Canadian channel block up, there 
will be a flood along the Niagara in the Tona- 
wandas, something that never has been seen 
before. 
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Fix Your Credit Loss 


in Advance 


You can state pretty accurately every 
item in your over-head expense but one 
—your credit loss. That you can only 
Suess at. And how often you miss the 
mark, you, only, know! Because of pres- 
ent conditions, your credit loss is more 
of a problem than ever. 

If the year’s total covered credit losses 
exceed a certain previously agreed upon 
percentage of your gross sales, we repay 
the excess. 

Thus your credit loss for 
months is determined in 
| nothing can increase it. 

The cost of Credit Insurance is small 
compared to the security afforded. 


Over $9,500,000 paid to our policyholders 
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Lower Inventories, 
Quicker Turn-over 


AMERICAN LUMBERMAN 


Are Order 
of the Day 


Many Progressive Hardwood Mills 
Have Adopted the Modern Method of 
Kiln Drying Hardwoods Green from the Saw 


[By Charles J. Williams] 

[In view of inquiries recently received by the 
AMERICAN LUMBERMAN for information as to 
the feasibility of drying hardwoods green from 
the saw, and discussions on this subject that 
have occurred at recent lumber conventions, 
this article is timely and should be helpful.— 
Epiror. | 


Kiln drying hardwoods green from the saw 
is not new. Many progressive lumbermen for 
a number of years have been successfully dry- 
ing difficult hardwoods, up to three inches thick, 
right from the saw. No less an authority than 
Harry B. Krausz, of Canton, Miss., chairman 
of the committee on small dimension stock of 
the National Committee on Wood Utilization, 
will tell you that the majority of the commer- 
cial species of hardwoods can be successfully 
kiln dried green from the saw, and this can be 
done more satisfactorily, and with less degrade, 
than by the old, accepted custom of first air 
















We're supplying the needs of exact- 
ing buyers for furniture factories, sash 
and door plants, retail yards, etc. 

We'll satisfy you, too, because we specialize 
in Northern Veneers and Plywood. 


— We also invite orders for Northern Pine, Spruce, 
He loor —- = Hemlock, Cedar Posts and Poles, Lath, Shingles, and 


ioe “Peerless Brand” Rock Maple, Beech and Birch flooring. 
Order in straight or mixed cars. 


THE NORTHWESTERN COOPERAGE 
& LUMBER COMPANY 
GLADSTONE, MICHIGAN 
Chicago Office: N. J. Clears Lumber Co., 


Suite 447, Monadnock Block 
Minneapolis Office: G. W. Critten, 516 Lumber Exch. 


17 17 


























VON PLATEN-FOX 
COMPANY 
Iron Mountain, Mich. 


Manufacturers of 17 
Different Species of 


ORTHERN 
“HARDWOODS 


1 17 


~ 


HANDY BOOKS ror LUMBERMEN 


A COPY FREE ON REQUEST. ADDRESS 
AMERICAN LUMBERMAN, 431 Se. Dearbors St., CHICAGO 




















seasoning on the yard, and then kiln drying 
down to the proper moisture content. 


Mills Will Carry Less Inventory 


Leading lumbermen concede that the manu- 
facturer in the future will carry less inventory 
and have a more flexible operation, that he will 
operate his plant closer to the order file, and 
that large stocks of lumber piled on the yard 
for air seasoning—with attending heavy de- 
grade, carrying charge and slow turnover— 





This Is Now Out of Date 


already are things of the past. The advent of 
flexible modern kilns, such as the reversible- 
cross-circulation, internal-fan kiln developed by 
engineers of the Moore Dry Kiln Co. about 
eight years ago, opened the way for kiln drying 
green hardwoods on a commercial scale, and a 
number of mills now are drying successfully 
right from the saw such hardwoods as gum, 
tupelo, poplar, maple, birch, beech, elm, ash, 
hickory, chestnut, alder, basswood, sycamore, 
cottonwood, walnut, Philippine and African ma- 
hogany, dogwood, persimmon etc. Many south- 
ern hardwood mills are successfully kiln drying 
hardwoods green from the saw. The first to 
put in high powered flexible kilns to dry hard- 
wood dimension on a large commercial scale 
was the Pearl River Valley Lumber Co., Can- 
ton, Miss., which is drying green hickory two 
to three inches thick, for making automobile 
wheel spokes and truck body stakes, and to its 
surprise it has found the degrade less than 3 
percent. Green gum and hickory boards up to 
twenty inches wide are being dried at this plant. 


Practice Not Confined to South 


Kiln drying hardwoods green from the saw 
is not confined to the South. For example, a 
large hardwood manufacturer in Michigan, and 
another in northern New York, are successfully 
kiln drying hard maple, beech, birch, elm etc. 
from 4/4 to 9/4 green from the saw, down to 
a low moisture content. 

Large furniture factories in the West found 
years ago that western hardwoods such as 
alder, maple, myrtle etc. could be kiln dried 
green from the saw more economically, and 
with less degrade, in modern kilns than by air 
drying. In the Philippines, mahogany and other 
tropical hardwoods are being kiln dried green 
from the saw, while a large operator in China 
is kiln drying Japanese oak and Philippine ma- 
hogany in modern Moore kilns. 


Drying Green Hardwoods No Mystery 


There is nothing mysterious about drying 
green hardwoods. It is simply a matter of con- 
trolling the drying elements—temperature, hu- 
midity and circulation—and seasoning the lum- 
ber on proper, conservative schedules. The 
circulation must be uniform, and the rate of 
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circulation should be regulated to suit the 
species and thickness, also the moisture content 
of the lumber being dried. The automatic tem. 
perature and humidity recorder-controller Lives 
the operator control over temperature and hy. 
midity, and the high powered type of moderp 
kiln goes the rest of the way in controlling the 
circulation. 

During the first stage of drying green hard. 
woods, it is impractical to carry a temperature 
high enough in itself to prevent molding ; there- 
fore it is necessary to have a very fast and uni- 
form air circulation to remove the moisture as 
fast as it comes to the surface of the lumber, 
After fiber saturation point has been reached 
and moisture transfusion becomes slower, tem- 
peratures can be increased, humidity decreased, 
and the exceptionally fast air circulation is not 
required. Variable-speed circulation, a develop- 
ment of Moore engineers and an exclusive fea- 
ture of their reversible-cross-circulation kiln, 
makes it possible to carry a fast circulation 
during the first stages of drying, and a slower 
air travel during the latter drying stage. This [ 
flexible system is equally good for kiln drying 
partially air dried lumber, as the circulation 
can be regulated to suit the moisture content 
of the lumber. 


An Opportunity for Small Producer 


It is now practical for the small hardwood | 
manufacturer to compete successfully with the 
larger sawmill operation, by installing a modern 
kiln to dry his output green from the saw to 
the moisture content desired by the trade. A 
low cost kiln building can be constructed en- 
tirely of wood, and of semi-portable design. 
With this system the tracks in the kiln can be 
placed on ground level, saving the cost of build- 
ing platform docks, also raising lumber to a 
higher elevation in stacking loads etc. The 
efficient fan system can be operated by a small 
steam or gasoline engine, or by motor if elec- 
tricity is available. In some instances where a 
steam engine is used to operate the fan system, 
the exhaust from this engine is turned into the 
heating system to heat the kiln. 


May Modernize Old Style Kilns 


Plants having old style kilns, suitable only 
for drying certain species of thoroughly air 
dried lumber, now can have them converted to 
the modern reversible-cross-circulation fan sys- } 
tem at nominal cost. The buildings, and prac- § 
tically all of the iron equipment in such kilns, § 
can be used over again in converting the kilns | 
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Drying Green Dimension Stock at a Mississippi Mill 


to the modern system. Thus there will be a 
scrapping of good, usable equipment in which | 
money already has been invested. Ry: 

The lumber industry is learning that if its 
product is to give maximum service, it must be 
properly seasoned. Correctly seasoned lumbef 
will not only bring in and hold new customers, [ 
but it is the most effective method for combat: | 
ing wood substitutes and creating greater } 
profits. 





Concentrates Executive Offices 


Kansas City, Mo., April 10.—The Dickason 
Goodman Lumber Co. has discontinued its Kan- 
sas City office. Records and equipment have 
been moved to Tulsa, Okla., where the general 
offices have been located for a number of years. 
This move is in line with the policy of the com-| 
pany toward concentration and economy. Jas. 
IF, Goodman, who has been in charge of the 
local office, will continue to reside here. E. G. 
Frohberg will move to Tulsa. 
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LUMBER MARKET REVIEW 


Southern Pine Sales Spurt Is Not Maintained as Prices 
Advance and Competition Increases 


While southern pine shipments have continued heavily 
in excess of production, there was a marked slump in new 
bookings in the week ended April 8. Competition from 
West Coast stocks is undoubtedly stiffer in a good part 
of Southwest sales territory as a result of rate reductions, 
and it has been sharpened by advances in southern pine. 
The yards, however, are not inclined to buy more, after 
sorting up their stocks, until they see an improvement in 
their own sales. They are very reluctant to pay any price 
advances. In some cases, restriction of buying has been 
made necessary by lack of adequate banking facilities. The 
railroads are a bit hesitant, pending formulation of Federal 
re-organization legislation, but have had to come into the 
market frequently for track and car repair material, and 
there are some purchases for large construction projects. 
Factory demand in general is light, however. An encour- 
aging pick-up has been reported in foreign trade. Pro- 
duction has increased from 34 to 36 percent capacity. 


Arkansas soft pine bookings have been wel! ahead of the 
restricted production, but the flurry of yard buying for 
spring sorting-up has died down, because building has not 
been causing enough demand on the yards to sustain it. 
Mill stocks are low and broken, and are being further de- 
pleted. Industrial low grades are in better movement. 


Western Pines Firmer as Mills Build Unfilled Order Files 
and Further Reduce Stocks 


Bookings of identical western pine mills in the week 
ended April 8 exceeded last year’s by 7 percent, indicating, 
it is believed, that the turning-point of the market has 
been reached. Stocks of 111 mills April 1 were 26 percent 
lower than on the corresponding date last year. The gen- 
eral feeling among the mills is that even a moderate in- 
crease in demand would enable them to obtain fairer prices. 
It is not claimed that there have been any price advances. 
but the tone of the list is surely firmer, especially on the 
items that have been moving best, such as No. 2 shop 
and D selects. A basis for price strength is being laid in 
the recent building up of files of unfilled orders. Produc- 
tion continues to be rigorously curtailed, running about 
one-third less than last year’s. 


West Coast Mills Again Increase Order Files as Book- 
ings Run 21 Percent Above Cut 


Bookings of West Coast mills in the two weeks ended 
April 8 exceeded production by 21 percent, and there was a 
turther addition to files of unfilled orders, these having 
gained for six weeks. Production at identical plants in- 
creased 2 percent over that of the preceding fortnight. In 
no division of the market, however, did new business keep 
up to the high levels shown in the previous report. 


_ In rail territory, retailers now have made moderate sort- 
Ing-up additions to stocks, and are inclined to await devel- 
opment of demand; this is especially true of the Southwest, 
which had been holding back for recent rate reductions. 
Some buyers undoubtedly have in mind the possibility of 
getting British Columbia lumber at lower than American 
prices should tariff rates be reduced. Railroad buying is 
largely held up pending Federal reorganization plans. 
Atlantic 


coast buyers are disinclined to stock beyond 
immediate 


needs, though reports say some shippers have 


approached them with concessions. As the movement is 
light, space is plentiful, and tramps are cutting under Con- 
ference rate of $9. Though there is no surplus stock, dis- 
tributors evidence strong resistance to advances. North- 
ern California business has been improving, but southern 
is below expectations, as it has been found difficult to 
provide financing for needed reconstruction. 


Oriental demand is lower, Japan taking much less and 
China volume being fairly well maintained. A few orders 
come from Europe and South America. 


Carolina Lowers Active; Uppers Are Slow Again 


Demand for the low grades of North Carolina pine 
showed quite a spurt with resumption of brewing, but a 
quick jump in quotations put a damper on the enthusiasm 
of buyers. Yard stocks have been moving a little better in 
the South, but total building demand is small, and retailers 
as a rule are inclined to be less optimistic than wholesalers 
when it comes to stocking up. The mills find it difficult 
to effect any advances on higher grades. There are indi- 
cations of increasing small-mill activity in the Southeast, 
and though some of the larger roofer mills have advanced 
prices, purchases at the recent lower levels are still being 
made. Mark-ups seem to have preceded too much the 
development of demand. New England is a hesitant pur- 
chaser, perhaps because it expects a tariff reduction. 


Hardwood Demand Is Showing Seasonal Improvement 
and Prices Are Steadier 


Hardwood bookings amount to around fifty percent more 
than the production, which in the South is threatened by 


floods, while that in the North continues small. Southern 
cottonwood and northern basswood have been selling 


actively to box makers. Building trades demand, through 
millwork and flooring plants and retail yards, is showing 
a seasonal pick-up but is far below normal. There has 
also been a little better buying by industrial users, but 
most of them are set on keeping raw material purchases in 
line with their own sales, which are still restricted. Fur- 
niture, radio and automobile plants are all sending in 
more small orders for current needs. Very definite im- 
provement is reported in the British market, and there is 
a general feeling that economic adjustments to be made at 
the international conference will stimulate all foreign buy- 
ing. Prices of the higher grades can not be said to have 
advanced, but they are certainly steadier, and the reversion 
of the trend is making sacrifice offerings unnecessary. 


Northern Pine Low Grades Moving; Hemlock Gains 


Northern pine trade is awaiting possible action on the 
tariff on Canadian imports; some users are said to be hold- 
ing off other woods in the expectation that there will bea 
reduction. Re-sawn stock is now admitted at half the old 
rate. Box grades are reported to have been in very good 
demand in both the Lake States and the Niagara area, with 
mill stocks practically absorbed. Mills were closed down 
in the week ended April 1, and sales made 76 percent of 
last year’s, with unfilled orders small and stocks ahout 25 
percent lower than last year’s. 

Northern hemlock sales in the week ended April 1 were 
far ahead of last year’s for the corresponding week, and 
above shipments, a decided spurt in buying by Wisconsin 
yards being reported, because their stocks are low and they 
to realize that those of mills are being further depleted. 


Statistics, Page 31|—Market Reports, Pages 40-43—Prices, Pages 48-49 
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East and west side mills have reported the following average f. o. b. mill sales prices on southern pine to the Southern Pine Lumber Ex. 
change, New Orleans, La., for sales made in the period March 27-31, but, where prices for this period were not available, prices for the 
month to date have been inserted and distinguished by asterisk: 

West East West East West East, West East West East West East 
Side Side Side Side Side Side Side Side Side Side Side Side 

Flooring, Standard Drop Siding, Stand- Rough Finish No. 2 Shiplap and No. 2 Shortleat No. 2 Longleaf 

ngths ard Lengths, 1x6” 10-20’ Boards, Std. Leth. Dimension Dimension 

1x3” rift— No. 117 B&better jZhort!’ f— | 2x4” 2x4” 

Bé&better B&better.. 15.65 17.61)Inch thick— Se ¢en0% 12.00 11.95:12 & 14’.. 12.34 11.27 12 & 14’.. 12.72 18.49 

Shortleaf.. 30. 13 3 *30.00 et Fee ad he eracus seven 15.50 *16.38'1x10’ oR: Mei ® le seep 12.69 11.7 16 porte 14.00 14.30 

Longleaf..*30.92 _ |Assorted pat tte ard 15.20 19.25 Longl’f— | 2x6” 2x6 d : a | 

No. 1— 1 geeded > SS sees s° <::::: 17.80 17.41! 1x8” . 12.88 12.85/12 & 14’.. 10.46 10.31|12,@ 14’-. 10.17 11.89 

Shortleaf..*21.19 *26.41)%.1 “2:2: 36.52 16.67:30" .ccec 21.91 19.17,1x10” .... 13.14 15.00)16’ ....... 10.37 11.03 | 18" ------- 10.00 13.15 § 

; leaf ..*27.25 Gar Siding, Lining ell wwewes 33.22 37.00 2x8” 2x8” : . ‘ 

song ea “oats ® O60 and Roofing No. 2 Boards, 1x12” 12 & 14’ 10.81 10.57 12 & 14’. 10.50 12.87 
No, 2 17.00 16.89 B&better 5&6/4 Standard Length 16’ ** 31535 a at | eros *13.75 13.87 & 
1x3” flat. ee” 6s 13.00 ee | thick— Shortleaf 14.80 12.85 . — — 9.61 2x10” * 

grain— 1x4” 12&14'916.50 18.75 4-8” ..... 28.61 °28.94|7 -Cnicat’. 1909 20°71|20 0 14°. 10.8% o7 | 12, & 14’..911.25 13.41 § 

B&better.. 17.17 18.81|1x4” 10’...*15.87 18.67 5&10 $35.88 4. em; Nee Neh 12, & 14... 10.83 11.27 116" ....... *12.50 14.75 

No. 1..... 14.50 16.71 1x6” 6’... 17.25 ... od Pete *37.56 34.50] No. 1 Shortleaf Te ties, OPS 

0 2. 9.87 13.38\1x6" 12&14’ 20.19 x 2 & -75 *14,23 
x4” rift—— ine” ie 50:28 #1873) Casing, Base & Jamb -_ en 12 & 14’.. 11.82 12.04/16 .....:. 17.19 18.00 

‘4 a4 9 09 

Bé&better - Suntneet Finish, 10-20 12 & 14’. 14.05 13.27 a «ieeeee 13.64 9.21 wtaet — 

Shortleaf.. 29.56 28.09 10-20’ jPapetter, seiie st I Sala 14.47 14.25 No. 1 Longleaf ; snatee Ee 

No, 1— _ \B&better &10" *' $9, OL 24.41 )9x6° Dimension xl", 4 | 

Shortleaf.. 26.59 26.25 Inch thick— 1xb&10"" 1) 29:34 29°63 12 & 14’.. 12.22 11.66' 2x4” No. 1..... 2.63 2.11 

Longleaf..*33.75 *36.00| 4” ...... 21.51 21.09 No. 1 Fencing and PRS 12.61 12.06/12 & 14’.. 14.85 13.44|No.2..... 1.89 1.49 | 

No. 2. . *18.00 15.00) 6” ...... 21.15 20.81 Boards, 10-20’ 2x8” 14 ees 15.75 16.00 Timbers, 20’ & 

ix4” flat eer 21:95 21.17 | 1,4» 15.37 17.50|12, & 14’.. 17.75 *15.39! ox6” Under, No. 1 f 

grain— } ) 24.84 25.84 1x6" or! 16.19 17.83|16" ------- 12.82 12.62/12 & 14’.. 13.28 13.35|roncleat— 

B&better.. 17.23 16.9512” ...... 37.62 36.45 4X9” °""*" 1550 1754|2X10” _ oes 14.13 13.78|3<e%m ond. 16.00 140 | 

ss ee 14.55 16.225 & 6/4 thick— izle”... 17.53 22:08|12" ------- 14.94 16.13) oxg” ta ae Poe 9 Ee Re 

Ha. 8.6 5008 IhIT & © 28.83 *33.42 1X19" 27:36 31.61|!4/ ------- 14.86 13.50/12-@ 14’.. 13.63 13.20 |3e12c12012” 25.45 enone 

5&10" 97.38 60.04)" 6 ss 16’ ....... 15.28 14.93\3¢@° ** EDO 16°69 lee cee eee cee 928.89 

Ceiling, Standard 112” : 46.72 46.25 No. 1 Shiplap, 10-20’ 2x12” ewe ’ | cern eare 15 15.69 | Shortleaf— 

Lengths ic— uO" | x8” 15.40 16.00/12 & 14’.. 18.19 15.86) 2X10" 8x8 & und. 14.45 13.76 | 
“xt"— ‘Inch thick— jix10” "272: 17.40 ....{16° "5 18197 16.73.12’ ...-.-. _... ©17.35 | 3410-10410" 16.25 1878 
Bé&better.. 16.89 16.25, 4” ...... See | SRT OAS Gl, paimcigeietaly i . ce xéne ane 18.00 17.83] 8xX12-12x12"19.35 19.97 f 
We ekees ovce 914.00) 6” ...... 19.68 *18.38 No. 2 Fencing, Stand-| Partition, Standard /|16’ ....... 20.00 20.00 
% x4”— is” ...... 18.20 *18.06! ard Lengths Lengths 2x12” Casing & Base, 10-20’ { 
B&better.. 15.92 16.0710” ...... St.Fe P2800 ist co cees 10.50 10.36)%x4"— 12 & 14’.. 21.75 *20.89 B&better, 

"ES Sa taee BASE EE cccoces 30.56 *33.00,1x6” &C.M. 11.08 11.69|B&better.. 18.81 *18.34)16’ ....... 28.25 27.50]}1x4 & 6" 26.01 26.50 

| | 
t 

Portland, Ore., : ring f. o. b. Seattle, Wash., April 7.—Following are [Special telegram to American LuMBERMAN] 

mill prices on actual sales were reported to average prices, direct to the trade, on car- Portland, Ore., April 11.—Prices of straight 7 

the Western Pine Association by members load or part carload lots, f. o. b. mill, all and mixed cars of fir, delivered on a 62% 

during the period March 28 to April 3, in- prices being based on four bundles to the cent rate, from actual sales, direct only, 

clusive. Averages include both direct and square: April 6-8, are reported as follows by the 
wholesale sales, and are based on specified New grades, per square, Davis Statistical Bureau: 

items only. Quotations follow: Washington, Oregon and Vv > 7 i 

a Royals, 24” — British Columbia ee D 
Ponderosa Pine No. 1 $2.10 to $2.50 1x4" 33.50 $31.00 
5/4x8" 6/4x8” at eae ee te Ee Oe csamkers tees ++ + $33. Re 

Se.ect, S2 or 4S— 1x8” & wdr. & wdr N ag PESe ethene nee vere ete 1235 t 150 Flat Grain Flooring 
C Select RL...... $30.98 $40.33 $236.47 O, D cece ecerresessesece -.9 tO o ; 3&btr Cc D 
D Select RL...... 27.45 30.32 28.00 Perfections, 18”, 5/244." — MERE CTC 24.75 22.50 own 

Suor. s2s— No.1 No. 2 MO B tevctssvdesesvvares 1.70 to 2.25 { Meerrrrer er rrr tr 27.75 26.00 

DP iapeaskeascnvecaxeneed $23.20 $17.56 BEE tosereetevesseneses ete use ues Gente Otensing ‘ 
 eaeteceepeierenttiee 23.51 __.,_§ Pt eae BME weer ececrececeses $30.0 

Commons, S2 or 4S— , > ./_—~r . _ Ceiling 
eee siea7 $10.49 St EE Se ereentansas Lrete 3.50 HEE” ese e eee eeeeees 23.00 19.25 
|  eeaehhogetegests: 20.84 12.57 | 1¢— DXA" eee eee eee e eens 26.00 = 22.75 

4/4 No.4 common, S2 or S4, RW&RL..... $7.79 re sakeans. vembseeaays er pedir Drop Siding. 1x6” ; 

. oe BSB severe eerereeeeeeese . ae 4 F 9m OF 2 
Idaho White Pine 5&6 /4x8” SW scsbicsvaspeueevgai .90 to\ 1,30 Bae. shseheeesersneses ‘*s 6 oS Be * 

SELEecT, S2 or 4S 1x8” & war. oa D psvianaacavanaawnes 27.75 25.5 oe E 
eS  rrrrrr re ce $36.61 one T> > Common Boards and —_—, A 
ee Se re 32.26 Samia : Af 1x 1x8” 1x10 ane 

— u . Se See $23.25 $24.25 $25.25 28.51 

Cosszegure, $2 or 4S oan , sane $12.39 ARKANSAS SOFF PINE No. 2 ~- 20.25 20.00 19.75 23.50 
aie en ee ae 60. 00 34.07 16.13 Foll 1 : | See 18.00 18.25 18.25 eee 

CASO PETES OOS ee ollowing are average sales prices, these . 

4/4 No. 4 common, S2 or 4S, RWERL. .$9.01 f. o. b. mill figures being based on shortleaf Me. 1. 8° thick Seienian 

Sugar Pine weights, obtained by Arkansas soft pine pe ew 12° 14’ 18’ 0’ 
1x8” 5/4x8” 6/4x8” mills during the week ended April 8: $24.25 $24.50 $26.50 $26.50 

Se.ects S2 or 4S— &wdr. &wdr. & wdr Fleerin DP Saeies 23.75 24.00 25.25 25.00 
C select RL...... $61.55 $56.32 $52.25 > 1x4” OS 23.50 23.25 25.00 24.75 
D select RL...... 45.75 41.75 .* Edge grain—B&better........ $33.00 $32.50 | 10” ...... 25.00 24.50 25.25 25.00 

or s2s— No. 1 No. 2 No. 3 Flat grain—Bé&better........ 19.50 19.00 | 2x4”, 8’, $24.75; 10’ $25.00 a 

pane naw $31.00 $25.25 Sai i gaeeiiii-egeeepeeenie 16.50 2 No. "3, Pr 

6 it Sea ate Ode baal er pe $22 Pe DE teventdneherhcaaaemeare 12.00 12.00 No. 1 Common Rough &/or Surfaced Timbers 

aw SSP eee = a ae Partition and Siding 3x3 i See Or esd nek anes cee aoewnes $28.00 

Larch—Douglas Fir a zs eee Oe en BO OE oie sc ane wenanane aes 28.75 

Ma. 1 Dimension. 2247. 16° $1¢.32 Boston partition, B&better, 1x4”........ $19.00 

WO-. ansion, 2) » BO coeceececsceces 04 sas . ” G — 

No. 1 Dimension, 2x6-8", 16’............ 16.20 | Drop siding, B&better, 1x6"............ 19.00 

No. 3 Common, S2 or 48S, 1x8” RL...... 7.75 Finish and Moldings 

Vert. gr. flooring, C&better, ail “ei - 21.10 Finish, B&better, a $32.00 MAPLE FLOORING 

Finish, B&better, 5/4x5&10” .......... 46.00 Michigan and Wisconsin flooring mills 
Case and base, 1x5&8”................. 32.00 quote as follows on northern hard maple 
WESTERN SITKA SPRUCE os iy” 9) ~seepplelibeeieene 65% | flooring, f. 0. b. cars Cadillac, Mich., basis: 
4 an a a ee 20 Yo ; . First Second Zaid | 
d s BGk” -260sesoCerwons i 
{Special telegram to Amertcan LumBEerMAN] Bear " and Shipiap §x2% 
Portiand, Ore., April 11.—The following are | B0Grés 4nd shiplan, No. 1 et iets 
ortiand, oe — a j é Zoards, No. 2, 1x12”, 10, 18&20’........ 15.50 

prices for mixed carlots prevailing today: SOU Eb BEET cétudedscsaecensccns 12:00 WEST COAST LOGS 
tan} factory stock— , 

Finish— sia 4/4 ears ..-$14.50 Dimension [Special telegram to AMERICAN LuMBERMAN] 
3) Pr $39.00 eateries: 16.00 Ne a oe oe” 6 ere eee $13.00 Portland, Ore., April 11.—Log market quo 
1x4—10” 32.00 meg eveucees 17.00 Ge O°, 84> ome 26°........--..... aia = oo ilbescateia 

, es oF 18.00 ne eee Ee 6 daa pee we ween 21.00 ~ 

Bevel siding— to & Sx 4” a 7 9 Fir, yellow: Ungraded, $9@ 

. a67¢ veknawen z400 No. 2, ax « a ane, 36 al cp: Se hace Ac yt Fir, red: Ungraded, $109; am $6. 

%x4” og ae ae 18.00 DM | éK@tenne SELS , 16 CO IG wc ccccvcvcvevccves ‘ Hemlock: Ungraded, $5.50@6. 
% x6”, Flat gr. 16.00 Lath .......... Lath Red Cedar: Depending on quality, $9@I1l. | 
%x6”, Vert.gr. 20.00 Green box ‘f0gi2 a te is ded den tae ds cenkckween $2.75 Spruce: No. 1, $17; No. 2, $11; No. 3, $6@7. 
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Rock ELM— 
NORTHERN HARDWOODS FAS No.1 No.2 No.3 WESTERN RED CEDAR 
‘ | eee 65-67 40-42 18-20 - 13-15 
Following are prices of northern hard- Yr ae a ae aed + $+ eH conte Wash., — 9 T. wesene foe red 
E au, Wis: | Of4 «..65. 1o- 90- - - cedar siding in mixed cars, new bundling, 8 
oe + +S wee | eee 80-82 70-72 25-27 18-20 | to 18 foot, f. 0. b. mill, are: 
BircH— eee 90-92 80-82 50-52 nea Beveled Sidi — 
FAS Sel. No.1 No.2 No.3} 12/4 .100-105 90-95 55-57 30-32 evele ng, %-ine 
Ve Se are re eet ee te ai 
5/4 weeeee o> ‘ is a * ee ee $19.00 $17.00 $14.00 
6/4 wees 47-49 37-39 29-31 20-22 12-14 SE Sc ckckeawaee 23.00 19.00 16.00 
B/4 coos: 52-54 42-44 35-87 25-27 12-14 OAK FLOORING 2 = Beanery ait 23:00 20.00 16.00 
12/4 ..... 80-82 65-67 55-58 45-48 Following are carlot quotations, Memphis Clear Bungalow Siding . 
16/4 ...-128-133 113-118 98-103 aia basis, on oak flooring: % inch ¥% inch 
5/8 eeeeee 35-37 25-2 17-19 14-16 }3x2%"” Hx1 6° % x2” %x1 %” DOMME: \ dca vinetaaniiewed salen $34. 00 $26.00 
B/E ccvcce 35-37 25-27 17-19 14-16 Clr. qtd. wht. - + $80. 00 $68 $59.00 $46.00 10-inch eee ee ee ee ee ee 44.00 37.00 
Thin 4/4.. 35-37 25-27 17-19 oe Clr. atd. red.. 70.00 60. PH 51.00 46.00 NT eet ee eee 56.00 cums 
Basswoop— Sel. qtd. wht.... 48.00 44.00 39.00 34.00 Finish, B&better 
a 0-42 3 22-24 18-20 13-15 Sel. qtd. red.... 46.00 40.00 39.00 36.00 S2S or S4S 
S/S ocevces on 33-36 25-27 20-22 14-16 Clr. pln. wht.... 48.00 44.00 40.00 36.00 or Rough 
5/4 weeees Hitt 38-41 27-29 20-22 14-16 | Clr Pin. red.... 47.00 44.00 40.00 36.00 UX8H10" 6. eee eee eee e ee een eet eem $ 45.00 
G/4 w++ee 53-66 43-46 32-34 22-24 14-16 | Sel: Pin. wht.... 42.00 32.00 37.00 28.00 | 1x12” .. 0... eee ence eee eens 55.00 
8/4 wseeee 65-67 55-57 47-49 35-37 as Sel. pln. red. 42.00 34.00 37.00 30.00 | 1x14. 16&18” (average)............... 90.00 
10/4 ..+.- 77 «65-67 57-59 40-42 |; i. & COME. Win. DD «(GR BR NE BRN onc ccccccsccrecccsccnescnncccen 100.00 
12/4 «++. sate coo | Ba, 2 oom. red.. 88.00 88.00 295.00 86.00 | 1RSSASE” oo... ccc ccc ccc ens ceness 105.00 
Keystock, 4/4 No. 1&better, $50-52; or on ee 2 OO. 6 e058 16.00 14.00 14.00 14.00 E 
grades, FAS _ $60-62; No. 1, $45-47; 5/4 No. 1 Get Gute? Aut | ieseet .... ncn $30.00 
&better, $55-57; or on grades, FAS, $65-67; | cir. SS ee $64.00 $64.00 $80.00 ; 
No. 1, $40-42. ee, We, le is oo we 59.00 59.00 70.00 Discount on Moldings 
= Bel. GO. WEescesvcecoves 46.00 46.00 54.00 Made from 1x4” and under 64% 
LE . : 2 3 anc —) ee ee 0% “Yo 
eae Sar er ae s >» | Sel atd. red.........-, 46.00 46.00 54.00 Made from other sizes.........cccecssees 54% 
Per 40-43 30-33 -24 15-18 10-12 Clr. pln. ea 46.00 42.00 52.00 Additional discount for 10,000 feet or 
5/4 .---e- 50-53 40-43 25-27 20-22 11-13 | Clr. pln. red............ 46.00 42.00 49.00 Wi I ions oe heats cetera s 5% 
6/4 ..--6- 99-98 40-42 26-28 18-20 11-13 ere 42.00 38.00 45.00 
SD aiken bis 55-58 40-42 29-31 22-24 11-13 Os ee Sea ea 40.00 38.00 42.00 Clear Lattice 5/16” 4 to 16’ 
10/4 ..... 75-78 60-63 50-52 36-38 .. No. 3 COM. WREoc cs 500 29.00 25.00 24.00 100 lin. ft. 
12/4 ..... 90-95 80-83 60-62 40-43 ee Se ee A 0 Og Aad ignce ahem nia Wesieox oe Pa rae Se $0.23 
16/4 -130-140 115-120 95-98 Ses sb envrenecaces ee aden iennhaeekndeeens ceeuesacawe 27 
AsH— New York delivered prices may be obtained BE seeie caw eine wae ned bee cen ke anaes 31 
4/4 42-44 32-34 26-28 18-20 12-14 by adding to the above: For }3- ar stock, $9; 
5/4 ...--. 47-49 37-39 30-32 20-22 14-16 | for %-inch, $4.50; for %-inch, $5.5 
2 eer 52-54 42-44 35-37 25-27 14-16 Chicago delivered prices may “ obtained 
$/4 62-64 52-54 40-42 28-30 14-16 | by adding to the above: For He inch stock, $6; CHICAGO RECEIPTS, 
or ne or ne 
Sort ELM— 
FAS No. 1&sel No.2 No.3 SHIPMENTS 
eee 5-37 22-24 18-20 13-15 
5/4 . 38-40 25-27 20-22 15-17 END DRIED WHITE MAPLE Chicago receipts and shipments of lumber 
6/4 ...... 38-40 25-27 20-22 16-18 and shingles, in thousands, were reported by 
8/4 esas 38-40 27-29 20-22 16-18 Prices on end dried white maple, f. o. b. | LL. C. West, statistician, of the Board of 
10/4 45-47 35-37 25-27 -++ | mills, lower Michigan: Trade, for the five weeks, Feb. 27 to April 1, 
Ee <tems 50-5 40-42 30-32 FAS No. 1 & sel. intents. see for phe year to Gat, Jan, + 
Sorr MAPLE— ME ons knvensivncdinsee ed $100.00 S vase | Seek 2, Iles, with comparative seures fer 
FAS Selects No.1 No.2 No.3 | 5/4 .......cceccccececees 105.0 75.00 | the corresponding periods of 1933: 
, eee 40-42 30-32 20-22 15-17 11-13 | 6/4 20.0... ee eee eee eees 105.00 75.00 4: Receipts 
a, ee 45-47 35-37 25-27 18-20 12-14 B/E. csccvvievnciseingaenens 105.00 75.00 : Ship- Above 
i, ee 50-52 40-42 30-32 20-22 12-14 a ee eer 120.00 90.00 | Lumber— Receipts ments Shipments 
SS mererre 50-52 40-42 30-32 24-26 12-14 SO sukwdtwanwewsweweeens 130.00 100.00 Feb. 27 to] 1933 58,671 16,308 42,363 
April 1 1932 82,162 35,349 46,813 
| Ine. or dec —23,491 —19,041 §—4,450 
TIDEWATER RED CYPRESS | Jan. 1 to 1 1938 142,549 45,757 96,792 
| April 1 1932 205,804 80,863 124,941 
Jacksonville, Fla., April 10.—Following is a list of new wholesale prices on tidewater — = 
red cypress, random widths and lengths revised as of July 19, f. 0. b. Chicago: Ine. or dec..... 63,255 —35,106 §—28,149 
Grades 1” 1%” 1%” 9” 21%” 3” 4” _ Shipments 
BEE tons: cidedthd cd weths wwe erakeken iecuaea $109.75 $118.25 $142.25 $142.25 $149.25 | Ship- Above 
DE ersnavtccdvenectensereseresceroure 68.25 73.25 83.50 93.50 123.50 123.50 128.50 | Shingles— || Receipts ments Receipts 
EE pedtersesrvienrenkebasneceehenh 54.50 59.50 62.50 69.50 91.50 9150 99.50 | Feb. 27 to) 1933 207 10,353 2,076 
PB Mike cevinenwncessehueuneueeee 36.50 49.50 58.50 61.50 80.25 80.25 88.25 | April 1 1932 9,370 15,153 5,783 
ik a ai ad a acres oe a i ee he eed . 26.25 26.25 26.25 26.25 Cypress Shingles, 18” ' sty 95 —48 eae 
DEED wiksicndkvhertvieetabenane wean 28.25 30.25 30.25 31.25 4” : i To 11933 201399 21'493 arty 
Clear Heart ......ccccosccceceessvevers 79.50 84.50 109.75 118.25 |Best ........ $5.95 $6.95 | April 1 {1932 22,564 29,775 7,211 
- 7 «a. eee 4.70 5.10 : 4 ’ 
LEI LCETCTR TTT OT 69.50 74.50 76.50 84.50 ir “ 4.20 4:60 | 
C&better I Oenerdceenerebedennune 58.50 63.50 65.50 68.50 lovaress Lath “ow | Inc. or dec..... 2,165 —8,282 §4+6,117 
i 2. Oh MU sicen cece rene renaan 49.50 54.50 54.50 49.50 0.1 No.2 | *Receipts above shipments. 
Me. 3 Common, RW «occ ccccccescccccsicvs 39.25 39.25 39.25 39.25 |3¢x11%4—4’ ..$4.85 $4.10 | §Last figure in each group gives difference 
SE Gcactsctasismeanemstowmens veces 53.50 58.50 60.50 63.50 13gx1%s—32” . 2.20. .... between 1933 and 1932 net receipts. 

Following were average sales prices reported for southern hardwoods during the week ended April 4, Chicago basis: 

P 4/4 5/4 6/4 8/4 4/4 5/4 6/4 8/4 

IGURED RED GuM— . Rep OAK— 

Qtd. Noo1& _ i Pac Se 8 = § BSercneesaeers 58.50 69.25 
sel. ..... TED = aSetedeccne Seveeesetaee enederseneee i <csnccac cogs aienieuan den: Calceteeenee 

t%eD GumM— ee ee  <RttencK Re Debew heb k ee GibmwR an eiNeS 

Qtd. No. 1& MIxED OAK— 

_ ae ee eee 38.25@ 40.25 38.00@ 41.25 ............ re. ere 8 _ dnpiatiivae whine Wiel we ata. Wn etenae vena 

FOR Oss SEE. nc ew atbeesm -aipaedermampsy waldlbantanoges PoPLAR— 
me. 1Rnel. 31.560 9675 SEQ@G 8 &$&§ § §= 8 2—«_sokecccvescvadr esiosewsowoat Pin. No. 1 
No. 2 .. he ale , ideas eS eS SES US eee 34.50 37.75 

Sap GumM— No, 2-A. Kt 4 rege pabhenee. +  ~@6eeSewasae® eo e066 ee eee 

Qtd. FAS... 39.50 «-_—«_ nr. cece ccc ccc nenee 39.50@ 41.25 No. 2-B.. 18.75@ 4 ce 
No. 1&sel. 26.25@ 33.00 28.254 31.00 32.00 28:00@ 33.50 Biss DE OER Sersevisevek stnbrhectan® (WeaNeaneeseen 
PO SOOM vcinccinhnn | envseesicese Reeeendoess's 25.25 AsH— eT ie eid eld 

Pin. FAS... 32.00@ 36.00 40.50 42.25 FAS .....- 44.00@ SE.50 GIR «ss iginwsecvecae 51.25@ 62.50 
No. 1&sel. 23.50@ 28.50 ............ 3300  - 39°95 me, BROS... FESR ft eh ewe esas 40.25 41.25 
No. 2com. 20.00@ 20.75 .........00. 20.75 22.25@ 33.25 BEECH— 

Me SEM ee” = °C Sedincersiwer “oSutabincdadioe! SOL OER GanS DV ii cvévedinwe Sere wamtenar -asabeebnem 37.00 
BLack Gu  — Sort ELM— 

We OTR cles dw nvucnhiwd sieabedancit ES, SacikGinaerksn. Athens phen we ae 8 6——is HR he Sa caherac 

No. 1&sel. o.oo... oe, a ——i(“ié‘“‘«*‘C eee Aw CoTTronwoop— 
TUPELO Box bds. 

Pin. FAS... 32.00 aes CE Ok i Sa ein ws nihaveieeenelaie es Prete hae aieheieinle 
No. 1&se 1. 26.00@ 27.00 ......- a Set ae: (a Pe eel 32.75@ 38.00 Se ST re ee ee 
MM 5.6% scat ~s aren: tee a, Sk... De ee ee —«i«Cn nw wn cn, enews mel 

— Tee ae NE ORS ee a re A ee nn ic aicatcues: (Spanien aeueen 

Qtd. No.1& WILLOW— 

i ee DOR ae teen sae ee ee RS ee dee ene Pe SS « DEE GO (Sink scs cess). dich eecnaeeas® &yraemiewees 

Pin. No.1 & : ee CHERRY— 

Pe s+ UE ORME cnn vancnas! ssetereentes 10.50 a 1 i a 
Ce SOO CRI SEE. ciesiest anne . senecetevass 46.75 No. léesel... 43.00@ 44.00 ............  ceeeceeeeeee teeeeeeeenes 
ee Se GE! | eae ee ee cided eae scape eee oe a suan eee Re CE LGGaehetaer dae senwdaans 
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A. E. HAMMOND, 79, of Van Buren, Me., 
died March 28. He spent his early years in 


the Canadian woods, and returning to his 
native town he bought a sawmill and starch 
factory, and constructed a railroad that was 


later sold to the Bangor & Aroostook. In 
1900 he built the first large mill in Van 
Buren and later bought the B. R. Burpee 
mills. In 1907 he organized the St. John 


the largest in New England. He 
next organized the Notre Dame DeLac Lum- 
ber Co., in Quebec Province, and later sold 
to the Frazier Lumber Co. He organized the 
Hammond Lumber Co. in 1915. He played a 
big part in bringing to his town the Inter- 
national Pulp & Paper Co. In 1905 he organ- 


Lumber Co., 


ized the Van Buren Trust Co., and in 1907, 
erected the Hammond Hotel. Surviving him 
are two daughters, one son and a brother. 





S. LANHAM FRAZIER, 50, of Louisville, 


Ky., vice-president Mengel Co., and in com- 
plete charge of the mahogany division, was 
found dead in bed April 5, at Fowler, Ind., 


business trip. 
traffic 


while on a 
the company’s 


Mr. Frazier joined 
department twenty- 
five years ago. Later he handled export and 
import operations, the company, through its 
Axim Transportation Co., operating a fleet of 
ocean vessels, chiefly to get its logs in from 
Central America and West Africa. About ten 
years ago, when the Mengel Box Co, and C. C 


Mengel & Bro. Co. were merged into the 
Mengel Co., Mr. Frazier became vice presi- 
dent. Mr. Frazier was an ardent tennis 


player, and was active in church and charity 
work. He is survived by his widow, a 
daughter, a son, and a brother. 


GEORGE W. HARTZELL, 64, of 
Ohio, a large operator in 
1. His father owned a 
Greenville, which he bought out and moved 
to Piqua, thirty-five years ago, establishing 
the Hartzell Industries (Inc.). He had served 
as president of the American Walnut Manu- 
facturers’ Association. He was president of 
the Dayton Industries Building, owner of the 
Fine Arts Building, which he rented to art- 
ists, and director of the Piqua National Bank. 
Surviving him are his widow: his son, Robert 
Hartzell, of Troy, vice president and general 
manager of Hartzell Industries; and his 
daughter, Rose. 


Dayton, 
walnut, died April 
wagon factory at 


DANIEL O. WEBB, 60, of 
recently died of 


Oneonta, N. Y., 
pneumonia, at Westport, 
while on a vacation trip. He was born at 
Unadilla, and at 18 became a timber cruiser. 
Twenty-eight years ago moved to Oneonta, 
to associate with the late Frank D. Miller in 
forming the Webb Lumber Co. Mr. Miller 
died in 1920 and Mr. Webb then, with his late 
partner's brother, O. A. Miller, formed the 


D. O. Webb Lumber Co. He had donated to 
Oneonta a 20-acre island as an addition to 
Neahwa Park, and had served as alderman. 
He was a lover of horses. Surviving are his 
widow and three sons, three brothers and a 
sister. 


SCHULTZE, 85, of 
Ind., died April 1. He suffered a paralytic 
stroke one week before death. Born in 
Westphalia, Germany, he came to Evansville 
with his parents in 1856. He began his lum- 
ber career in 1868 as a member of Schultze, 
Waltman & Cody, stave mill operators. In 
1890 the company built a lumber mill, oper- 
ated to this date. In 1913 the business was 





GEORGE T. Evansville, 





incorporated as George T. Schultze Lumber 
Co. Surviving him are the widow and one 
daughter, wife of Lowry Bertelsen, engaged 
in business with Mr. Schultze during the last 
fifteen years. 

EDGAR EMERSON EATON, 75, New York 
wholesaler, died March 31. Born in Corn- 
wallis, N. S., he graduated from Acadia Uni- 


versity, of which his father was one time 
governor. He joined the staff of D. R. & B.S. 
Eaton, lumber and ship building concern, and 


later engaged in banking at Kansas City, 
Mo. He returned to the East to represent 
the Ritter Lumber Co. in Boston and New 


York, and remained with it twenty-five yvears, 


until, fifteen years ago, he engaged in busi- 
ness on his own account. His widow, whom 
he married last fall, three sisters and four 
brothers survive. 


SWEN BERGLUND, 76, of St. Paul, Minn., 


died April 3. At the time of his death he 
was president and owner of the S. Berglund 
Lumber Co., of that city. Born in Sweden, 


he arrived at Stillwater, Minn., when 23, and 
progressed until he was able to purchase the 
Stillwater Manufacturing Co., with Londrus 
Sargent. His furnishing of the finish for the 
National Museum in Honolulu, Hawaii, won 
him fame; the koa logs were shipped to Still- 
water, and Mr. Berglund supervised the in- 


stallation of the millwork. Surviving are his 
widow, a daughter and two sons. 





JOHN HETTINGER, 62, president Het- 
tinger Lumber Co., Appleton, Wis., died 
April 7. He was born in Appleton. In 1901 


he organized the Appleton Lumber & Fuel 
Co., and sold it in 1908. A year later he was 
elected president of the Ideal Lumber & Fuel 
Co., and continued with that company until 
1921. He then organized the Hettinger Lum- 
ber Co. in 1922 and had been its president 
since. He was also active in civic, church 
and fraternal affairs, and had held public 
office. His mother and a sister survive. 





JOHN LORNE CAMPBELL, 77, secretary of 
the Wholesale Lumbermen’s Association, and 
for some years in the wholesale lumber busi- 
ness in Toronto, Ont., died in that city on 
April 3. He was born in Duntroon, Ont., and 
was educated in the Collingwood high school 
and the University of Toronto. As a young 
man he moved to Western Canada, settling 
in Melita, Man., where he entered the retail 
lumber business. Surviving are his widow, 
two daughters and two brothers. 

HERMAN J. San 
away 
Calif. 


MULLER, 79, 
Gabriel Valley Lumber Co., 
March 26 at his home in San 
He established the business in 1883 and con- 
ducted it continuously for a half century. 
The deceased was taken ill at the time of his 
wife’s funeral early in March. Surviving him 


president 
passed 
Gabriel, 


are two sons, Leland Muller, manager San 
Gabriel yard; and Allen E. Muller, manager 
San Gabriel Valley Lumber Co. at Arcadia, 


and a daughter, Maria. 


VICTOR L. 





HEDMAN, 72, of 
died April 5. Born in Sweden, he emigrated 
to the United States in 1880. He entered the 
lumber business in 1904, forming a partner- 


Geneseo, IIL, 


ship with C. E. Anderson, to take over the 
F. L. Windsor Lumber Co., to which, in 1919, 
A. J. Lager was admitted. Mr. Anderson 
died in June, 1932. There survive him a 
daughter and a son by his first marriage, a 
son by his second marriage, and his widow. 

LUTHER BRADBURY, 48, head of the 
3radbury-Locke Lumber Co., of Hopedale, 
Mass., died April 7. He had lived there for 
the last sixteen years. His father was one 


of the settlers of Denver, Colo., and Luther 
Bradbury was born there. For some time he 


was connected with the Smiley & Bradbury 
jewelry store, Milford. Surviving are his 
widow, a son and a daughter, a brother and 


two sisters. 


SAMUEL T. ALCUS, SR., 71, of New Or- 
leans, La., died April 3. Deceased was born 
at Tangipahoa, La. Mr. Alcus was president 
of the lumber manufacturing firm of S. T. 
Aleus & Co., which was established in 1898. 
He retired in 1928. The deceased was a mem- 
ber of many social, civic and commercial or- 
ganizations. Survivors include his widow, 
two daughters, two sons and a brother. 


WOODSON MURPHY, 83, 
Murphy Lumber Co. at Plainville, Ind., died 
March 31. Born at Adams, he moved to 
Plainview 48 years ago, when it was a hamlet 
of eight houses, and as a contractor he 
played a big part in upbuilding the town, in 
his early years using native Indiana woods. 
Surviving him are his widow and three chil- 
dren. 


owner of the W. 


M. WILLIAM DAVIS, 61, pioneer hardwood 
lumberman of the Pacific coast, died March 
31 at his home in San Francisco, Calif. He 
was the owner of the Davis Hardwood Co. 
A native of Reno, Nev., he was one of the 
first to start there selling hardwood on the 
road forty years ago. He is survived by his 


widow, two sons, two brothers and two 
sisters. 

HOWARD C. MORSE, 53, treasurer of the 
William B. Morse Lumber Co., Rochester, 


N. Y., died on April 4 in the General Hospital 
there. He was born and educated in that 
city, and was graduated from the University 
of Rochester. He immediately entered the 
lumber business, and had since been identi- 
fied with it. Surviving are his mother, five 
brothers and a sister. 





GEORGE W. ALLEN, 71, 
lumber merchant, was accidentally asphyxi- 
ated April 1. Born in Richmond, Va., he 
moved to Staten Island more than forty years 
ago. For many years he was a partner in 
Wheeler & Allen, but sold his interest to 
his brother, Mark C., and opened a business 
of his own. Surviving him are three brothers. 


FRANK THEILER, 48, Tomahawk, Wis., 
and since his youth active in the lumber in- 


Staten Island 
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dustry of Lincoln County, died April 3. He 
served ten years aS mayor, was president of 
the Tomahawk Hotel Co., vice president of 
the building and loan association, and vice 
president of the Bradley Bank. His widow 
two sons and four daughters survive. ‘ 


C. B. CRISLER, 65, of Klamath Falls, Ore 
died March 27. He was president of the 
Euwana Box Co., which owns one of the 
world’s largest box plants, and vice president 
of the First National Bank. He had recently 
returned home after a three months’ stay in 
Sacramento. Surviving are his widow, and 
one daughter. 


FRANK HORAN, 65, general manager For. 
est Lumber Co., of Pine Ridge, in the Kla- 
math Falls district of Oregon, died suddenly 
April 6. He was a_native of Eau Claire 
Wis., and came to Klamath County in 1925 
from Shreveport, La. He is survived by the 
widow, three sons and four daughters, 


WATERS W. BRAMAN, 66, of Three Riy- 
ers, Que., died March 23. A native of Water- 
vliet, N. Y., in 1891 he moved to Canada, and 
at the time of his death was in charge of 
the lumber division of the Canadian Inter- 
national Paper Co. He is survived by three 
brothers. 


LUMBER CLUBS 


Discuss California Needs 


Tacoma, WaAsuH., April 8.—Business condi- 
tions in northern California are better, with 
lumber prices surprisingly firm, Frank Para- 
mino, San Francisco manager for the Tacoma 
Lumber Sales Agency, told members of the 
Tacoma Lumbermen’s Club at their luncheon 
here yesterday. James E. Mackie, representa- 
tive of the National Lumber Manufacturers’ As- 
sociation, also addressed the Tacoma club, dis- 
cussing his observations during the two weeks 
he has just completed in the Long Beach-Los 
Angeles earthquake zone. Frame _ structures 
survived the shocks so well, he said, that the 
result has been a big recommendation for wood 
construction. He pointed out the necessity for 
additional educational work in the earthquake 
region. 














Milwaukeeans to Golf 


MILWAUKEE, Wis., April 10.—The Milwau- 
kee Hoo-Hoo Club sports committee has an- 
nounced the following schedule of tournaments 
for the 1933 golf season: 

May 9—Browns Lake Golf Club, Burling- 
ton; June 13—Racine Country Club, Racine; 
July 11—Waukesha Country Club, Waukesha; 
Aug. 8—Takodah Country Club, Fond du Lac; 
Sept. 12—Michiwaukee Golf Club, Milwaukee; 


Oct. 10—Meadow Springs Golf Club, Jeffer- 
son. 
According to custom, there will be a 


registration at each of the tournaments, cover- 
ing green fee, prizes and nineteenth hole. While 
guests are invited and are always welcome, 
prizes will be awarded to members only. The 
local dealers in each community are to act as 
hosts for each tournament. 





Loadings of Revenue Freight 


A report of the car service division of the 
American Railway Association shows that the 
revenue freight for the two weeks ended April 
1, 1933, totaled 970,438 cars, as follows: For- 
est products, 32,776 cars (an increase of 5,177 
cars above the amount for the two weeks ended 
March 18); grain, 65,319 cars; coal, 178,205 
cars; ore, 4,903 cars; coke, 7,876 cars; mef- 
chandise 314,212 cars, and miscellaneous, 337,277 
cars. The total loadings for the two weeks 
ended April 1 show an increase of 82,913 cafs 
above the amount for the two weeks ended 
March 18. 





BAT WILLOW by its lightness aids the staying 
power of the batsman in cricket. It is the fe 


male form of the blue white willow, selected for 
its light weight; botanical name is Salix alba 
cacrulea foemina Smithiana. 
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FUSINESS CHANGES 





INCORPORATIONS, ET 





Business Changes 


ALABAMA. Huntsville—Williams Lumber Co. 
succeeded by C. W. Robinson Lumber Co. 


CALIFORNIA. Altadena (P. O, Pasadena)— 

Altadena Lumber Co. succeeded by W. E. Cooper 
ver Co. 

ee eas Oceanside Lumber Co. has taken 

over buildings and site of the Hayward Lumber & 

Investment Co. at Third and Cleveland Sts. 

CONNECTICUT. Stepney Depot—Harry Goldman 
(Trade Name) suc eeded by Nausbaum Coal & 
Feed Co.; Harry and Abraham Goldman, proprie- 
tors 

FLORIDA. Moore Haven—Fred Rose Lumber 
Co. now Moore Haven Lumber Yard, 

INDIANA Franklin—Allen A. Wilkinson Lum- 
ber Co. taken over by Louis Foy of Bloomington, 
Ind., and will be re-opened as the Johnson County 
Lumber Co. 

IOWA. Exira—Fullerton Lumber Co. sold yard 
to Green Bay Lumber Co 

Oxford Junction—Biddick Lumber Co. purchased 
the John E. Gable Lumber Co. 

KANSAS. Howard—Howard Lumber Co. and 
Gibbon Lumber Co. consolidated and will continue 
under firm name of Gibbon Lumber Co. 

Kansas City—-Radger Lumber & Coal Co. (Argen- 
tine Yard) taken over by W. W. Mack Lumber Co. 

Topeka—Jay LumYer & Coal Co. succeeded by 
MecPherson-Carlson Lumber & Coal Co. (not inc.) 

MICHIGAN. Dimondale—Rose-Shepard Lumber 
Co. sueceeded by G. H. Shepard Lumber Co. (re- 
cently incorporated). 

MINNESOTA. Minneapolis—Wilfong Lumber Co, 
name changed to L. E. Streater Lumber Co.; head- 
quarters 1000 Lumber Exchange, Minneapolis. 

Red Wing ted Wing Lumber Co. name changed 
to Gipson Lumber Co 

Rock Creek tudd Lumber Co. sold to J. E. 
Lindgren, who will operate under his own name. 

MISSISSIPPI Durant 
ber Co. now owned by 

MISSOURT. tolla—Schuman Lumber Co, pur- 
ehased Sy Herrman Lumber Co. of Appleton City, 
Mo. 

NEW YORK Buffalo—Buffalo Grille Co. pur- 
chased from William K. Knight by Nelson T. 
Montgomery and Henry C. Smith, who have in- 
corporated and will continue under the name of 
Buffalo Grille Co 

New York—W. L. Martin Lumber Co., 166 W. 
32nd St., succeeded by Martin-Dickson (Inc.); also 
Elizabeth, N. J 

Wyandanch—W. Dwight Nostrand and E. Nos- 
trand successors to Charles L. Watkins, proprietor 
Wyandanch Lumber Co 

OKLAHOMA Miami—W. E. Fisher Lumber Co. 
name changed to Fisher Pros. Lumber & Roofing 
Co. 

SOUTH CAROLINA. Sumter—Brooklyn Cooper- 
age Co., an affiliate of the American Sugar Re- 
fining Co., has taken over operation of the plants 
of the Galloway-Pease Co. here and at Pine Bluff, 
Ark, 

TEXAS 3urlington—William Cameron & Co. 
successors to Burlington Lumber Co. 

WASHINGTON. Burien and Seattle — Bunge- 
Harper Lumber Co. purchased interests of Green 
Estate and Ward Green and will hereafter be 
known as Bunge Lumber & Hardware Co. 

Seattle—Hamilton Lumber Co. succeeded by 
— m-Jewett Lumber Co., recently incorpor- 
ater 


Fidelity Lumber & Tim- 
[. Jordan. 


WISCONSIN, Big Bend sig Bend Lumber Co 
sold to Rees-Notbohm Lumber Co. 
partment at Delafield, Wis. 

Osseo—A. M. Paulson, of Barron, has purchased 
the stock and rented the buildings and equipment 
of the ¢ Ww. Field Lumber Yard here Will oper- 
ate as Osseo Lumber Co. 


Milton—T. A. Saunders & Son now Saunders 
Lumber Co 


Purchasing de- 


Incorporations 


CALIFORNIA. Los Angeles—Associated J.umber 
Co of Los Angeles. Edward I. Rifkind, 1048 §S. 
Mansfield Ave., interested. 

Los Angeles—California Cabinet Co., 5812 W. 
Washington St. 
FLORIDA. 


. Pensacola — Goulding ar Co.; 
310.000 i 7 lding Lumber ce. * 


Sawmill. James Garriga interested. 
be ENTUCKY. Harlan—Old Pioneer Land & Tim- 
5 Co.; capital $2,500. Ray O. Sheehan, H. O. 
olfe and John W. Forester interested. 

(IARYLAND. Cockeysville — W. Harry Jessop 
ne.); coal and retail lumber. 
MASSACHUSETTS Waltham 


ing & Lumber Co.: 000 
State St “3 $1, “ 


Norumbega Floor- 
Frances O'Flaherty, 10 
Bosion, interested. 

Co CHIGAN, Detroit American Bar Equipment 
<a manufacture bars, cabinets and furniture. 
etroit—Tavernet (Inc.), 5235 Grand River Ave.: 

) manufacture beverage cabinets. 


a URL Mark Miles Lum er 


t 


Kansas City 
St. Louis—St. Louis Bar Fixture Co. 
NEW HAMPSHIRE. 
manufacturers millwork. 
NEW J ERSEY, 


Lisbon—Lisbon Co. (Inc.); 


Bergenfield—North Jersey Lum- 


ber & Millwork Corporation; $100,000. Harry F. 
3atchelder, 87 S. Washington Ave., interested. 
NEW YORK. 3rooklyn—tTropical Lumber Co.; 

$2,500. Milton Asher, 473 Putnam Ave., New York 

City, interested. 

Brooklyn—Howard Sash, Door & Woodworking 
Co., 1264 E. New York Ave. 

New York City—Hohmann & Barnard (Inc.); 
Herman F. Hohmann, 2280 Andrews Ave., inter- 

ested. 

NORTH CAROLINA. Charlotte—Greene Bros. 
Lumber Co.; $100,000. General lumber manufac- 
turing Cc. W. Greene interested. 

Scotland Neck—Roanoke Basket 
(Ine.); $50,000. 

OHIO. Miltord—Clermont Lumber & Supply Co. 
EK. B. Evans an incorporator. 

OKLAHOMA. 
Co. 

OREGON. Salem—Standard Handle & Hard- 
wood Manufacturing Co. 

TEXAS. Fort Worth—Stuckert-Owens Lumber 
Co.; retail. 

WASHINGTON. 
Co.; $3,600. 

CANADA. gritish Columbia, Vancouver—Kings- 
way Woodworks (Ltd.), 1946 Kingsway. 

B. C., Victoria—Industrial Lumber Co. 
709 Bank of Toronto Building. 


Bottom Co. 


Picher—Greever-Putnam Lumber 


Bremerton — Hi-Way Lumber 
tetail. H. Holgerson interested. 


(Ltd.), 





New Ventures 


ARIZONA. Tombstone—Morrice & 
lum»ver, building and mining supplies. 


CALIFORNIA. Berkeley—Farrar-Humphrey Lum- 
ber Co., 1314 Rose St.; retail. 

Los Angeles—California Chair Co., 2419 E, 25th 
St.; manufacturers of furniture. 

Los Angeles—Vering Manufacturing Co., 9108 
Bandera St. Manufacturers of woodwork. 

San Francisco—Clark-Dodge Co., 112 Market St. 

ILLINOIS. Chicago—Commercial Box Co., 1212 
W. Lake St. (not inc.). 


MINNESOTA. Minneapolis—Standard Cedar Co. 

Red Wing—A. J. Ingalls opening retail yard at 
1516 Central Ave., to be known as the A. J. Lum- 
ber Co. 

NORTH CAROLINA. 
Lumber Co. 

Pleasant Garden—Thompson Lumber Co.; L. F. 
Thompson interested. 

Wilmington—Smith Creek Lumber Co. leased 
plant of Smith Creek Stave & Lumber Co. and will 
do a wholesale and retail lumber business. M. L. 
Harris is president, 

OREGON. 
Products Co. 

Portland—Market Box Co., East 8th and Yam- 
hill, established by Ray L. Williams. 

PENNSYLVANIA. Erie—Johnson Lumber Supply 
Co.; retail. 

Philadelphia 
Co., 2133 N 
novelties. 

Philadelphia — Philadelphia Nursery F'urniture 
Manufacturing Co., 2544 Germantown Ave. 

WASHINGTON. Everett—Everett Lumber & Mill- 
work Co., 3220 Paine St 

WISCONSIN. 
(not ine.). 


Lavalley; 


Burlington — Zimmerman 


Bandon and Langlois—Sunset Wood 


-Paragon Novelty Manufacturing 
63rd St., manufacturers of wooden 


Green Ray—Green Bay Box Co. 


Casualties 


ALABAMA. Elrod—Pioneer Lumber Co. sawmill 
and power house destroyed by fire. The boiler 
room, fuel house, planing mill, sheds and lumber 
stock were not damaged. No decision has yet been 
made regarding rebuilding. 

Dee—Part of Oregon Lumber Co.’s_ sawmill 
destroved by fire. Some machinery will be sal- 
vaged. Loss estimated at $30,000, covered by 
insurance, 

MISSISSIPPI. Picayune—Picayune Lumber Co. 
sawmill destroyed by fire; loss between $8,000 and 
$10,000. Will rebuild. 

NORTH CAROLINA, Kinston—Hines Bros. Lum- 
ber Co. planing mill destroyed by $100,000 fire. 
Sawmill and dry kilns were saved. Partially in- 
sured. 

OREGON. Portland—Jones Lumber Co. lumber 
yards and crane shed damaged about $100,000 by 
fire. Mill plant was saved. Insured. 


New Mills and Equipment 


ARKANSAS. Jasper—Buffalo Stave & Lumber 
Co. will install machinery for manufacture of 
beer kegs. 

GEORGIA. Valdosta—Georgia Lumber & Supply 
Co., 111 Mills Lane, will rebuild part of plant re- 
cently burned. 


NORTH CAROLINA. Lenoir—Lenoir Manufac- 
turing Co. plans rebuilding plant recently destroyed 
by fire. 

TEXAS. Paris—Cummer-Graham Manufacturing 
Co. will reSuild immediately burned portion of 
crate manufacturing plant. 

CANADA. New Brunswick, Fairville—Canada 
Veneers (Ltd.), care of H. McLean, Bathurst, plans 
plywood and veneer plant here to cost $40,000. 















How to Figure Costs for Advertising 
‘ In Classified Department 


ees | Te 
Two consecutive issues..........55 cents a line 
Three consecutive issues..........75 cents a line 
Four consecutive issues..........90 cents a line 
Thirteen consecutive issues..........$2.70 a line 





Twenty-six consecutive issues.......$5.40 a line 

Seven words of ordinary length make 
one line. 

Count in the _ signature. 
counts as two lines. 

No display except the heading is 
permitted. 

Extra white space figured at line 
rate. 

One inch space advertisement is 
equal to fourteen lines. 


Heading 


Remittances to accompany the order. 
No extra charge for copies of paper 
containing advertisement. Capy must 
be in this office not later than Wednes- 
day morning in order to secure inser- 
tion in regular department. All adver- 
tisements received later will be placed 
under heading Too Late to Classify. 











Too Late To Classify 


ww 


DON’T BLAME YOUR CUSTOMERS 
If they mail their plans and sketches out of town 
for material lists and prices. Keep this business 
at home by giving your customers this service of 
making up their material lists. 

Perhaps you are operating with less help during 
these difficult times and cannot spare the time 
to take off material bills. If so, we will do it 
for you. 

Why not give us a trial? Mail us your house 
plans, barn plans, your prospect's own sketches or 
pictures. Give your customers real service that 
will keep them with you. 

LUMBER, MILLWORK and HARDWARE LISTS 
$2.00 and up including floor layout, 

We furnish House Plans. Write for prices. 

LUMBERMAN’S SERVICE BUREAU 
P, O. BOX 25, Harvey, Illinois. 


WANTED 


Employees 


WANTED—OFFICE MAN 
By Chicago wholesale sash and door house. State 
exp., age, refs. and salary expected 
Address “W. 39,’’ care American Lumberman. 


WANTED OFFICE MAN, BOOKKEEPER 
Young man with lumber experience for eastern 
city. In reply. give reference, experience, age, sal- 
ary expected, 

Address “W. 41,"" care American Lumberman. 
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WANTED—YARD MANAGER 


For good town in west central Minnesota. Must 

be married man, not over thirty-five. Must under- 

stand contracting. Scandinavian preferred. 
Address ‘‘T. 80,"" care American Lumberman. 





Salesmen 


COMMISSION SALESMEN WANTED 
3y large Mississippi band mill, cutting in high 
grade Short Leaf, in each of the following terri- 
tories: Eastern Iowa, Western Illinois, Southern Illi- 
nois and Northern Illinois, North West Indiana, 
Southern Indiana, Eastern Kentucky, South- 
ern Michigan, Eastern Michigan, Western New 
York, North West Ohio, North East Ohio, South 
West Ohio, Western Pennsylvania, Southern Wis- 
consin. Will only consider men well established 
and who personally travel their territories. Lib- 
eral commissions. Write fully stating experience. 


»— ? 


Address “W. 35," care American Lumberman. 
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Salesmen 





WANTED—SALESMAN 
To travel Eastern Michigan on commission basis. 
Address “‘W. 34,’" care American Lumberman. 





EXPERIENCED CHICAGO SALESMAN 


By wholesale sash, door and plywood house. Good 
opportunity for right man State age, exp., refs. 
and salary expected. 

Address ““W. 40." care American Lumberman. 


Retail Lumber Yards 


WANTED—A RETAIL LUMBER YARD 
In a college town. Give full particulars, including 
reason for selling. 
Address “W. 25,” 





care American Lumberman., 





WANTED TO BUY SMALL LUMBER BUSINESS 
In Southern Mich. Explain fully. 
Address “W. 37,” care American Lumberman. 





Employment 


BUSINESS CONDITIONS ARE LOOKING UP 


Are you in position to get your share of the large 
waiting volume that will surely come in the next 
few years? Is your business in a rut? Do you need 
better and more aggressive merchandising meth- 
ods? Have you reached a point where you would 
like to shift your burdens to competent and expe- 
rienced shoulders? I am competent to take com- 
plete charge of any yard or group of yards. High- 
est references. 

Address “W. 





29.” 


care American Lumberman. 


EXPERIENCED YARD MANAGER 


15 years’ exp. Figure the complete job. 
tent estimator, including Holt Bid. 
preferred. A-1 Ref. 

Address ‘‘W. 32,’’ 





Compe- 
Central states 


Ameircan Lumberman. 
BAND SAW FILER 


Twenty years’ experience, expert on double cut- 
ting; go anywhere; best of reference. 
Address “W. 33,” care American Lumberman. 


CAPABLE SUPERINTENDENT, WOODS 


Or yard foreman, lumber inspector; 20 years’ ex- 
perience in the lumber business. Can handle com- 


care 








Mmissary work. Steady, reliable. A-1 references. 
Go anywhere. 
Address “P. 73," care American Lumberman. 





MILL SUPERINTENDENT AND ESTIMATOR 


Open for position, twenty years experience as plan- 


ing mill superintendent, mill work estimator and 
detailer, go anywhere. 
Address “W. 26,” care American Lumberman. 





RETAIL SALES PROMOTION 


Employed retail lumberman with 


over ten years’ 
experience, including yard management, seeks op- 
portunity with live concern in “unit selling,’’ ad- 
vertising, and promotion of building materials. 


A-1 references, 
good personality 
Address “W. 43," care 


qualifications. Young, married, 


American Lumberman. 


DRAFTSMAN, BILLER AND ESTIMATOR 
15 years’ wants position with reliable 
company. 
Address 





experience, 
References. 
“W. 42," care American Lumberman. 


LUMBERMAN WITH 20 YRS. EXPERIENCE 


As lumber inspector, wholesale lumber yard super- 
intendent, logging operations, and sales department 





for large manufacturers of Northern hardwood 
lumber desires executive position with lumber 
manufacturer, preferably a Northern concern. 


Would also consider position with purchasing de- 
partment of woodworking plant. Am now employed 
and present employer's name furnished for refer- 
ence. Timber supply of present firm depleted. 
Further details by correspondence and can arrange 
for personal interview. 

Address ‘‘T. 88," care American Lumberman. 


MILLWORK SUPT. & DRAFTSMAN, ESTIMATOR 
Might make small investment; 20 years experience, 
also civil-structural engineer, designer in building 
construction. Age 38; reference. 

Address “T. 76," care American Lumberman. 


BAND AND CIRCULAR FILER 
Satisfaction guaranteed. 25 years’ experience. 
B. F. WHITE, Leetsdale, Pa. 


WANTED—POSITION AS ACCOUNTANT 
Bookkeeper—Auditor—eighteen years’ general of- 


fice and yard experience—age 39—married. Good 
references 


Address “‘T. 94,"" care American Lumberman. 


WANTED—JOB AS BAND SAWYER 
On either right or left hand rig. A-1 reference. 
Will go anywhere. Report at once. 
Address “T. 95,."" care American Lumberman. 


YOUNG MAN—EXECUTIVE ABILITY 


Long experience and well versed in retail sales, 
collecting, and accounting. Best of references. 
Address “T. 81,,"° care American Lumberman. 























Lumber and Dimension 


WANTED—W. O. BEER BARREL STAVES 


Northern Pine and Hardwood box shooks, Western 

Pine box shooks, Northern soft and hardwood fuel 

wood. Chicago salesman, commission basis. 
Address “T. 89,"" care American Lumberman. 








WANTED 
5 Cars %x1%—4’ No. 1 Yellow Pine Lath Air 
Dried. Quote price del, Minneapolis. 


Address 336 Security Bldg., Minneapolis, Minn. 


Second Hand Machinery 


WANTED 


Saranac crate stapling machine. 
Address ‘“‘W. 31,” care American Lumberman. 











WANTED—TO BUY 7’ OR 8’ LEFT HAND 


Band Mill in good condition. Give description and 
price. 
Address 


“Ww. 44," care American Lumberman. 


Steel Rails 


GOOD RELAYING RAILS WITH FISH PLATES 
Eight to ten miles 20# A. S. C. E.; also consider 
302%. Advise price, condition, etc. 

Address “‘T. 86,"" care American Lumberman. 











Miscellaneous 


ORDERS FOR WHITE ASH, H. & S. MAPLE 


Red oak, basswood or other Northern hardwoods 
sawn to your specifications up to 30 feet long. 
H. H. YOUNG LUMBER CO., 
Binghamton, N. Y. 


FOR SALE 
Business Opportunities 























IDAHO PINE MILL BARGAIN 


Twenty thousand capacity sawmill and six million 
feet of the finest Ponderosa Pine in the state of 
Idaho at three dollars ($3.00) per thousand feet 
for timber and complete mill, camp buildings, log- 
ging truck and trailer, tools, etc., mill ready to 
operate. Owner has other interests that require 
hie time only reason for selling, or will lease to a 
reliable operator, with a cash payment of only 
$2,500.00; balance payable at $3.00 per thousand 
feet as lumber is shipped. No interest or taxes to 
pay. Can contract logging at $5.00 per thousand, 
delivered on rollway to main saw, mill located only 
forty miles from State Capital, ‘‘Boise.”’ 
Address “T, 84,’" care American Lumberman. 





OREGON BAND & RESAW PINE MILL 


Bargain. Located in timher on common carrier 
R. R, and W. and E. improved short haul Highway 
across state to Vale-Owyhee $22,000,000 U. S. pro- 
ject under construction. Plenty cheap timber, pay 
as cut, downhill to Mill Log Pond. For particulars, 
address “T. 90," care American Lumberman. 





HAVE YOU A TRUCK YOU WOULD LIKE TO 
TRADE? ADVERTISE 








Retail Lumber Yards 


LUMBER YARD PROPERTIES 


Specializing in Sale 
an 
Purchase of Yards 
throughout Mid-west 
DEANE P. HARBER 
Roosevelt Bldg.—Indianapolis, Ind. 


FOR SALE—RETAIL LUMBER YARD 


In southeast Missouri. 
Address ‘'S. 79,"" care American Lumberman. 


FOR SALE—FINE RETAIL LUMBER YARD 
In best city in Kansas, ‘““merchandise only, no rea] 
estate or accounts.” 

Address “T. 72,” 








care American Lumberman, 


FOR SALE—RETAIL LUMBER YARD 


North Central Wisconsin. doing a good business, 
Will sell stock and rent yard and buildings. This 
will stand investigation. 

Address “‘T. 79,’ care American Lumberman, 








RETAIL LUMBER AND COAL BUSINESS 


Denver territory. Well located, old established 
yard. Bargain for quick sale, 
Address “W. 30," care American Lumberman, 


LUMBER, COAL & MASON MATERIAL YARD 


On Long Island. Complete stock. Fine layout, 
No old stock. Cash $20,000.00 balance easy terms. 
Last year’s business $127,000.00. Must sell, part- 
ners disagree. 

Address “W. 


FOR SALE—RETAIL LUMBER AND 


Building material yard in good small town in 
Western Indiana—good farming community. Low 
taxes. Enclosed yard. 

Address “W. 28,’’ care American Lumberman. 





38," care American Lumberman. 








Lumber and Dimension 


FOR SALE AT LOW PRICES 

0,000’ 1"x1”x21” clear Beech, Birch & Maple 
8,000 1%"x1%"x16%"” clear Beech, Birch & Maple 
,000' 1%"x114"x19” clear Beech, Birch & Maple 
5,000’ 2”x2”x30”" clear Beech, Birch & Maple 
50,000°1%”" BIRCH No. 1 common & selects 
25,000’ 2%.” PIRCH No. 1 common & selects 
50,000’ 3” BIRCH No. 1 common & selects 
25,000°4” BIRCH No. 1 common & selects 

Address ‘“‘W. 27,”’ care American Lumberman. 


Timber and Timber Lands 





no 


wo 


Ctl 








TIMBER LANDS 


40.000 acres of fine quality timber land. About 
20% sugar pire, 35% white pine, 49% fir. 5% im 
cense cedar. 125 miles, air line to San Francisco, 
32 miles to Corning. Address MRS. W. PARK. 
Agent, 306 Avondale Road, Brentwood Heights 
Los Angeles, Cal. 





TIMBER AND TIMBER LANDS 


25,000 -acres virgin timber close to Michigat. 
Border on shores of Lake Superior. Estimate 
20.000,000 feet Birch, 20,000.900 feet Hard Maple, 
20,000,000 feet Hemlock, 6,000,000 feet White Pine, 
6,000,000 feet Spruce, 8,000,000 feet Balsam, 3- 
000,000 feet Oak, 60,000 Cedar Poles, 1.000,000 
Cedar Ties, a large quantity of lath and shingle 
timber and Box wood. Rail and water shipment 
and Motor road ideally located for Export 
U.S. A. and English Market. Will sell at bargait 
price for immediate sale. Apply 
THE GREAT LAKES LUMBER COMPANY 

320 Albert St., East, Sault St. Marie, Ont., Canada 


— 





VALUABLE TIMBER FOR SALE 
20,000 selected and branded trees in Kentucky. 
75% virgin oak, very attractive as stave proposi- 
tion. Write W. H. P. BAKER, Coeburn, Va. 
FOR SALE—ABOUT THIRTY MILLION FEET 


Long Leaf Virgin Timber. HERMAN H. W EFEL 
JR., Mobile, Ala. 
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